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Usefulness isn’t enough to make hardware popular with 
Christmas shoppers. But add a touch of gay novelty 
and you have exactly what they’re looking for. 


The Crescent Christmas cards that go with Crescent 
Wrenches and Pliers, this year are catchy and appropri- 
ate. They'll keep an interested crowd around your 
Crescent Tool counter and ring up their full share of 
Christmas sales. 


There is still time, if you hurry, to have your jobber 
ship an assortment of Crescent Tools put up for holiday 
trade in attractive gift boxes with greeting cards. Write 
—or wire your order to him. 


CRESCENT TOOL COMPANY 


204 Harrison St. Jamestown, N. Y. 
Published Weekly by the IRON AGE PUBLISHING C 0., 239 West 39th Street, New York, N. Y., U.S. Aw” 


Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879. (Printed in U. 8S. A.) 
Advertising Index, Page 130 Editorial Index, Fage 35 


Originators of the Crescent Wrench 
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Distinguish the 
hardware by 
the label 


Don’t let your customers 
Skimp on garage hardware 


Insist on using 
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Frantz E-Z Fixtures 


The most important single thing about a garage is r 
the doors. They are in constant use—and if they work 
well, they are an everlasting source of satisfaction. If Se 
they don’t, you lose your reputation. 
Insist on selling good garage hardware. Pick a line Bea 
where you know the manufacturer will back you up, : 
where design, appearance, and honest workmanship i= 


insure well hung, easy-working doors. Insist on 
FRANTZ E-Z Fixtures and you will never fail to 
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Satisfy your customers. 


Head and Shoulders Above the Ordinary 


FRANTZ E-Z Fixtures or outside of building. 


are superior in design, in The original fiat side 

principle, and in practical track is easily put up, re- 

utility. They are easy to quires no track brackets, ; 
install; accom- and permits doors to fold 








modate any flat against front wall of 
weight of garage if desired. Doors 
doors, and can be hung in 2, 3, 4, 5, 
may be ap- or 6 door combinations. 
plied inside Japan finish. 


Sold only by our authorized dealer in every city. 


Write for this Catalog 


\\ which shows many other types of garage 
Y fixtures, all made with practical FRANTZ 
thoroughness; all equally sure to please your 
customers and protect you, 


Frantz Manufacturing Company 
Sterling, Illinois 
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Complete E-Z Set Packed 
in This Strong Fibre Box 


3-door set includes hanger and 
bolts; 3 pairs 8 in. No. 67 hinges: 3 off- 
set butt hinges chaifi bolt; 2 foot 
bolts; chain pull; latch; 2 padlock eyes; 
all necessary screws; socket wrench; 
end stops for track; directions. 
The bright red FRANTZ label 
on the end of the box is your 
guarantee of satisfaction. 
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PYREX For Christmas 


O staple in the Hardware store makes as 
truly acceptable a gift as PYREX. Check 
over your records. You'll see that hundreds of 
PYREX sales are gift sales—wedding presents, 
anniversary presents, birthday presents, bridal 
shower presents. PYREX is an ideal Christmas 


present as well as an every day staple. _ 





Feature PYREX FOR CHRISTMAS PRES- 
ENTS. Display PYREX in your windows, on 
your counters, as part of your Christmas display. 
Play up PYREX in your Christmas advertise- 
ments. And suggest PYREX to customers who 
are looking for ideas for their Christmas list. 











Now is a good time to check’ 


up your stock of PYREX to be 
ready for the Christmas rush. 





PYREX Sales Division 
CORNING GLASS WORKS, Corning, N. Y. 


World’s Largest Makers of Technical Glassware 
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BITBRACES 


Still further improvements and additions 
to these high grade Braces more than ever 
sets them apart as a line that must be seri- 
ously considered. Either you must compete 
with them or against them. If your trade 
calls for real honest quality in braces the 
former offers the line of least resistance by 
far. 

The remarkable No. 2510 Brace is now 
available with |2 inch sweep. If you aren't 
thoroughly familiar with this good tool write 
for particulars and quotations. 


Goodell-Pratt Company 


ss 


Greenfield, Mass., U. S. A. 





GOODELL- PRATT 
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ATKIN 
pee SAWS 4 


STEEL 


The Four Hundred for Christmas FZ 


The Best Gift For The 
Man Who Uses A Saw 


If you are a hardware merchant and 
want the best saw for particular me- 
chanics for the Christmas trade, you 


can sell the Four Hundred and 


guarantee it as 


THE FINEST ON EARTH 


Here is a saw that is made of 
the finest steel the great Atkins 
laboratories can prescribe— 
genuine “Silver Steel,” 
Atkins exclusive formula. 






















THE FINEST QUALITY 
AND EXPERT WORKMANSHIP 


This saw is two-way taper ground by Atkins pat- 





ented process to make it cut easier and faster than 
any other saw. It is given a mirror polish. Equipped 
with Solid Rosewood Handle, piano’ finish, Improved 
Perfection pattern—prevents wrist strain; attached to 
blade with nickel screws and a medallion, supplied in regular 
width, skew or straight back, also in Narrow Ship Point. If 
you want the finest’saw that money and skill can produce, for high 
class mechanics, who pride themselves on using the very best, make 
your next order read Atkins Four Hundred Saws. Place order at once 
for holiday trade. 
















Special Christmas Counter Display and Window Trim 


We will be glad to send you special counter and Christmas Wind Trim featuri kins 
Hundred Saws with the Improved Perfection Handle. Address siete ag ee tae og _ 


EF. C. ATKINS & COMPANY 









Sst ASL 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont 
Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 

Memphis New York Seattle 





Paris, France Vancouver, B. 
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FOSTER 400 
OUR NEW MAHOGANY FINISH PARLOR HEATER 


A heater that sells to the discriminating. Especially adapted for 
heating churches, school rooms, halls, homes, stores, etc. 
Let us send you full information. 

















AIR WARM AND MOIST REVERSIBLE COLLAR. 
INSTEAD OF SUPER- 
HEATED 
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AIR SPACE WIDER AT 
TOP KEEPS OUTER 
JACKET COOL AND 











— BEAUTIFUL RICH PERMITS MORE RAPID 
GRAINED MAHOGANY CIRCULATION. 
FINISH 

















LARGE WATER PAN. 








J ALL CAST-IRON FRONT. 








CORRUGATED CAST- 
IRON DOME INCREAS- 
ING RADIATING SUR- 
FACE AND PREVENT- 
ING BUCKELING. 









































ee SELF CLEANING FIRE- 
ALL JOINT THOR- - 
BUONMEY CEemMeEt rare POT LARGER AT BOT- 
WITH ASBESTOS FUR- TOM. ASHES FALL 
MACE CEMENT — AWAY FROM SIDES 
menenine LEAVING CLEAN SUR- 
FACE EXPOSED TO 
FIRE. 
BASE DOOR MACHINE 
GROUND AND FITTED. 
EXTRA LARGE ASH PIT. 











LARGE MULTIPLEX 
GRATE 


DRAW CENTER GRATE y)/) 


EITHER TYPE 











FURNISHED ” : 
THEY ARE 
A 
INTERCHANGEABLE. few Pry SPae. “rg tee “Scam arabed 
A oee ol © A 
BOTH MOUNTED ON a AT 











BALL BEARINGS 














Made by the Makers of “The Foster Line” 


The Foster Stove Company Ironton, Ohio 
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The Redesigned KIDDIE KART 
NOW OUTSELLING 
all other play wagons combined 


In an overproduced market, flooded with inferior wagons at ridiculous 
prices, the new KIDDIE KART with pressed steel gear and improved box 
has distanced the entire field—proving conclusively that the public wants 
big values, but also that it wants the better merchandise. 

Dealers have been quick to sense this and they appreciate the sound sales policy of 
maintained prices and protection of dealer profits. 

Distinctiveness in design and workmanship, together with the confidence born of 
past performance, contributed to the present large sales of the new KIDDIE KART. 

List Prices: $3.00 and up. 


H. C. White Company, North Bennington, Vermont 
“KIDDIE KAR” and “KIDDIE” Vehicles 
Trade Mark Trade Mark 
New York Sales Office—Fifth Avenue Building 
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Lance Tooth 
Cross-Cut Saws 
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More sales, good profit and satisfied customers 
are results obtained when you sell Simonds 
Crescent-Ground Cross-Cut Saws. Nos. 22, 
133, 324 and 325 are the fastest selling Lance 
Tooth Saws in the United States. 


Quality Steel and workmanship and the special 
method of Crescent-Grinding are responsible 
for their greater demand. Order your stock 


from your jobber. 











\ 
SIMMONDS 
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Quick Turnover 


More Profit 


If you are not getting your share 
of the hand saw business try a 
stock of Simonds Blue Ribbon 
Saws. This is a high grade line 
backed by the fullest guarantee 
and in popular demand by 
carpenters as well as the trade 
in general. Quick turnover and 
reasonable profit should interest 
you in these popular numbers. 


Simonds Blue Ribbon Hand 
Saws are distinctive. Their high 
quality is reflected in their finish 
and attractive appearance. They 
display exceptionally well and 
sell fast. 


Your jobber can supply you. a ae 


SIMONDS SAWSs 
194 (tily Maliaome seul ( 


>. 
sae 





Simonds 
Attractive 
Saw and Steel Co. Wieden. Biteien Free 


To help dress up your window get 
this new hand saw display. It is of 
durable cardboard 25°,” high and 


Established 1832—Fitchburg, Mass. S044.” widen, Wihearephed im two 





colors, with double easel support. 
Mailed on request to dealers. 


Blue Ribbon Hand Saws 
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In Jobbers’ Stocks Take the Gamble Out of 
Janesville H oliday B wy ing 


Coaster Wagons 











Steel or Wood HIS is the season that hardware men 
Full line of sizes most appreciate their jobber connections 
and service. Without plunging to get a dis- 
Scoots count of dubious value, the wise dealer can 
AM siees keep his stock of ‘Janesville coasters, scoots 
and skudder cars at a profitable level. yet be 

Skudder Car ready for the season. 

Exclusive 


Push Janesville! 


Janesville Products Co. 


Janesville, Wisconsin 


Quality Wins 
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Take a Tip From This 


| | Hardware Man! 


LIFETIME FRIENDS 





: = 


(Easy to Say Velchek”) 


fevievers | ‘tebtxs  Hovsel aoa 
PLUMBI i HARDWARE & KEGS frvrusmnea > © EOS 














és 


E’VE made a lot of sales to window-shop- 
pers and passing motorists who had no 
idea of buying any tools until they saw 

this board and something on it they needed,” says 

the Riverside Hardware Company, 17219 Lorain 

Ave., Cleveland, Ohio. 


“That’s why we keep it in the window. ‘The tools 
do not cost much; they can be carried in the 
pocket or thrown on the seat of the car and that’s 
an important factor in making sales to window- 


shoppers.” 





A prospective customer in the store is worth a 
dozen on the street—and the attractive “Velchek”’ 
Board in your window does bring them in. Mail- 
ing the coupon below is the first step in making 
customers of window-shoppers. 


The Vichek Tool Company 


3000 East 87th Street 
Cleveland, Ohio 






















The 
Vichek 

: - Tool Co., 
a ag Sa BA i 7 3000 E. 87th St. 


pra Cleveland, Ohio 


Please give me full 
Ces gg S . information on __ the 
as “Velchek” Self-Merchan- 


(EASY To SAY VELCHEK) dising board. 


Name .... 


ee 


Keep Mechanics Good Tempered 


i a i i ee ci eee 
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Reasons Why You Should Stock Pexto Wrenches 


They are easy to sell. 

There is an ever-increasing demand for them. 
There are no better wrenches made. 

They will give absolute satisfaction. 


The sale of Pexto Wrenches will lead to the sale of other 
Pexto Tools. | 


They are fully guaranteed by the manufacturer. 


There is a certain pride and prestige in handling Pexto 


Branded Goods. 


And don’t forget that they are backed by over a hundred 
vears of experience in the manufacture of high grade 


| tools. 


WORTH WHILE TOOLS 


The Peck, Stow & Wilcox Co. Southington, Conn., U. S. A. 
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“Life Insurance” In Screen Cloth 





UCC Lu 


Back of every lasting success there is a 
logical reason. The reason for the success of 


: 

Gray-Wick : 
Gray-Wick Screen Wire Cloth is found in the : 
: 

: 

: 

; 

: 


may cost 
a little 
more, 
but— 
It is 
worth 
it. 


service it gives. 


Gray-Wick is produced from rust-resisting 
Open Hearth Steel made in our own furnaces. 
The wire is drawn in our own mills. Every 
operation from the raw material to the finished 





product is done under our own supervision. 
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Gray-Wick carries an extra heavy electro oH 
zinc coating enameled with transparent var- age 
nish. “Life Insurance” is built right into it. oH 

s san 
+ 12 Mesh, No. 33 gauge each way ose 
+ 14 Mesh, No. 33 gauge each way sas 
+ 16 Mesh, No. 33 gauge filler Th 
a No. 34 gauge warp see 
2 18 Mesh, No. 34 gauge each way sae 
ts sass 
: HE 
i HEE 
cs es) soe 
.. AA 
rH Gray-Wick has a pleasing Gray color. When un- ages 
+ rolled it lies smooth and flat and not wavy. This isa sees 
+ great advantage to customers in applying it to screen HH 
rf frames. : 
“. Every WICKWIRE BROTHERS Product is backed 

+ by fifty years of experience. 


Our Other Brands of Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Your jobber will supply you. 
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“No danger of panic in this theatre 


Every door is controlled by Corbin Automatic Exit Fixtures ® 








UPPOSE it should happen tonight? 

—a shout of “Fire!”—a peaceful 
audience becomes a ruthless mob, 
rushing for the nearest exit doors. 


Whatif thosedoorsdonotletthem out? 


But they will! No panic—no need of 
fear where Corbin dealers have equir- 
ped doors with Corbin Automatic 
Exit Fixtures. 
Panic should 
not happen— 


could not hap- new york 


P. & F. CORBIN %s" Connecricut 


The American Hardware Corporation, Successor 


CHICAGO 


pen if Corbin Exit Fixtures were in 
every theatre, school, church, audi- 
torium, factory and office—ready to 
open the doors and let people out. 


In every city there are many buildings 
that are not panic-proof. Corbin deal- 
ers can forever prevent “what might 
happen” with Automatic Exit Fix- 
tures of Good 
Hardware. Is 
it not an op- 


PHILADELPHIA portunity? 


% The Little Theatre in New York—one of the many playhouses where panic can never occur— 
thanks to Exit Fixtures of Good Hardware — Corbin 
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37 New BEE-VAC We, 


Evidenced by remarkable 
Sales Records 


getting all deeply embedded grit and dirt. 
Its lustrous outer bag adds exceptional 





Overwhelming public approval—a sales suc- 
cess surpassing anything in our 16 years of 


N electric cleaner making—such have been the _ beauty. Its chemically treated new inner bag Y 
sensational results of our recent announce- prevents escape of dust and germs. A new yin 
; ment of a new and still better Bee-Vac. compression spring bag clamp gives greater . 
y The new Bee-Vac is another step forward convenience. And new refinements give its . 
Z in Outstanding electric cleaner value. It Birco motor even stronger suction power, S 
offers more beauty, new and finer perform- smoother action and longer life. 
ance, mew convenience of operation. In Behind this greater Bee-Vac value is a new ve 


every one of these features we believe it rises factory, which permits added efficiency in Ne 











~-BEE-VAC 
Electric Iron 


Sells easily because of its 


energy-saving tilted 
handle. Retail price, $5. 75 
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. above comparison with competition. manufacturing. Back of itare our well-known 
. The new Bee-Vac has 20% more suction economies in selling, whicheliminate the big é 
than any other cleaner and 300% more suction commissions usually paid to factory can- 
3 HE, than some well-known makes. Its doukle  vassers. Bee-Vac national advertising reaches iw, 2 
swing-back brush loosens clinging material eight million women monthly and increases 
~~ and a powerful Birco motor pulls a hurri- sales and profits for you. Correspondence in- =F 
4 cane blast of air straight through the rug, _ vited from interested dealers. * 
- BIRTMAN ELECTRIC COMPANY .- - - Dept. D-170, 4140 Fullerton Avenue, Chicago ~ 
Z = \ FES. 
/ Y : \ 
! ‘ Ki et “y))) 
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BEE-VAC Features 


Greater beauty—New purple bag is made 
of a handsome, lustrous material. 
Néw double bag—Even better protection 
against the escape of dust and germs. 
Improved bag clamp—Compression spring 
clamp—ceasier to attach and detach; 
neater in appearance. 

Motor refinements—More power for even 
greater suction. 

Attachment prices lowered—Now retail at 


$7.50, instead of $9.50. 
BEE-VAC retail eine 244.50 
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Look for 
this Label 
on the Roll 
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| Brand 
ERICAN 


KALOID 


Screen Wire Cloth 


HIS is a cloth of attractive appearance and great 

; rigidity. It is so heavily coated with zinc, after weaving, 

) that this metal represents one quarter of the composition 
of the finished product. 








Indications are that 1926 will be the biggest window screen 
. - cloth year in the history of the industry. Zinkaloid will 
: help you get your share of the increased business. 


Write for samples and place orders with your jobber early. 


To Jobbers: Get the Zinkaloid proposition before making 
any commitments on screen cloth for next year. 
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American Wire Fabrics Corporation 
Subsidiary of 


Wickwire Spencer Steel Company 


General Offices: 
41 East Forty-Second Street, New York 


Western Sales Office : 
208 South LaSalle Street, Chicago 
Worcester Buffalo Cleveland Detroit 
San Francisco Los Angeles Seattle 





WICKWIRE SPENCER Wy 
PRODUCTS 
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YERS WELL PUMPS 


— Bn yaa For Deep or Shallow Service 


Those who sell pumps and cylinders are 


liable to forget that there is a Myers Pump for Every 
Purpose. As an example, we have crowded into this advertise- 
ment eleven illustrations of Myers Galvanized Set Length Pumps 
—popular styles, universally sold. There are numerous other 
styles shown in the Myers Catalog but space will not permit of 
our illustrating them here, neither can we but men- 
tion other equally complete and successful lines of 
Self-Oiling Power Pumps, of Water Systems, of 
House Pumps, Pump Stands and Pumping Jacks, of 
Hand and Power Spray Pumps, of Cylinders and 
Fittings, of Hay Unloading Tools, of Barn and 
Garage Door Hangers, all of which are leaders in 
their particular fields. 

Many dealers who are forging ahead in 
Fig. 2020 the pump business are placing their ex- 
clusive efforts behind the Myers line. 
They satisfy every customer by meeting 
his individual requirements with a Myers 
Pump or Water System of known quality 
and dependability. One of our represen- 
tatives will see you personally—we will 
send catalog and quote direct—your wishes 
will be our commands—We solicit your 
inquiry today. 

















Fig. 1842 





PATENTED 










HOST 
ATTACHMENT 






Fig. 1987 




















The 


F. E. Myers & Bro. Co. 
Ashland, Ohio 


Pumps — Water Systems — Hay Tools 
Door Hangers 










. Fig. 1747 Fig. 1834 ) 
Fig. 1831 Fig. 2236 Fig. 2237 
pment Fig. 1762 
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Cylinder 
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HUNDREDS OF THOUSANDS OF SALESMEN out boosting for the 


AL. FOSS PORK RIND MINNOWS 


‘. These men are out making sales for you and not a Mother’s Son of 
f them on the pay-roll. 
: They are the men who have found the AL. FOSS PORK RIND 


MINNOWS so much superior to all other types of fish lures that 
they want to “tell the world” about them and are doing itt. 


One enthusiastic user of our lures gets quite a kick out of taking up 
a position between two bait casters on some bridge or causeway and 
catching several fish to their one. He purchases our lures by the 
dozen and gives them away to anglers whom he meets, so that they 
may “see the light.” 

You may say that we “hate ourselves’—perhaps so, but we can 
never be accused of keeping the fact a secret that the AL. FOSS 
LURES are the best artificial fish lures ever offered for sale. 









SHIMMY 


WIGGLER. 
Y% or % oz..$1.00 


4 
a f 
7. 


45c—Bass, Musky 
and Fly Spinner 
sizes 





Price $25.00 





‘‘Never a back-lash—every cast perfect— 


simply uncanny!”’ 







ORIENTAL 


, ; , All White, 
So says an angler who used one of these reels on a two-weeks’ fishing trip. oe tad end. White 

This snarl-proof casting reel is to all appearances, and in actual fact, equal 
in design, materials and workmanship to any other high-grade reel made. The 
only difference is a simple centrifugal device revolving within the reel arbor— 
a little policeman who raises his hand at the proper moment and stops a snarl 
from stepping in. 

Dealers should rig up this reel with line for demonstration and if there is 
not room for you to actually cast, just hold the reel in one hand with 
thumb off of line, and with the other give the end of line a hard jerk. You 
will see that while the line will unwind and apparently snarl, it can be readily 
stripped off, rewound and ready for another demonstration. Then try this 
with any other reel and see what happens. 


Like all other reels, the Al. Foss Easy Control Bait-Casting Reel will 
“back-lash” under careless handling. But the line will not become snarled, it 
will readily strip from the spool for rewinding and continued casting. 


Specifications :—The No. 3-25 is nickel silver, with jeweled end thrust bear- 
ings. Capacity 50 yds.—14 Ib. test line. Double balanced handle; pyralin 
grips. Quadruple multiplier with click. Screw off oil caps. Spiral gears. 
Pivot bearings of high grade non-wearing bronze. All steel parts of best tool 
steel drill rod. Spool shaft of hardened tool steel. Has metal arbor 7%” in 
diameter, making it unnecessary to build up the spool with a lot of dead line. 
End plate diameter 2”. Length of spool 154”. Weight 8 oz. Leather case. 





LITTLE EGYPT 
WIGGLER, 
Weight, % 0z.75c 





AL. FOSS, 9514 Quincy Avenue, Cleveland, Ohio 


Originator, Patentee and Manufacturer of the Pork Rind Minnow 
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A™ you ready for the Holidays? Have you 
a complete assortment of Clubs to show 
Christmas shoppers—a full.line of Bags and < 
good stock of Balls? 


Constantly the custom of giving something for 
golf at Christmas time is taking hold on the 
public. Even people who don’t vet play golf 
themse!ves are realizing that such gifts are the most 
appropriate they could possibly select for their golfing 
friends. 


The result is a tremendously growing “Christmas Season” 
in all sorts of golf goods—so great, in fact, that for several 
years past we have issued a special buying guide under the 
title of GIFTS FOR GOLFERS. This year this booklet is 
better and more convenient than ever—a great help to the 
uncertain purchaser. 
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Dealers everywhere are cashing in on this Christmas Sea- 
son and we hope you are planning to make the most of it. 
Look over your golf stock and be sure you have a representa- 
tive assortment of all items. If not, better let us hear from 
you at once. 


Dress up your windows and entire Department in keeping 
with the Christmas spirit. Mail this G/FTS FOR GOLFERS 
booklet to a good list of possible purchasers. It'll bring them 
to the store. How many booklets will you use this way? 


THE CRAWFORD, McGREGOR & CANBY CO. 


Established 1829 


Dayton, Ohio 





MACGREGOR 


‘MAKE RECORDS WITH CE* > MACGREGORS 
SyTtou 
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The new Shakespeare IDEAL is the latest development of many 
years continuously devoted to a single dominating idea. It is the 
perfected expression of the Shakespeare policy of producing better 


tackle—and making it available at a lower price. 


Into it has gone all the designing talent, the manufacturing skill, 
the selling economies, and the entire accumulated experience of 
the Shakespeare organization. 


The result is outstanding over-value. You will find it not only 
in this one fine reel, but in every other item of Shakespeare tackle 
as well. 


To the great, natural salability of the Shakespeare line, is added 
a policy of hearty co-operation with dealers. In some territories 
there is still an opportunity for qualified merchants to sell 
Shakespeare tackle. Write for information about our dealer plan, 
and to reserve a copy of the new catalog which will soon be 
announced. 
SHAKESPEARE COMPANY 
KALAMAZOO, MICHIGAN 


LOMPCTMUEC 


FINE FIS HING TACKLE 
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| John T. Rowntree, Inc., 501 Higgins Bidg., Los Angeles, Cal. 


A Modern Toy 
with Modern Packing! 


Priced to retail for 75c (with good profit 
margin) and packed in. a box that slips easily 
into your side pocket. Just hand the set to 
your customer and take his money. 

The 3-color carton is an eye-catcher for boy 
or grown-up and helps make the sale while you 
are busy. 

The leaflet in each box has a coupon that 
makes every Handy-Craft owner a salesman 
for you, 

They will sell faster during Xmas Season. 


Sample carton (12 sets) sent on approval 


The Hart & Cooley Co. 


Dept. S-2 


New Britain, Connecticut 
Eastern Representative: : - - 
Edwin E. Besser Co., 35 East 19th Street, New York City. 


Southern Representative : 
Couch & Jackson, Atlanta, Georgia 
Chicago Representative: 
Anning & Moller, 35 South Dearborn Street, Chicago, Ill. 
Pacific Coast Representative: 








m3 ae a a te 





s *! 
~~ oe 

ie 
_ 
































November 12, 1925 











A New Profit! 


OLF has become every one’s game— 

there are twenty million golfers in 

America today! And the children of today 
will be the players of tomorrow. 


Burke children’s clubs are real clubs—not 
merely toys. They are built for prospec- 
tive golfers and not as passing playthings. 


Built for real service, therefore, they com- 
mand the quality trade and permit proper 
profits. 

Orders placed today will secure de- 


livery in time for Christmas selling. 


THE BURKE GOLF CO. NEWARK, OHIO 





PRIZE 


KE, 


“LUBS ‘BAGS: BALIs 


Burke makes these sets in 3 sizes. The Juvenile set 
featured below with 3 clubs and beautiful leather 
trimmed bag retails at $9.00. 


The Burke Junior set for children from 5 to 9 years 
sells for $7.25, and Burke Midget set for the little 
ones for $5. 50. 
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They Bring 
the Birds In 


Outing’s Metal Decoys 
Give Full Body View 


Yet They Fold Up Flat 


From any angle these lifelike de- 
coys givea full body view to both 
low and high flying birds. 
~The form, the accurate, nat- 
ural appearance which several 
coats of celluloid enamel give 
them, their durability, and the 
ingenious folding device which 
permits them to be folded up 
flat—these are points which will 
catch the eye of even the most 
= customer. 
Goose, duck, snipe, crow, owl (the 
_ best crow getter known)— all made up 
f in thesame way to give the nearest ap- 
proach to a live bird and yet make it 
"easy to carry them. Our literature will 
give you prices and full information. 


Winona Tackle Now Stocked 
And Distributed Solely By Us 


Winona (Indiana Pattern) Casting Reel 


Line spools itself without complicated 
mechanism. Control is by thumbing the 
hub—no more burntthumbs. Islight run- 
ning, noiseless and has adjustable drag. 
Casts and winds perfectly, either right or 
left hand. Holds 100 yds. 15 lb. test line 
and fits all casting rods. Fully guaranteed. 
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Winona “Keep Fish 
Alive” Stringer 
Especially valuable for 
use from moving boat, 
. as fish will stay alive all 
day or longer. They cannot dows, or tangle up and injure each 

other as the snaps revolve on the stringer. 





Winona 
Celluloid Float 
Is hollow, very light, durable and never gets soggy. Line clips 
take line without threading. ————e, finished in colors of Red, 


White, Gold, Black, and Green 


The Outing line includes folding metal decoys, steel rods, 
lures, tackle boxes and other equipment. This company 
also is exclusive sales representative for the well known 
Hildebrandt line of spinners, and stocks and distributes 
the complete Boyer Manufacturing Company line of Winona 
Reels, Winona Floats, Winona Fish Stringers, etc. Full in- 
formation on the complete line is waiting for you. 


‘Outing Mfg. Co. 


~ 576 Jackson Blvd., Elkhart, Ind. i 
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“The Savage 


Sporter 
For Small and Medium Game 


Fo the first time, a bolt action repeater 
that fills the gap between .22s and big 
game rifles at a moderate price. 

22 Cal. - - - $19.50 Retail 

25/20 Cal. - - $23.50 “ 

32/20 Cal. - - $23.50 “ 


Shooting the new ail cartridges with the highest 
muzzle velocity and striking energy of any cartridge 

made in these sizes, this new Sporter is deadly for 
anything from Woodchuck to Wolf. 

Savage quality is built into this rifle to an unusual 
degree when the price is considered. Stocks are se- 
lected Walnut, finely finished and designed to give 
perfect balance. 

The bolt action mechanism is simple, strong and 
sturdy — half cocking on the opening movement — 
half on the close—just glides along— it’s so smooth. 

The magazine holds five cartridges and is inter- 
changeable. By carrying an extra loaded magazine 
the shooter can quickly withdraw the empty maga- 
zine and insert another. 

For $23.50 retail you can supply your customers 
with a rifle chambered for the .25/20 and .32/20 car- 
tridges at considerable less than any other make of 
repeating rifle shooting these all-round cartridges. 

he Savage guarantee of quality insures your cus- 
tomer perfect satisfaction. 


SAVAGI: 


SAVAGE ARMS CORPORATION ° UTICA, N. Y. 
Owners and Operators of J. Stevens Arms Company 








Sue anmeuamnseaeteweneeeeeeaeeeeaeanaeaae”™ 
SAVAGE ARMS CORPORATION, Dept. 279 UTICA, N. Y. 


Send supply of catalogs and display literature on Savage products to: 


Name......... ee ORE acl ae ad ae 
Street 


a ” State 
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Outfit No. 352 





A new “Lionel Standard” Outfit that offers amaz- 
ing value. Just one of the many low priced model 
trains embod ying allthe Lionel Patented features— 
gives the iol er a good profit and retails for $2§. 


ORDER NOW! 








Get Your Share of LIONEL Christmas Profits 


E sure to carry an Adequate Holiday Stock of Lionel Trains, Model Railroad 








Accessories and “Multivolt’’ Transformers. 





The demand for Lionel this year is greater than ever before—despite the fact 
that more Lionel Products were sold in 1924 than all other makes combined. 


Lionel Trains have been “‘Stand- 
ard of the World” since 1900. They 
are electrically and mechanically 
perfect — true models of real trains. 
They meet the boys’ ideal of what 
model railroads should be. That’s 
why they outsell all others. 

‘Lionel Standard’’ locomotives 
incorporate the new Three-Point- 
Bearing Super-Motor with double 
gear-reduction which greatly in- 
creases hauling power and materi- 
ally reduces current consumption. 

And remember— Lionel prices are 
always lowest consistent with high 
quality. A complete outfit can be 
retailed for as low as $5.75 and give 
the dealer a liberal profit. 


Look for the LIONEL 
Patented Features 


Most of the desirable features de- 
veloped in miniature railroads in 
the last 25 years are covered by 
Lionel Patents. They are exclusive 
to Lionel Products. 

Look for them. They mean big- 
ger business for you. 
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Lionel Automatic 
Train Control 
The Only Practical D-- 


vice that Automatica:ly 
Controls the Operation 
of the Train 


The greatest achieve- 
ment in model railroad 
engineering. Starts and 
stops trains automatic- 
ally. Just one of the many 
wonderful realistic rail- 
road devicesin the Lionel 
Line of Accessories. 








LIONEL’s Big 
1925 Advertising 


Lionel Advertising for 1925 will be 
done on a larger scale than ever: 

Leading Boys’ Papers and Maga- 
zines such as the Saturday Evening 
Post, American Boy, Boys’ Life, 
Popular Mechanics, St. Nicholas, 
Popular Science Monthly, etc., are 
printing attractive sales-making 
advertisements of Lionel Trains and 
Accessories. 

Newspapers in principal towns 
and cities from coast to coast will 
carry Lionel Ads in which dealers’ 
names will appear. 

Get your share of the business 
they are creating. 

Write or wire at once for the 1925 
Lionel Catalog and Trade Prices. 


The LIONEL CORPORATION 
Entire Sixth Floor 


48-52 East 21st Street, New York City 
Western Coast Offices, Display Rooms and Service Station 
788 Mission Street 
San Francisco, California 
M. SWEYD, Representative 
THE COMPLETE LIONEL LINE Always on Dislpay 




















ONEL™£ TRAINS 


“MULTIVOLT TRANSFORMERS 








- == 
. 





be Maumee os my 


November 12, 1925 HARDWARE AGE 25 


Don’t Fear 
Over-stocking 


Unless you have sold TAYLOR-TOT 
during the past Spring and Summer, 
you have no idea of what consistent vol- 
ume it offers. Even if you have, you are 
apt to underrate its tremendous Christ- 
mas sale, for the reasons behind TAY- 
LOR-TOT’S success during the rest of 
the year are then magnified by this 1m- 
portant event—Mothers are searching for 
a gift, fine enough to remember their 
haby’s first Christmas, an all-important 
event. Bae ghee ch 
TAYLOR-TOT stands alone as the logi- [Rte ~) > 
cal gift, for it benefits both the health and 
happiness of babies from 6 to 12 months 
of age—a time when most practical toys § 
are “too old.” 

As a Baby-Walker, TAYLOR-TOT will 
scientifically teach baby to walk, while 
safely amusing him all day long. The 
seat is adjustable in height—always just 
the right size for baby. No cramped or 
strained positions. ()ther mechanical 
features which make TAYLOR-TOT 
truly a Baby Specialist are: Ball bearing 
front swiveling wheels and roller bearing 
rear wheels—respond instantly to the 
slightest push from baby’s feet. Rubber 
bumpers front and rear, protect furni- 
ture. Absolute safety is assured by f 
TAYLOR-TOT design. Arrangement of 
wheels, shape and slant of seat board. 
construction of back rest and supporting 
ring—all plav a big part. [ven the col- 
ors, red and ivory, have been proven by 
ase extensive tests to be the choice of all } 
a babies. | 
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; later it is convertible into a Go-Cart 
: ee (with Tongue) and a 4-wheeled Coaster- 
Pie Car that steers like an auto—an economy 
appreciated by all parents. 

i ae No, don’t fear over-stocking, for TAY- 
oe LOR-TOT’S wonderful utility, plus ef- 
Le fective national advertising will pull 
e444 0 Christmas sales beyond your greatest ex- | 
tks pectatrons. Also remember that TAY- [fF 
: LOR-TOT is a year-round seller—that 
no sacrifices must be taken after the | 
i Holiday Season. : 
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Place your stock order now and insure 
#) prompt and complete delivery — direct. 
please, as TAYITLOR-TOT is not sold thru 
jobbers. 

* Prices F.O.B. Cincinnati 

ee ry yi yy + $40.00 per dozen 
“ TAYLOR-TOT Tongues ... $7.50 per dozen 
4 (Less 5% for orders of 6 dozen or more) 

e Advertised retail prices, $4.95 for TAYLOR-TOT 
: ($5.95 west of Denver), $1.00 additional for TAY- 
: LOR-TOT Tongue. 


The Frank F. Taylor Co. 


Norwood, Cincinnati, Ohio 
Bastern Sales Office Pacific Salea Office 
TAYLOR-TOT Eastern Sales The Metropolitan Furniture 
Company, Ince. Mfg. Company, 
23 E. 17th Street, 1017 Folsom St.. 
New Yerk, N. Y. San Francisco, Calif. 


Re Oar Ae e 





bo ar 





“(PATENTED APRIL 29, 1924 


a a ae ae 
: 
i 
& 








sm Phy ‘ 
es a i 
ée P ‘ A ae ee te sags ot 8. a . 
. apgihad qe - = ig ne Pat tty a ee *% . Pt ¥ 
: eee ' , “ eee F _¥ 
x “ 


oe ete ew oie " © : > VE, - 
a SL Pe ee Gas oN EE RR 

















26 


HARDWARE AGE November 12, 1925 














Sportsmen Are All-Year-Round Customers 


Every day in the year, thousands of men, women and 
children in the United States are buying and using 
sporting goods. 


Times have changed. The average healthy person has 
forsaken the hammock-and-book method of spending 
a lazy summer afternoon. He’s off to the tennis court 
with his racket, or to the lake with his bathing suit. 


A pair of skates has replaced the easy chair in front of 
the winter fire. 


Spring and Fall find American sportsmen outdoors 
whenever they can spare the time. 


And these thousands of sportsmen present an unprece- 
dented market for sporting goods. 


\ 


Get Them Into the Hardware Store Habit 


You have sold these sportsmen hardware. They will 
naturally buy their recreation supplies from you if you 
let them see you have what they want. 


Their trade is worth-while. There is no more enthusi- 
astic press agent than the owner of a new fly rod or the 
possessor of a new putter. | 


Sportsmen are good customers, and they buy all the year 
‘round. You can make steady, valuable sales of sport- 
ing goods every month in the year. 


Hardware Age, always keenly alive to the best interests 
of the hardware trade, will continue to bring you prac- 
tical ideas on displaying and selling sporting goods. It 
will carry to your store the advertising messages of the 
foremost sporting goods manufacturers. And it will tell 
you how other dealers are building sporting goods trade 
and making substantial profits all the year ‘round. 
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The “Hohner Boy” Dispiay Will 
Increase Your Christmas Sales 








O GIFT offered for sale at Christmas 
time is more universally popular 
among all classes of buyers than the har- 
monica. Its possibilities for fun, entertain- 
ment, popularity and musical education are 
known to young and old; and it is a poor 
home indeed that cannot boast of at least 
one harmonica on Christmas morning. 


There is a greater buying season ahead 
for Hohner Harmonicas. The big, national 
advertising Campaign is creating a tre- 
mendous demand for ‘“The World’s Best” 
harmonicas and wise dealers will see that 
their stocks are in readiness to be turned 
into quick profits. 


The new “Hohner Boy” Display on your i 
counter will increase your Christmas 
sales and stimulate business throughout iS 
the year. It is, without doubt, one of the 
most attractive dealer helps ever offered. is 
The life-size figure of the typical American 
boy, reproduced from an original oil i 
painting by eight-color lithographic pro- 
cess, is a powerful magnet that will draw i 
new customers to your store and induce I 


them to buy. 


This No. 425 Assortment consists of a 
permanent display card, 31 inches high 
by 15 inches wide, with a patented easel 
that may be adjusted instantly. Mounted 
on the card are twelve assorted genuine 
Hohner Harmonicas to retail at 50c each. 
The price of the assortment complete is 
$4.00 and your profit is 50 per cent. Order 
from your jobber today or write direct 


“Hohner Boy” Harmonica Assortment No. 425 _ for further details. 





M. Hohner, Inc., Dept. 66, 114 East 16th St., New York 


Canadian Address: Hough & Kohler, 468 King Street, W., Toronto 
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Colts are 3/4 sold 


before you start! 


SAY what you will, it’s a 
whole lot ‘easier to sell a 
known product. 


Colt history is a matter of 
common knowledge. Colt 
Revolvers and Automatic 
Pistols cover the fire arms 
field like a circus tent. 


Say ‘revolver’ to 100 people and 
seventy-five of them will think “Colt.” 
The other 25 per cent just don’t think. 
This fact has been proven by test. 


So, every Colt is 75 per cent sold before 
you open your mouth. 


Your 25 per cent of salesmanship con- 
sists of merely calling attention to Colt 
features—material, workmanship, ac- 
curacy, balance, power, absolute 
dependability —and SAFETY. 


This last item is the 
clinching argument. 


Nobody wants a fireF 
arm that’s not 100 per 
cent safe. 


Now, if you’re not thor- 
oughly familiar with 
these exclusive Colt fea- 
tures, let us send you 
literature describing 
them, so you can pass on the good news. 


That knowledge, coupled with Colt 
reputation, will make you a 100 per 
cent Colt salesman. 


And that’s what you want to be. 





COLT’S PATENT FIRE ARMS MFG. CO. 
HARTFORD, CONN. 


Phil. B. Bekeart Co. 


Pacific Coast Representative 
717 Market St. 
San Francisco, Calif. 
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THE ARM OF LAW AND ORDER 
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HE skate that wins is the skate they want. 
The skate that wins races makes its own sales. 


New 1926 model Chicago Rubber Tired Skates are 
extra strong. Speedy, smooth and silent, they make 
their owners the envy of the neighborhood. 


Our national advertising has created a demard. Take ad- 
vantage of it by ordering now from your jobber. Send us 
his name and if he can’t supply you we’ll see that he dves. 


CHICAGO ROLLER SKATE COMPANY 
4456 W. Lake Street CHICAGO 


ROLL $ 


OO 
ON RUBBER! “T— 
CNew CHode] Just Out . 





* 
Most Complete Americat 
Line in America 

Automobiles THE LINE BEAUTIFUL 

Velocipedes 


Coaster Wagons 
Express Wagons 


Pedal Bikes we . No. 900 
Y Parkceycle 
A New . 


American 
faea Com- 











Strength 
Power 
Speed 
Safety 


Ask Your 
Jobber 
or 


Write 





FOUR FACTOR TOLEDO, OHIO, U S.A 
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WINSLOW'S 
Skates 


Don’t offer excuses— 


offer Winslow’s 


There’s no excuse for not having 
Winslow’s to hand right over at first 
call. We can give you prompt service. 




























A New Outdoor Winter Sport 


With a pair strapped to the feet a child can walk, The Samuel Winslow Skate Mfg. Co. 
run, stroke or coast with ease. The broad sliding Worcester, Mass. 
surface relieves all ankle strain. New York Office, Sales and Stockroom, 34 Warren St. 
Can be Used on Sleet, Ice or Snow 
Constructed of heavy polished steel base with cor- wien te ne tow. Ph iT EL t re Ce. 
rugated bottom. Heavy straps and heel cuffs. 405 West Redwood St., 717 Market St., 
Parents are interested as they save shoe leather and Baltimore, Md. —____.__ San Francisco, Cal. 
the danger on thin ice. The b , k 
Made in three sizes accommodating from 4 year e best ice skates for 
old up. - hockey, fancy skating 
Retail Price in the U. S. $1.50 per pair % or general use. 
Ask your jobber’s salesman or write us for full Winsl 
_| information. moe 
If you do Auto Radiator repairing ask for our catalog of this line . : Roller 
3 =< Skat 
F. L. CURFMAN MEG. CO. x Faye 
_ MARYVILLE, MO. a $s purposes 
Jesk B 
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A Toy 
—— £y Vacuum 
Cleaner 
























Toledo Blue Streak vehicles are 
doing! New designs, unusual 
finishes, an alnost endiess variety of 
models plus high quality, fair prices and 
liberal profits have made— 














The Toledc 
* 
Line 
—the fastest selling of any line on the aA WO a 4 e 
market. Consists of the following: i 
Coaster Wagons Juvenile Autos 
(all-steel and wood) To%¢ Bikes 
Express Wagons * Toy Barrows 
Toy Wagons Hand Cars 
Velocipedes Doll Cabs 
(all kinds) : * 
Scooters Toy Auto Trucks 





Ask Your Jobber — 
—or our salesman to show™ 
you the line 
or send 
direct for 
catalog. 


Ty 
TUT 





Looks like a real one; picks up papers 
and dust; sounds like a big one; op- 
erates by friction and suction when 
pushed across the floor. Stands 28% 
in. high. Substantially made; beau- 
tifully finished; popular price. It’s 
the leader of “Sandy Andy” Toys 
and Games this year! 
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Get some for your Holiday trade. 
Write now for our Catalog No. 3 
and price list of our full line. 


Wolverine Supply & Mfg. Co. 
Factory at Pittsburgh, Pa. 


The Toledo Metal Whee! 
Company 
Toledo, Ohio 


Makers of Dependable Wheel 
Goods Since 1887. 


General Sales Offices: 
‘The Toy Center’’ 200 Sth Ave., N. Y. 
Room 406 Gramercy 3453 
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sales will break all records this Christmas 


—GET YOUR SHARE! 












ppist INCTLY different Playtoys that offer you quick sales and clean 
profits. No replacement worries. Scores of Christmas sales 
are waiting for live dealers. Get details at once, so there will be no 
disappointments. Write nearest office, or direct. DO IT TODAY! 


The GO-BOY CORPORATION, 602-N Caxton Bldg., Cleveland, Ohio 
New York Office: 7 East 17th Street 
DISTRICT REPRESENTATIVES 
COLUMBUS: H. H. Ashmead, 421 Clinton Bldg. KANSAS CITY, MO.: Reese € Penny, Orear 


Leslie Bldg. DENVER: G. E. Dalton Co., 173 Arapahoe St. SAN FRANCISCO: G. E. Dalton 
Co.. 180 New Mentgomery St. LOS ANGELES: A] iy Daiton Co., 747 Warehouse St. SEATTLE: 





T. D. McLean, L. C. Smith Bldg. SAN ANTON V. Millard, 239 W. Huisache Ave. NEW 
ORLEANS: A. I. Schnaider,209 N. Rochblave St. © oHicaco: R. J. Parvin, 1519 Sunnyside Ave. 
ST, LOUIS: L. C. Watling Co., 401 Granite Bldg. GO-BOY RACER 




















Durabl P Send for Sample SCOOT-A-WAY 
urabie ES QUICK SALES—REPEAT PROFITS 
Send no money, 


Young America’s | ms “Y sie tae Te ie 














it may be returned for full 
credit if you are not convinced 
that 7 is an a quick 


First Choice! NA \ 


2 nnans a beautiful 
herry red with ivory 

stripes. "‘Bndestonstibte. pene 
made of heavy sheet steel. Steel 
disk wheels with cold rolled steel 
axles Blectric welded. Heavy 


rubber tires. 

Big production on this specialty 
eustiee us to produce °. ——s 
value for low cost, thus insuring 
good profit for you. — on sight 
all year round with m 


ny reorders. 
Send us sample ender | for Sueur Job- 





= ' _ 
IT We're telling the story of KoKoMo Skates }} 





to youngsters all over the country through ) } . - ber—we guerantes satisfaction. 
the columns of leading juvenile publica- —\Y YY METALCRAFT ‘CORPORATION 
tions. And the children of America have — 4127-33 Forest Park Blvd., ST. LOUIS, MO. 








chosen KoKoMoS! 


There are plenty of reasons for this 
choice, too: Strong, truss-frame con- 




























struction, “‘rocking-chair’’ movement and In the National Advertis- 
new self-contained ball bearing wheels. . 
-KoKoMoS are distinguished by the RED ing of 
DISC around the hub. 
éé eS, 
Stock these leaders now and reap the Northland Skis 
U profits of quality. pl 
~ Write today for the KoKoMo Cata- we emphasize the winter sport 


wd a Paine Mang ae idea, and the healthful vigorous 
exercise enjoyed. 


KOKOMO STAMPED METAL CO. Progressive merchants know the 


KOKOMO, INDIANA value of stocking 
quality skis. 


oo ——— - 
I e: © O | NORTHLAND SKI MFG. CO. 
World’s Largest Ski Manufacturers 


22 MERRIAM PARK ST. PAUL, MINN. 
































The Line 


that sets Bells and Bell Toys . 


the Pace For 


HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical ,Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 





ee 
Che Pioneer Wine” 
| CHILDREN’ S VEHICLES 


They dominate the field --- lead the market --- set 
the pace --- in 
Automobiles, Velocipedes, pester 
Wagons, Scooters, Tot Bikes 
and other Wheeled Goods 


Backed by over half a century of manufacturing 
experience. Gendron Children’s Vehicles are up- 
to-the-minute in design, finish, workmanship and 
4 quality. Send for catalog. 


The Gendron Wheel Co. 
846 Superior St. Toledo, Ohio 
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The Human Side 


of a 
Great Business 


Publication 


Back of every great enterprise 
1s a human element contributed 
by those men whose experiences 
and personalities are reflected 
in that enterprise. 


This 1s the element that molds 
opinion, creates good will and 
makes or mars its success. i 
Hit 
i! 



































David J. Witherspoon 


Associate Editor 


VAVID WITHERSPOON is best 
known to readers of _ HARD- 
WARE .AGE as the genial 
creator of Cornelius Leadpenny, 

mi the hardware dealer who has his 
full share of business problems to solve, and 
also as the humorous but helpful cartoonist 
who teaches pleasantly many a wholesome 
lesson in hardware merchandising. 





His cartoons have been reprinted in many 
business papers and house organs. His 
Leadpenny stories have formed the text for 
many store meetings of dealers and their 
clerks. Both have been interesting, amus- 
ing and at the same time extremely instruc- 
tive in the elements of successful selling. 


In addition to his literary and artistic efforts, 
Mr. Witherspoon devotes his attention to 
the physical make-up of _, HARDWARE 
AGE. The arrangement and effective pres- 
entation of the market reports, news, edi- 


‘The Most Influential Hardware Paper’”’ 


torials, feature articles and merchandising 
stories rests in his capable hands. 


Mr. Witherspoon's work has added greatly 
to the attractiveness, interest and intrinsic 
value of the well-rounded service that has 
made HARDWARE AGE the weekly busi- 
ness guide and inspiration of its readers— 
the jobbers, jobbers’ salesmen, retailers and 
retail clerks of the hardware trade. 


Because the men who create HARDWARE 
AGE know what the hardware merchant 
needs to conduct his business successfully, 
and ably supply those needs in every phase 
and in‘full measure, HARDWARE AGE 
has become a necessity to every forward- 
looking hardware dealer. ; 


It, therefore, offers the manufacturer a di- 
rect, sure route to the attention of the live 
element of the hardware trade in every sec- 
tion of the country. 











HARDWARE AGE November 12, 1925 


_—_————enn ERS 






III 





= 

K 

a 

beg Ke 
bq x 
bed bd 
Mm Me 
MS 5 
K 5 
a 5a 
4 5 
. . 
5 m 
i Re 
bed bd 
: 
3 Machine’ ae ed 
i i 
e Stove Bolts a 
a S 
x Tire bolts z 
5 x 
Xx 
a 
x 5 
a 5 
M2 a 
mK 2 
x American Screw Co. XE 
S| PROVIDENCE . R1. = 
pyed 225 centniitids. cee. ILL. 5 
ee PSCUBSSeUP Sapa eb cab cab ech SeceocdcacecPcsceocdbaboecd apc 


























November 12, 1925 HARDWARE AGE 














This full page advertisement of 
the Handy Helper in Every 
Home appears in the Saturday 
_ Evening Post, December 5 



















A ten-inch STILLSON is a gift they will use 


( You'd find it handy yourself) 























































old idea that men are hard to buy Since we first began packing these 
esenes for. es oinery ning and several handy wrenches special gift boxes, 
mundredihs per cem nunsense. Every their Christmas sales have increased 
wood hardware noe motor-supply by the tens of thousands every year 
store, nowadays, 19 full af ifts “ih uo Hundreds of people, many of whom 
2 man will like the things be are women, have written us char the 
ever xets astound to et baer. tor household wpeong oe is the qnost use 
mised ful witt they ever re 
ine tools, for instance. Give a Ahem st all bardware and motor- 
mana STHLSONM sod the firse ching autes sores sell 10-inch $TI 
he wil! do wuh « is fad a beter way and the other sizes from 6 to 48 
of} es p the Christmas tree. in inches, as well, Check some of the 
onom she and his wite and the — folks off your list sow as Chriscrnas 
Ws Wi it a ah fa dee » jobs foe candidates for this inexpensive and 


«ch to cut is teeth on. most practical of grfts 
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“The Handy Helter in Every Home” 











WALWORTH MANUPACTI 











“Look for this Christmas carton on 
your dealer’s counter’—says this full 
page STILLSONS advertisement in 
the December 5th issue of the Satur- 
day Evening Post. 


Our special Christmas packing and 
three years of continuous national 
advertising have put the 10-inch 
STILLSON in a class by itself 
among the fine tools that the up-and- 
coming hardware dealer puts out on 
his Gifts of Utility counter. 


A new display card for your win- 


Christmas shopp ers find 
this carton on your counter ? 





s. Sales Unies aad Diseriboters is Principal Cancs of the World Plann a BOSTON, KEWANEE, 11, ATTALLA, ALA. 








dow trim comes packed in every car- 
ton of Christmas STILLSONS, with 
6 gift jackets to slip on to the indi- 
vidual wrench boxes. Throw these 
fixings away after Christmas, if 
you like, and put the rest of the 
STILLSONS back in your regular 


stock. 


This is about the last call for deal- 
ers who want to be sure of get- 
ting their full quota of Christmas 
STILLSONSin good time for the 


holiday season. 


WALWORTH COMPANY, Boston, Mass. 


Buffalo Chicago Cleveland Erie Glasgow Kewanee, III. London 


New York Philadelphia Portland 


Seattle San Francisco Youngstown 


Plants at Boston, Greensburg, Pa., Kewanee, Ill., and Attalla, Ala. 
Walworth International Co., New York, Foreign Representative 
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The saw handle that is wr 
—the DISSTONITE Handle 





“The Saw Most 
Carpenters Use”’ 


A radical improvement in 
hand saws is introduced in 
the new Disston D-18 Saw. 


A new handle—moulded 
out of a substance that gives 
many new advantages. It is 
called the Disstonite Handle. 

This handle is hard, tough 
and strong. It will not warp, 
crack or check, nor shrink 
and loosen on the blade. 

Excessive heat, cold or rain 
have no effect upon it. 

Tharich, glossy finish lasts 
as long as the saw. Water, oil 
or perspiration’ do not mar 
it. 


Its design gives a comfort 
grip that does not tire the 
user. 

The Disstonite Handle is 
assembled with a blade of 
Disston Steel to give that 
balance that gives swing and 
power to the arm. 

Never before could you get 
these advantages in a saw. 
Even the man who thinks he 
doesn’t need another will buy 
it when he ¢rips the Disston- 
ite Handle. 

You can sell the D-18 Saw 
by showing it. Order from 
your jobber. Consumer price 
$4.50 each. 


HENRY DISSTON & SONS, Inc. 
Makers of ‘‘The Saw Most or. Use’’ 
PHILADELPHIA, U. 


DISSTON 


SAWS TOOLS FILES KNIVES STEEL 
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Founded 1855 
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239 West 39th Street, New York City 
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Coming ! 


VERYBODY knows Charlie Beid- 

enkopf, but everybody doesn’t 
know that beginning next week 
Charlie is to tell in HARDWARE AGE 
some of the things he has found out 
about merchandising while traveling 
up and down and back and forth in 
these United States. His articles will 
give you some new pointers on mer- 
chandising, and every one of them will 
pack a wallop that should make ’em 
dern good reading as well. WATCH 
FOR THEM. 


oo other good things that 
HARDWARE AGE has in store for 
its readers is a series of articles 
wherein the merchandising methods 
of the chain store are discussed. This 
is a big subject, treated in a big, com- 
prehensive way. This series is now in 
the course of preparation and the date 
of publication is to be announced later. 


N connection with the series of 

articles on tools appearing twice 
monthly in HARDWARE AGE, and 
written by a man who knows tools as 
few men know then, it is pleasant for 
us to report that the reader response 
has been very favorable, far exceed- 
ing our most optimistic expectations. 
Remember there are 24 more of these 
articles—you cannot afford to miss a 
single one. 





What They Say About Us! 


“HLARDWARE AGB is worth twenty-five 
times the subscription price. Helps that 
I have obtained from it have made my 
company many times this amount.” 

(Signed) Geo. R. Shepherd, 
New York, N. Y. 


“We are ardent readers of HARDWARE 
AGB and watch with great interest the 
news and merchandising articles it con- 
tains.”’ 

(Signed) C Harrelson, 
San "‘Seuie Cal. 
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I" trading up a customer for build- 
ers hardware to McKinney fine 
line hinges, stating the slight differ- 
ence as somany dollars in the entire 
house rather than so many pennies 


per hinge makes the sale easier. 


McKINNEY MANUFACTURING CO. 
Pittsburgh Penna. 
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Trade Winds 


Shot Guns Are Luxuries 
The Business of Inventing 


Everybody Needs a Man- 
ager 


The Death Sentence to 
Prestige 


 h BEneler— 


. FARMER recently went into 








a hardware store to buy a 

shot gun. Going hunting? 
queried the merchant, “No,” re- 
plied the farmer. “Haven’t time 
to sport around very much. This 
is a business proposition. The 
hawks are cleaning me out of 
chickens, and every crow in the 
county is feeding off my farm.” 

And yet—that farmer was com- 
pelled to pay a 10 per cent excise 
tax on the gun and ammunition 
he purchased. To the Government, 
the farmer’s gun and ammunition 
represented luxury; to the farmer 
it represented necessity. 

When it is considered that the 
bulk of the shot guns, rifles, shells 
and cartridges produced in this 
country are distributed by small 
dealers in small towns, to the rural 
population—chiefly to farmers— 
the injustice of such a tax becomes 
very apparent. 

Wonder who it was that said 
Congress represents the farmers? 


E used to think that an in- 
\ \ ventor was a sort of super- 

man who reached out and 
pulled wonderful ideas out of thin 
air. Gradually, however, we are 
beginning to learn that an inven- 
tor is just an ordinary man who 
has trained himself to think, to 





concentrate, to experiment and to 
work. 

He doesn’t grab brilliant inven- 
tions out of thin air. Instead he 
finds a need, then bends all his 
energies to the filling of that need. 
We might almost say that inven- 
tions are made to order these days. 

It is even a fact that large man- 
ufacturing organizations keep a 
staff of inventors at work the year 
round. These men are told what 
to invent and slowly and pains- 
takingly they work out the prob- 
lem. These organizations keep a 
lap ahead of their competitors by 
— of systematic invention. 

omehow it seems to us that if a 
manufacturing concern can afford 
to carry a staff of high priced in- 
ventors on its payroll, in order to 
keep ahead of its competitors, a 
retail merchant can surely afford 
to put a little of his own time and 
thought on inventing new plans 
and systems for increasing his 
business. Nothing worth while was 
ever attained without effort. 


retail merchant with the chain 

store, Saunders Norvell brings 
out very forcefully one of the vital 
reasons for chain store growth. He 
says: “The trouble with the inde- 
pendent retailer is not that he does 
not buy low enough, but in the fact 
that an independent retailer, as 
his name implies, has no boss. 
Everybody needs a manager. When 
a man reaches a point in this world 
where he is entirely independent, 
look out.” 

Norvell is undoubtedly right in 
his contention. Everybody does 
need a manager. Business simply 
will not operate to the maximum of 
efficiency unless it is well man- 
aged. Likewise, no man will put 
his best into a business, even 
though it be his own business, un- 
less he is under efficient manage- 
ment. 

Does Mr. Norvell mean that 
every independent merchant should 
hire some one to boss him? I 
hardly think so. He says: “Every- 
body needs a manager,” but he does 
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ii comparing the independent 


not say that a man cannot be his 
own manager. 

Perhaps it is natural for a mer- 
chant to take the easiest way. We 
are all as lazy as we dare to be. 
He balks at checking up his store, 
checking his inventory, checking 
his cash, checking his sales, etc. He 
fears that life will soon be one 
blamed check after another. Mean- 
while the chain store man “checks 
and rechecks” because the manager 
so orders, and the chain _ store 
grows. 

There’s a_ shortage of mental 
discipline in trade circles. What 
the independent retailer really 
needs is more orders from himself 
to himself, coupled with enough 
respect for the fellow who gives 
those orders to insure their being 
carried out. 


--—_-'— ss +--+ + 


HARLES P. CATLIN hit the 
C nail squarely on the head 

when he said: “The state- 
ment I Will Order It For You, is 
the death sentence to prestige.” 

We are all alike. We want what 
we want when we want it. No mer- 
chants has yet invented an alibi, 
for being out of goods, that will 
ring true to the man who wants 
those goods. 

I have been a merchant myself. 
I have had experience on both sides 
of the retail fence, yet, despite all 
this, it riles me when I get that 
old, moth-eaten response: I Will 
Order It For You. Then when I 
politely murmur: “How soon can 
you get it?” I detest that frequent 
answer: Oh! in about ten days 
or two weeks. 

Is it any wonder that the farmer, 
who doesn’t realize the merchant’s 
side of the problem gets “all het 
up” when he has a similar experi- 
ence? Is it any wonder that he 
makes a bee-line for home and the 
mail order catalog? 

However, it is not the merchant 
who is occasionally out of goods 
that causes the trouble. Even the 
farmer will forgive an occasional 
lapse. It’s the retailer who is al- 
ways short of what we want that 
puts our temper on edge. 
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HERE are few lines handled in the average 

hardware store in which the personal element 

enters so strongly as in the sale of sporting 
goods. The retailer who knows his subjects thor- 
oughly, who is himself a sportsman and actively 
interested in the outdoor activities of his com- 
munity, has a very real advantage over the dealer 
whose only interest in a line is based on its profit 
making possibilities. 

This is strikingly illustrated in the success of 
the Charles H. Miller Hardware Co., of Flint, 
Mich., which’ has developed its sale of sporting 
goods to more than $11,000 a year through per- 
sonal contact. 

Mr. Charles H. Miller, president of the com- 
pany, urges hardware retailers to take an inter- 
est in local sports. He personally solicits all 
teams and leagues in his locality. He writes 
personal letters to individual sportsmen, and he 
reserves one window for sporting goods displays. 
Incidently, he is an authority on sports, and con- 
sequently he is able to discuss the various out- 
door activities intelligently with customers. 


Deal Organizes Gun Club 


O. F. Deal, head of the hardware firm in 
Canton, Ohio, that bears his name, is another 
real sportsman. Shooting and fishing are hob- 
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Merchandising 
Successes Along the 


Sportsway 


Wherein We Turn the Spotlight on Charles H. Miller 

Who Sells $11,000 Yearly in Sporting Goods and on 

Some Others Who Have Found the Personal Element 
Plus a Potent Means of Stimulating Sales 


bies with him. In the summer there is nothing 
which he would rather do than fish. In the fall 
and winter give him hunting and shooting. So 
it was no wonder that Mr. Deal and his former 
business partner, Frank Crawford, formed the 
Crawford & Deal Gun Club and supplied it with 
equipment purchased at the then Crawford & 
Deal Hardware Co. The firm erected the build- 
ing and has a long term lease on the property 
where the gun club members do their trap 
shooting. 

The club meets every Wednesday, and annual 
cups and other prizes are offered by the store. 

Mr. Deal tells us that his average gun stock 
will run from 300 to 500 guns, ranging in price 
from $20 to $150. He turns this stock at least 
twice a year and sells from one and one-half to 
two carloads of shells annually. Shooting being 
a real hobby with Mr. Deal, his knowledge of 
guns would ,be hard to equal. The hunters and 
shooters of Canton know his recommendation on 
firearms can’t be beat. All types of special guns 
are sold every year by this firm. 


The Personal Element Plus 


The Personal Element plus “Main Street Mer- 
chandising Methods,” have enabled the Arcade 
Hardware Co., of Highland Park, Mich., to sell 
approximately $10,000 a year in sporting goods. 
Charles Holme, head of the company, is a firm 
believer in advertising and adequate display, and 
his success may be attributed in no small part 
to the all-year-round employment of these potent 
sales builders. 


One of Chown’s Most Profitable Departments 


Nine years ago the Chown Hardware Co., 
147 Fourth Street, Portland, Ore., put in a $5,000 
stock of sporting goods. It was the first line in 
the store to be departmentalized. In 1924 the 
company’s business in this department was six 
times greater than it was in 1917, and it is today 
= of the most profitable departments in the 
store. 
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The firm encourages fishermen to display their 
catches in the store window, a practice that has 
naturally had the effect of stimulating a great 
deal of interest, not only among fishermen, but 
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about 3000 population, turned a $300 stock of 
fishing tackle three times last year, and there are 
only two lakes to go to—Lake Andes, 105 miles 
east and Marsh Lake, over in Nebraska, 125 


miles.south—both reached only by auto over dirt 
roads. 
This has been achieved by personal contact, 


with the general public as well. It has also en- 
couraged many youngsters and others to try their 
luck with the rod and reel. 

In connection with these displays the com- 
pany carries on a consistent and carefully 
planned advertising campaign featuring sport- 
ing goods, and directing attention to the displays 
in the store window of the latest catches, the 













The introduction of the figure in the sporting goods display of 
T. B. Rayl, Detroit, illustrated at the right, gives a touch of 
realism not otherwise obtainable 
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latest models of sporting goods, and also, fre- 
quently, to the special prices that are being of- 
fered. The company’s advertising is consistent 
throughout the year, and, of course, is not limited 
to sporting goods, but during the salmon season, 
the deer season, and whenever there is anything 
special happening or scheduled in the way of:a 
sporting event, the highlights of the advertising 
is about sporting goods. 

Sporting goods are also featured in the win- 
dow displays of the Chown Hardware Co. from 
February to December every year. 


Selling Tackle in a Fishless Territory 


One might imagine it a difficult task to sell 
fishing tackle in anything but a community 
where fish are plentiful. However, read this: 

Beaulieu & Ineck, of Winner, S. D., a town of 





The sales building window illustrated above was used with much 
success by the Hamilton Hardware Co., of Waterbury, Conn. 
The clever display, to the left, sold, sporting goods for W. J. 


Pettee & Co., Oklahoma City, Okla. 


coupled with adequate advertising and persistent 
window and interior displays. 


Turns $18,000 Stock Three*Times a Year 


With an $18,000 stock of sporting goods, the 
hardware firm of Chas. Brown & Sons, 871 Mar- 
ket Street, San Francisco, makes three turnovers 
a year. The reasons for this firm’s success may 
be briefly summarized as in the one _ word, 
“SERVICE.” 

If a man enters the Brown store for a tennis 
racket, he is pretty sure to get what he wants, 
and what is more, he listens to what he likes to 
hear, talk of the game, of the players and little 
anecdotes about famous players and their pet 
tricks and service. He buys what he wants and 
leaves the store with the impression that the men 
behind the sporting goods counter know tennis 
and tennis goods. He leaves with confidence that 
he has ‘a good article, because the men he had 
been talking with would not, he feels, sell inferior 
goods and know as much about the game as their 
talk indicated. 
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How many retailers know Charlie Beidenkopf ? 
Stand up and be counted. 


Umpteen thousand --just so. 
Well, beginning with the next issue of HaROWARE AGE, Charlie is 


going to tell some of the things he has found out about you mer- 
chants in the twenty years he has been traveling up and down, 
across and back these United States. In that time he has visited 
tens of thousands of retail stores. 

The hosts of merchants who have met Charlie Beidenkopf not 
only know him but know that he knows. 

Back of his twenty years traveling lie seventeen years of prac- 
tical and successful retail experience. 

He knows why merchants fail and why they succeed, and he is 
going to tell you through the HARDWARE AGE. 

He will hit straight from the shoulder. let the chips fall where 


they may. 
He will talk right out in meetin’, and his talk will be real hot 


stuff -- genuine tabasco. 
But it will be constructive talk, not just fault-finding or abuse. 
Here are some of the things he will write about. every one of 
them illustrated by actual experience: 


The right way to serve customers 
Why stock turnovers are slow 
How to introduce your merchandise to your 
customers 
How to become a boss instead of a clerk 
How to display goods 
The right and the wrong way to advertise 
You cannot afford to miss one of these articles. The series 
starts in the next issue of HaRDWARE AGE and will continue in every 


number thereafter until finished. 
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Let’s Talk Turkey! 


VER since the days when our Pilgrim forefathers braved the rigors of the first 
bleak New England winters, Thanksgiving has been a time of feasting and re- 
joicing. It is also your opportunity to realize a substantial profit on kitchen 

ware, china, silverware, table cutlery and on all those other items which go to make 
the Thanksgiving feast the national insititution which it has become. There are but a 
few short weeks between you and Thanksgiving, and now is the time to show the house- 
holders in your community, via attractive windows and interior displays, that your store 
is the place to fill all their Thanksgiving requirements. 

Make Thanksgiving pay its way. 


nee 
CESSOSSSSSSSSSSHSSSSSSHSSSSSSSSHSSSSSSSHSSSESSSSSSTSSHSSSSSSSSEHSSHSSOSSSSSESSSSHESSSSHSSESSSSSSSSSSSSSSSSESHMSSSSASSSSSHSSSSSSSSHSSHSSASSSSSSSSSSSESSHSSSHEHSSESSSESSSSSSESHEEHSSEESSEKEESESESSEEESeeeSeEeeeeeeseseeeees 








42 





Merchant to Blame for Slow 
Accounts 


Referring to the problem of collec- 
tion of accounts, we believe that the 
merchant has only himself to blame in 
most cases. He is usually afraid that 
his competitor will get business he 
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Andrew Jones Says: | 
$e E tell our friends | 
very plainly that | 
accounts are not desirable — 
that run over 30 days, and | 
that none are wanted that 


run 60 days or more.” 
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Credit Bureau Needed 


We find it our greatest problem to 
make collections within a reasonable 
time, and to avoid the disputes and ar- 
guments incident to making collections 
on old accounts. 

In many cases these disputes are 
groundless, and are made as an alibi 
for non-payment. 

It would seem to us that a good 
credit bureau properly’ supported, 
financially and morally, could do much 
to remedy this conditicn. 

Our credit bureau in Gary is only 














thinks that he himself is entitled to 
and is timid in refusing to open ac- 
counts, or to demand cash even when 
he feels sure the account will not be a 
good one. 

It has been our policy for several 
years to tell our friends who desire 
charge accounts very plainly that ac- 
counts are not desirable that run over 
thirty days and none are wanted that 
run sixty days or more. We are there- 
for able to separate the. cream from 
the milk and our losses from bad ac- 
counts are almost nil. 

We believe that selling hardware is 
a good deal like playing golf: Keep 
your eye on your own ball of business, 
shoot straight and you will improve 
your own game very much better than 
by watching the game of your com- 
petitors. 

(Signed) ANDREW R. JONES, 

Danbury Hardware Co., 
Danbury, Conn. 





Personal Collections Pay 


Do not believe that any one rule will 
apply to different localities in refer- 
ence to collecting outstanding § ac- 
counts; in fact, individuals have to be 
treated in different classes, some with 
“kid gloves,” others with “boxing 
gloves.”” We have been fairly success- 
ful by continually pounding outstand- 
ing accounts, but personal visits have 


their advantages over letters. The 
question will arise, “it costs more 
money for personal visits.” All right, 


but the money is in the till the first 
month instead of waiting five or six 
months by dragging through a lot of 
correspondence. 

Sorry we cannot give you more in- 
formation, but this is the rule we have 
pursued, and the Agard Hardware 
Company before us, which extends 
over a period of fifty-seven years. We 
have found no better method. 

(Signed) Gro. D. LYForRD, 
Lyford Hardware-Sporting Goods Co., 
Torrington, Conn. 








What Is Your Greatest 
Problem? 


N the conduct of your 

business, you have un- 
doubtedly confronted some 
problem that is _ particu- 
larly difficult of solution— 
and that may have caused 
you more concern than all 
the others put together. 

HArpDWARE AGE wants to 
know about it! 

Others have undoubted- 
ly been confronted with the 
same problem, and their 
experience may prove the 
solution of your difficulty. 

Let us hear from you! 

















about six (6) months old but has al- 
ready accomplished some good. 
(Signed) PEOPLE’S HARDWARE CoO., 
Gary, Ind. 





Tact Needed in Collecting 


The Samuel Hill Hardware Com- 
pany, Prescott, Ariz., was established 
in 1877. Wehave been constantly on the 
job ever since, making a sum total of 
forty-eight years good sound hardware 
experience. We have been through— 
successfully through, we think—all the 
periods of boom and depression since 
that time—cattle, mining, agricultural, 
political and war. We say successfully 
through, not because we actually be- 
lieve we have beaten the game in every 
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particular, but because we have learned 
something, sometimes a very sad lot, 
from each new fracas, and have finally 
emerged with our head above water 
and a firm determination not to make 
the same mistakes over again. 

You can’t buy anything for nothing! 
(Many a supposed new customer has 
proved that statement false for us. 
But that is what this article is about.) 
We sure as Sam Hill have paid 
dearly for our experience. If we only 
had a part of the money we’ve lost in 
bad credits, we could close up shop and 
go fishing for the balance of our lives; 
money we didn’t get for goods we 
bought and paid for out of the sweat 
of our brow, and by dint of hard labor 
and long hours. 

We’ve tried collection agencies, direct 
collection letters, stickers on statements, 
personal calls, etc., etc. And now, to re- 
vert again to our old friend, “What 
the Sam Hill is the solution?” Simply 
this, we think: First, have the courage 
Secord, study the 
people and the community until you 
feel you know their characteristics as 
you know yourself. Figure out the 
-system that suits them best and 
work it. 

We have found that the He West- 
erner of our part of Arizona shades 
Ivory soap a little. He is 99 76/100 
per cent HONEST. The other 24/100 
per cent is a compound of forgetful- 
ness, quick temper, and stubbornness. 
Tn other words they’re willing to pay, 
but forgetful at times; quick to resent 
if the matter is called to their atten- 
tion in the wrong way, and damned 
stubborn, almost impossible to collect 
from if you let them get the idea you 
question their integrity. The problem 
then becomes that of stimulating their 
recall in a simple fashion and let them 
take the action. 

We’ve abandoned agencies; we've 
abandoned letters; we’ve abandoned 
stickers; we’ve almost abandoned per- 
sonal calls. We have resorted to pencil 
notations on our monthly statements 
signed by one of the company officers 
whom the customer knows and is 
friendly wit: 
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Credit Bureau Needed 


‘ST would seem to us,” 
| says the People’s Hard- 
ware Co., “that a good 
Credit Bureau, properly 
supported, both financially 
and otherwise, could do 
much to remedy the collec- 
tions problem.” 
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Here’s the most successful of them 


all 
$16.55 


This account charged Aug. 29, 1925. 
GEO. S. HILL. 

If the account is past due, which it 
must be to receive this notation, it is 
probably all that is necessary. Con- 
science is a good whip as well as a 
good guide. 

Another: 

We have some bills coming due and 
must get in all the money possible. Can 
you help us? GEO. S. HILL. 

One of the greatest mistakes we 
have made is in leading the public to 
believe we are a rich firm and do not 
need the money. This has been un- 
consciously brought about by our put- 
ting up a bold front in times of dis- 
tress and depression, as well as during 
good times. This note helps to correct 
this impression with some of our old 
friends, and lets them see that their 
problems and ours are similar. 

There are others, but each locality 
would govern what they are. No offense 
can be taken from them. It puts us a 
little closer to our customers. It makes 
our problem their problem. And abeye 
all, TJ WORKS. 

How do others find it? 

(Signed) 

SAMUEL HILL HARDWARE CoO., 
Prescott, Ariz. 





Must Grant Credit Cautiously 


In our wholesale business we have 
the usual collection problems. A num- 
ber of customers are dependent upon 
fall crops, so that their customers can 
pay. Of course, a certain number can 
finance themselves without regard to 
payments of their customers. Some 
houses collect better than others—those 
who insist upon prompt settlement, 
whether or no, do get their money more 
readily than those who have estab- 
lished a reputation for being indulgent. 
Our impression, however, is that most 
of the hardware jobbers are inclined to 
be indulgent. 

In a retail business we think it de- 
pends largely upon how strict collec- 
tion rules are enforced. If the house 
establishes a reputation for being a 
prompt collector, bills will be paid to 

















Don’t Let ’em Think 
You’re Rich 


‘6 NE of the greatest mis- 
takes we’ve made is in 
leading the public to think 
we are a rich firm and do not 
need the money,” says the 
Samuel Hill Hardware Co. 


























that house, while others have to wait. 
In selling contractors there are fre- 
quent tie-ups which cannot be avoided, 
especially if the contractor is a man 
of limited means, and most of them 
are. There is no remedy, so far as we 
know, but of course a concern which 
selects its accounts carefully, refusing 
those of customers who pay slowly, and 
likewise insists upon compliance with 
its terms, will have fewer slow ac- 
counts than those who are less careful 
in the selection of their risks, and more 
indulgent in enforcing their terms. 
(Signed) J. NORMAN WILLS, 
Odell Hardware Co., 
Greensboro, N. C. 











Solving the Credit 
Problem 


E present on these 

pages some practical 
solutions of the credits and 
collections problem. These 
have been evoked by inquiry, 
What Is Your’ Greatest 
Problem? 


The question of prompt 
collections is a serious one, 
and in these letters, all writ- 
ten by practical hardware 
men who know what they are 
writing about, the retail mer- 
chant should find much prac- 
tical help in the solution of 
this difficult problem. | 

HARDWARE AGE warts | 
to hear from more of its | 
readers on this subject. What | 
is your system of securing | 
prompt payment? 

We will pay for all solu- 
tions published. 


























Charge Accounts Pay 


In regard to credits and collections 
will say that we are enthusiastic ad- 
vocates of doing business for credit and 
not for cash. We have always had 
from $15,000 to $30,000 on our books 
and in 46 years of credit business we 


COLLECTIONS PROBLEM 


find the loss has been about $100 a 
year. This, of course, is such a small 
per cent of the sales that it is almost 
impossible to figure. 

The principal thing a person loses is 
credit for the interest on the money, 
provided the person asking for credit 
is worthy of it. Our idea of the time 











Keep After ’em, Says 
Churchill 


OST accounts are good 

at the time they are 
made but become bad because 
the firm is afraid to keep 
pushing. One can sell 334 
per cent more goods by 
credit than by cash. 




















to collect bad accounts is before they 
are made. Most accounts are good at 
the time they are made and are lost 
because the firm is afraid to push them. 
We treat them all alike and expect our 
pay promptly and do not care to trust 
a man who does not pay promptly. We 
believe that a firm educates the custom- 
ers to their way of thinking and when 
they find out you are easy with your 
credit they will ride you to death. If 
one gets the reputation of extending 
credit to only those that are good and 
make people pay promptly when they 
do extend credit the customers will soon 
find it out or quit trading with you, 
either*of which accomplishes the end 
sought for. ; 

One can sell at least 33's per cent 
more goods by selling for credit than 
they can by cash and the additional 
profit will more than offset the loss of 
the interest and the slight loss on bad 
accounts. Furthermore it is much 
easier to hold a person’s trade that has 
an account with you than the trade of 
a cash customer. The cash customer 
expects to pay cash and will drop in 
anywhere he wishes and pay cash but 
a credit customer will go to the store 
where he has an account, so his trade 
is much easier held. Furthermore, a 
credit customer can be sold in less time 
than a cash customer, as it is so much 
easier to say “Charge it” than to take 
real money and pay for it. 

This may not be of any benefit to 
anyone else but it is the way we run 
our credit business and we make a 
great deal of inquiry in regard to a 
customer before trusting him and do 
not take chances. People must fur- 
nish references. 


(Signed) G. B. CHURCHILL, 
Churchill Hardware Co., 
Galesburg, III. 














which taken at its flood leads on to for- 

tune’”’—and there is a tide in the social af- 
fairs of women which if you take advantage of 
will lead you to increased fortune. It is Thanks- 
giving tide, closely followed by Yuletide. There 
is a desire deep in the heart of every housewife 
which offers hardware merchants the country 


7 HERE is a tide in the affairs of men 


It is her desire to have her Thanksgiving dining 
table appointment assure the approbation of the 
most critical and awaken admiring approval by 
its complete correctness. 

Whether you enjoy a feast of sales or suffer 
from a lost business famine during the Thanks- 
giving period depends largely on your own ef- 
forts. Intrigue the interest and entice the custom 
of the women folk for the merchandise you have in 
stock that is particularly appropriate for Thanks- 
giving table service. Then, a host of hostesses will 
throng your store. 

Never before has the lady of the home devoted 
so much time, attention and study to her dining 
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over a splendid opportunity for increased sales. ' 
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Thanksgiving Feast or Famine 


By Charles P. Catlin 


table service. Never before has she made so much 
of a point of table appointment, considered it so 
important a part of being truly hospitable. 

She thinks and dreams in terms of correct ser- 
vice. No wonder! It is the foremost essential in 
helping to make her Thanksgiving dinner a real 
social success. That it be right is an indispen- 
sable part of the proper observance of the social 
rite. The Thanksgiving feastivities are twice as 
delightful to her if the sparkling smartness and 
scintillating trimness of her table service are 
such as to grace the most exclusive function and 
win the favor of the most fastidious. It is as 
important a part of the Thanksgiving dinner as 
the turkey itself. 

The announcement, “Dinner is served,” on 
Thanksgiving Day sounds her zero hour, the hour 
of her social attack, the zenith of her entertaining. 
It affords the chief opportunity of the year to 
make a resplendent display of her treasured pieces 
of linen, china, glassware, silverware, the care- 
fully selected serving dishes and the other posses- 
sions in which she takes such pride. 
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She feels it a pressing need to impress her 
friends and her own and hubby’s family who at- 
tend the gathering and to observe every conven- 
tion of nicety at this annual convention. The 
successful accomplishment of this desire fills her 
heart with thrills of happiness. It helps im- 
mensely to make Thanksgiving Day a gala-day 
for the “gals.” 

Cooperate with the housewife and the house- 
wife will cooperate with you. Help her keep up 
with the neighbors and she will help you with the 
upkeep of your store. Give pleasing service to 
the woman who wants table service. Make her 
aware you carry tableware. It will enable you 
to keep your cash register making a merry din 
from dinner appointment sales. 

The merchandising time-table indicates a 
timely, table service window display, a display 
of silverware, carving sets, electric serving pieces, 
casseroles, table aluminumware and nickel plated 
ware. Invite her patronage in this way—and you 
will get it. Here is a list of items that will prove 
a feast to her eyes and loosen the strings of her 
family purse—which will feed a feast of profits 
to your cash register and prevent a sales famine: 


Knives and Forks Electric Toasters 
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her costume they are a sign of her sense of style 
and feed her social ambition. Let her know that 
you carry table appointment that is fit to a T for 
any tea or other social function. Say it with 
a window display—and she will answer with pur- 
chases. 

This window display will serve a double sales- 
stimulating purpose. It will help you to sell cor- 
rect service pieces for the Thanksgiving dining 
table and also as gifts for the holiday and 
Christmas. 

The women folk are a big factor in gift-buying 
— many of them do their Christmas shopping 
early. 

Window signs are always effective. Here are a 
few suggestions for placards to use in connection 
with this display: 








Tea, Table, Dessert Spoons 
Round Bowl! Soup Spoons 
Bouillon Spoons 

After Dinner Coffee Spoons 
Ice Cream Spoons 
Individual Salad Spoons 
Individual Butter Spreaders 
Salad Dressing Ladles 
Gravy Ladles 

Oyster Forks | 

Cake Serving Forks 


Electric Grills 
Electric Percolators 
Electric Tea Pots 
Electric Urn Sets 
Carving Sets 
Game Carvers 
Casseroles 
Custard Cups 
Baking Dishes 
Trays 

Vacuum Carafes 





Salts and Peppers 
Bread Trays 
Crumb Trays 

Nut Crackers 
Nut Picks 

Nut Bowls 


Jelly Servers 

Pie Servers 

Sugar Tongs 

Pastry Servers 
Olive Spoons 

Cold Meat Forks 
Electric Waffle Irons 


Realize that such items are more than articles 
of use. They are articles of decoration which may 
be as inspiring as the functions at which they 
grace the board. They dress the table and are 
as important to Milady as her dress itself, for like 


Essentials for | The Most Highly 
Correct Appreciated Gifts 
Thanksgiving Are 
Table Appointment | Gifts of Utility 
































Stop and Shop 
While Our Stocks 
| Are Still Complete! 


L an 


Do Your 
Christmas Shopping 
Early! 




















Take full advantage of this sales opportunity. 
Send out invitations to the. housewives in your 
community, inviting them to come and see the 
choice selections of the Thanksgiving tableware 
you have on display. Call their attention to the 
desirability of doing their Christmas shopping, 
too, while your stocks are complete. Thus, you 
will avoid a sales famine, and turn dull days into 
a feast of profits. 





Next week—My merchandising article will 
“talk turkey” on “COOKING THE TURKEY” 
and the merchandise required by the housewife 
to accomplish the task successfully. 








He Said They Didn’t Play Barnyard Golf—But— 


I entered a hardware store and asked for horse- 
shoes for use in playing barnyard golf. ‘‘We don’t 
have them,” said the young salesman. “Do you 
think any other dealer in town has them?” I 
asked. “No, they don’t play the game around 
here,” was the reply. 

There was that about the young man’s manner 
that led me to feel that he did not know as much 
about the stocks of other stores as he pretended 
to know. I tried another store, almost across the 
street. They had them, but they wanted two dol- 
lars a shoe! Eight dollars for the set. That was so 


exorbitant a figure for shoes with nothing unusual 
about them that I showed some surprise. But this 
was another young salesman of the cocksure type 
and I couldn’t interest him in the fact that $2.50 
a pair is all any manufacturer asks in the adver- 
tisements in the official horshoe pitcher’s paper, 
and that the mail order houses sell them for $1.45 
a pair and many hardware stores for $2 a pair. 
I did not buy then, but later I went back to that 
store and bought of the proprietor, who heard my 
objections, looked up the invoice and found that 
the shoes had been marked wrong. The salesman 
might have found that out. —Observer. 
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Maintaining a Leadership 


66 ACH step forward we take in our mer- 
chandising merely sets up a_ pinnacle 
from which we can look forward to new 

heights.” 

This philosophy of merchandising, says W. W. 
True, for 42 years a retail hardware merchant, 
was put into words for him by Andrew Carnegie, 
when he read in Mr. Carnegie’s experiences how 
each time they built a new steel mill, they thought 
they were set. But they quickly found that 
newer and greater facilities were needed. 

Wherever or however Mr. True’s wording of 
his philosophy came into being, there is plenty 
of evidence that he has acted upon this idea from 
the day he opened his tinware store in Newport, 
Vt., where he is still located and the active 
head of True & Blanchard, Inc. 

In referring to the photograph of his store 
taken in 1887, in which the sign at the door 
announces that Mr. True was a dealer in stoves 
and tinware, he sajd: , 

“In those days I supplied my customers with 
80 per cent of the articles for the kitchen and 
laundry. I have tried to maintain this percent- 
age of the total of kitchen and laundry wants. 
As the family has extended its activities more 
and more beyond the necessities of those days in 
the early eighties when I started in business, I 
have tried to keep up in a merchandising way.” 

Restricting, for the moment, the comment to 
the kitchen phase one can see what the develop- 
ment of the 42 years has been. 


The tinware for cooking, the preserving cans, 
the iron pots, the wooden tubs and washboards, 
have passed through many changes and today in 
the True & Blanchard store one finds glass, alum- 
inum, graniteware for cooking and electric wash- 
ing machines, electric irons and ironers, electric 
refrigerators and similar devices that vastly 
extend the amount of stock carried and make a 
proportionate increase in sales and profits. 

While Mr. True has been and is the active head 
of the firm, he has not prided himself on playing 
a lone hand. Always he has had an associate who 
has been active in the management. The busi- 
ness was started in 1884 with $200 stock of stoves 
and tinshop supplies and the expansion began in 
1886 when E. C. Blanchard became a member of 
the firm. The present building was erected in 
1889 and since then much warehouse space has 
been added. Mr. Blanchard retired in 1896, at 
which time John R. Akin took an interest which 
continued until his death in 1921. The company 
was then incorporated and Mr. True became 
president, Carroll Huntington vice-president and 
Charles G. Taylor treasurer. Mr. Taylor takes a 
very active part in the management. 

“We have, of course, made many mistakes in 
searching for the path that leads forward and 
upward,” said Mr. True, in talking over the 42 
years. 

“On this matter of time payments we made 
a serious mistake. First, when we sold an article 
on the partial payment plan, we divided the 
price into so many installments and then we 
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and do a washing for them. He does not try to 
sell the machine by these calls, he merely asks 
an opportunity to demonstrate the machine in 
actual work in the home. He explains that a dem- 
onstration does not place them under any obli- 
gation. The records show that we sell immedi- 


added interest to each deferred payment or to 
the total at the end. We lost much in that way, 
for people object to paying interest among 
friends. 

“There was discontent and we had to drop 
many interest payments. Then we learned the 
other plan, whereby we give to the purchasers a 
cash price and if they must buy on time, we tell 
them that it will cost them so much down and 
so much a month for so many months, and that 
payments cover all costs and that the total is the . 
price of the machine. 

“As to the sale of washing machines, for in- 
stance. We sell washing machines because they 


Te 


W. W. True, active head of the company 
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The interior of the 


store, showing effec- 
tive display fixtures, 
Ga. is. 7 4 is illustrated in these 
views 











Charles G. Taylor, an active member of the firm, has been 
associated with Mr. True for several years 


are the successor of the tubs and the washboards 
that we sold years ago. 


Sales Methods 


“Our method is like this. We send a man out 
to ask people to let him come into their homes 


ately three out of five homes where we make the 
demonstration and the other demonstrations are 
by no means wasted. 

“This often turns out just as it did in a very 
recent case. The machine was demonstrated in 
the home of a worthy, hardworking woman with 
a large family. She needed the machine and we 
wanted her to have it, so we made an extra effort 
to sell her on general principles, without asking 
her to buy. 

“Eventually it came about that she wanted to 
buy the machine and then the situation became 
that she was asking our permission to buy on 
weekly terms. So we were able to impress upon 
her that as her income was weekly, we would 
expect weekly payments—that we must have the 
money that she was able to save by avoiding the 
employment of extra help in the work for her 
large household. She agreed, and we told her 
frankly: ‘If you fail in any way to keep up these 
payments, you may expect us to talk sharply to 
you and to make definite efforts to collect.’ She 
agreed and we went into a deal that is not, from 
a financial standpoint, a good credit risk. How- 
ever, we have a perfect understanding and we 
feel that we are doing this woman a great favor, 
as the machine will last much longer than the 
period of her payments and will become a very 
profitable article of family equipment.”’ 
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Like many another merchant, Mr. True learned 
much during the war period; also he added to 
his mercantile philosophy. At the beginning of 
the war, Mr. True was selling talking machines 
and, like all other merchants in that line, he suf- 
fered when restrictions were placed upon the 
manufacture. 

“It was on a visit to Montreal that I learned 
my lesson,” said Mr. True. “In fact, most of my 
discoveries are made in observing merchandising 
practices in other cities. All store windows in 
all cities, large and small, are interesting to me, 
and usually they carry a lesson with them. I 
do not see how any merchant can keep abreast 
of the times or his own business and not travel. 
We are all inclined to stay at home too much and 
live in our own little world. 

“We were operating under the impression that 
we could not sell a talking machine for more than 
$50, and that we must have a mahogany finish. 
We were letting our stock run down and our sales 
suffer, because we could not get exactly the type 
of machines that we thought we must have. 

“In a district in Montreal that was not notable 
for wealthy shoppers, I saw a window filled with 
machines that were priced to the top of the list 
and they were of all finishes. I asked who bought 
them and they told me that everyone bought them. 

“I told the boys at home to order talking ma- 
chines, not to bother with price, finish or type, 
but to get talking machines of the trade mark 
we were selling. The machines came and we 
exhibited them and we sold them. The prices, 
much to our amazement, ran up to $200 or more 
and the people paid it. They wanted talking ma- 
chines and they wanted them at that time. 

“The especial lesson from this incident was 
that ‘What people want they will buy and pay 
for, almost regardless of price.’ We have since 
applied that lesson to our sporting goods depart- 
ment; we applied it to radio when we added that 
line and we apply it to electrical appliances and 
to all goods which have appearance, luxury or 
amusement to urge the buyer to want them.” 


On Competition 


It was mentioned to Mr. True that in talking 
with other business men of the community they 
had said he should “do a good business because 
he had so little competition.” This brought out 
another bit of philosophy. It was like this: 

“My observation has been,” said Mr. True, 
“that where the merchant fulfilled his trust to his 
community in keeping up with his line, in putting 
on display the newer developments in his line and 
by keeping in stock the quality and quantity to 
serve the needs of his community, that he does 
not have much competition. 

“T have observed that in Buffalo, for instance, 
where hardware stores have developed to serve 
the modern needs of the people, just as they 
served the narrower needs of several generations 
ago, that the specialty store does not jump up 
just around the corner. 

“Hardware stores in Buffalo have become de- 
partmentized stores, with floor upon floor pre- 
senting the wider range of goods that some years 
ago were stocked in a comparatively small space. 

“In Boston the development has been different. 
The stores have developed, but the idea of what 
should be sold in a hardware store seems to have 
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been restricted to keep the stores within a given 
space and the lines that the hardware stores have 
dropped are the lines that are sold by the spe- 
cialty stores that have opened near these hard- 
ware stores. 

Selling Sporting Good#» 


“As I view the stocks we carry today, they are 
merely expansions of the lines we handled years 
ago. Once a shotgun of average weight and an 
effective shooting rifle were about all that was nec- 
essary to have at call of the buyers in a farming 
district. 

“Today guns to meet the needs of a community 
like this must run from the low priced to more 
than $100 retail price, because the people want 
them and will buy them some place. It is 
probably true that we have little competition for 
many miles around here in the gun trade, but 
that is because we offer a range of prices and 
kinds, and our guns are always well cared for. 
Regardless of the manufacturer, we stand by 
every gun that we sell, because we always mer- 
chandise on the principle that the people are buy- 
ing from us, not a factory in some distant city 
or State. 

“The same is true with hunting supplies, golf 
supplies or other goods. We do not mean to say 
that we do not appreciate that the manufacturer 
can help us sell goods, for he can and we fully 
appreciate the manufacturer’s reputation, but we 
believe that our name means much in this com- 
munity.” 

Mr. True has applied this philosophy from his 
long mercantile and observation experience in the 
physical aspect of his store, for, in his opinion, 
the display of merchandise in the small town is 
as important as in the larger city. 

As the True & Blanchard store grew, it devel- 
oped in an orderly manner, with the displays 
departmentized and everything in order. Then 
there came a day when Mr. True, in his travels, 
was impressed with the paneled display system. 
So the change in his store was ordered and car- 
ried out. (The change is noted in the photo- 
graphs.) This change, as with others that have 
been made in keeping pace with the leaders in 
the business, has been worth while. The argu- 
ments in favor of this display system are too 
well known for repeating, but just as a sugges- 
tion, think how much easier it is to make accur- 
ate observation of stock with one article in a 
container, than when several articles were kept 
in one drawer. 

Another radical move for a city of this size is 
the basement show windows. When Main Street 
was graded and paved, the sidewalk level was 
fixed at the top of the basement line. This base- 
ment had ceased to be a store room, but was a 
display room for china, toys and other household 
articles that are chiefly of feminine selection 
when purchased. A special entrance was made 
at the side of building, so a woman could enter 
this basement store without entering the big 
store room above. 


Getting the Women’s Trade 


Then came the problem of attracting the 
women into this store. The first step was to cut 





(Continued on page 85) 
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ITH the Thanksgiving 
celebration looming prom- 
inently on the horizon, now is 
the time to feature dinnerware. 
Dan E. Billman of Minneapolis 










Let Thanksgiving 
Help You Nell 


Dinnerware 


OW as the merchandising tendency devel- 
ops toward more diversified lines the 
average retailer is constantly searching for 

items which necessitate only a minimum invest- 
ment and which will turn rapidly enough to in- 
sure a reasonable profit. According to Dan E. 
Billman, hardware merchant in Minneapolis, 
dinner-ware is a line that can be handled very 
profitably in connection with the kitchen-ware 
department and the fact that Billman has been 
successful gives weight to his opinions. 

Billman’s stock of dinner-ware consists solely 
of “open-stock” patterns and will inventory on 
the average about $500 worth. It is housed on 
two low tables or cabinets which measure about 
4 by 8 feet each and which are located directly 
in front of the kitchen-ware shelving. Samples of 
the various items and patterns are carried on 





has found that china ware is a 
very profitable line and one that 
will frequently sell itself. In 
the words of Mr. Billman it is 
an excellent “pick-up” line. 








top of the tables while the surplus stock is carried 
below where it is protected by sliding doors along 
either side. This stock, with no special pushing, 
turns approximately three and a half times a 
year, practically all sales being in the nature of 
“pick-ups” to women who come into the store 
primarily for kitchen-ware. 

Incidentally the shelving containing the kitchen- 
ware is arranged in low booths along the side 
wall. Five booths, each about 5 feet wide and 4 
deep, are divided off with wallboard partitions 
with shallow shelves on the three sides. Only 
one line each of aluminum ware, white enamel- 
ware and grey ware is carried which, together 
with the glass-ware and a small line of fancy 
gift goods, forms one of the most profitable de- 
partments in the store. 








“Dempsey ’ll get his when he goes up against Wills.” 
“Fat chance! They’ll never fight. Dempsey isn’t going to fight anybody.” 


“He’s got to fight whether he wants to or not. 


“T’ll just bet you—” 
Street corner jaw-hash? 
to the best advantage. 


Nope. 


And besides, he needs the money.” 


Just two hardware salesmen putting in time between customers 
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ORE and more hardware 
merchants througffout the 
country are coming to realize that 
proper display is an extremely im- 
portant part of modern day mer- 
chandising. In this article we tell 
you of the difference the installa- 
tion of proper display fixtures made 
in the business of Weitzer Bros. of 
West Allis, Wis. 











Compelling Displays Feature of 
Weitzer’s New Store 


FEW years ago a common definition which 
A would fit most hardware stores was “a 

place where hardware can be _ bought.” 
However, competition and the demands of the 
customers have changed conditions until the 
really successful store is “a place where hardware 
is sold.” In other words, it has become neces- 
sary to actively SELL the merchandise rather 
than to simply wait for someone to come in and 
BUY it. 

As a result hardware dealers everywhere are 
awakening to the fact that the first step in selling 
their goods is to attract potential customers into 
their stores and that this cannot be done unless 
the stores themselves are attractive. Modernly 


equipped hardware stores with attractive display 
windows and merchandise displays are rapidly 
replacing the old narrow and dark stores where 
hardware was piled in bewildering confusion, 
wherever a spot could be found. Perhaps the 
transformation from the old to the new cannot 
be better illustrated than in the case of the old 
and new stores of Weitzer Brothers, of West 
Allis, Wis., a small town near Milwaukee. 
For a good many years the firm conducted a 
store in the lower half of a converted residence, 
the upper floor’of which was still used for living 
quarters. While every effort was made to make 
the store as presentable as possible with the addi- 
tion of some modern wall fixtures, with the handi- 
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BRONZE 


e Key to Greater Screen Sales 


You are judged by the quality of products you sell. The 
success of your business depends on your reputation for 
reliable goods. 

That is why “Hanover Golden Rod Bronze’”’ is the most profit- 
able Wire Screen for you to stock. It is permanent and gives 
dependable service, withstanding the ravages of time year in 
and year out. , 

Rain, snow, hail, gases, salt air, heat, cold—these destructive 
elements cannot harm “Golden Rod Bronze,” the lifetime 
screen. 

Leading dealers from coast to coast are recommending ‘‘Golden 
Rod Bronze” because it pays. It is a product of high stand- 
ing that no hardware store can afford to be without. It will 
earn extra profits for you. Get the facts now! 

We also manufacture “Apex Electroplated Galvanized’? and 
“Vulcan Black Painted’’ wire screen cloth. 


Ask Your Jobber for Catalog and Prices or. Write U's. 
Manager of Sales 
JOHN M. HART COMPANY 
Old Colony Building, Chicago, Illinois 
HANOVER WIRE CLOTH CO. 


Manufacturers Hanover, Pa. 
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How Sharp Retains Local Trade 


Mr. Llew Soule, Editor, 

HARDWARE AGE, 

New York City. 
Dear Mr. Soule: 

I have read your articles on the Glorified 
Peddler with much interest, and hope to see more 
of them. There is no question but what it is time 
to take hold and buck the game in an organized 
way. They keep us from a lot of profits. 

You might be interested to know that in my 
own case I have always felt that the time would 
come when manufacturers, jobbers, retailers and 
trade papers would join forces in a real battle 
against the door to door scavengers. 

Recently a well-known brush manufacturer put 
out a line to compete with the Fuller line. They 
sell it only through the stores. They are back- 
ing it up with a lot of good national advertising 
which certainly helps. I took the line on and have 
had some mighty fine success with it so far. I 
have the display rack set up in a good place in 
front of my store, and find that I get most of my 
sales from the women coming in and seeing the 
line. They usually show surprise that I have a 
line equal in quality to Fuller’s. This sold me on 
the value of displaying the line. I put in a window 
trim exclusively of these brushes every once in 
a while, using the trim the manufacturer sup- 
plies. I also send out little booklets imprinted 


Selling Brush Display of L. J. Sharp 


with my name and describing the line which the 
manufacturer supplies. I have missed a lot of 
sales on brushes of this type from women who 
have just recently bought Fuller brushes—not 
knowing I had as good brushes for less money. 
When these Fuller brushes wear out they come 
back to me, so I count on increasing my sales. 

I think that the manufacturer who makes this 
line has the right idea. They have played up 
quality in their advertising and in the merchan- 
dise. I used to handle odd brushes of this type, 
but I couldn’t sell them because they evidently 
weren’t as good as Fuller’s. 

If all retail dealers would tie up with cam- 
paigns such as this manufacturer is putting over 
they would soon find a lot of extra sales coming 
in which peddlers used to get. Many of my cus- 
tomers tell me they don’t like to buy from ped- 
dlers and only do it when they can’t get the same 
merchandise at the store. It looks to me as 
though it is up to us retailers to display our mer- 
chandise in a clean way and show we have equal 
quality for less money. I also think all manu- 
facturers wishing lines to sell through the store, 
similar to ones the peddlers carry, should back 
us up as this brush outfit is doing and give us ad- 
vertising and dealer helps. 

(Signed) L. J. SHARP, 

Dallas, Tex. 
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No garage better than its doorway 


(1139) 








“Quality leaves 
ats imprint” 


All the way 
through 


Slidetite visualizes for you 
all the Richards-Wilcox line. 
By the same high, approved 
standards barn, house, fire 
and elevator doors are hung 
—safe, durable, trouble- 
free. Write our Engineering 
Department, or get in touch 
with one of our branches lo- 
cated in cities listed below. 
Close, intelligent coopera- 
tion without obligation. 
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There should be no posts or obstructions. The 
doors should open and close easily, smoothly, 
instantly. When closed the garage should be 
snug as a tight-fitting glove—weather proof. 
Anything less than this need not today be 


tolerated. 


Garage Door Hardware 


is the ultimate in doorway service. Doors so 
equipped slide inside and fold flat against the 
wall, out of the way. To close or open them 1s 
practically effortless. No hesitation, no hitch. 
Most practical for 2 to 10 doors in openings 
up to 30 feet wide. S/:detite is ultra-modern, 
beyond anything ever before achieved in 
garage doorway equipment. 





Chicago Minneapolis 
Montreal - 


Kansas City 
RICHARDS-WILCOX CANADIAN CO.,, LTD., LONDON, ONT, 


AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 


Omaha ___ Seattle Detroit 
- Winnipeg 


Los Angeles San Francisco 
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71TH Christmas but a few 
weeks off, the little folks 
are not the only ones who 
are thinking of toys, and just at 
present a very large number of 
hardware men are gravely and 
earnestly inspecting jumping- 
jacks, mechanical trains, and all 
the other latest offerings of Toy- 
land. That toys have proved 
themselves an extremely effective 
means of building’ profits, not 
only during the Christmas sea- 
son, but throughout the entire 
year, is demonstrated by the fol- 
lowing excerpts from merchan- 
dising stories appearing in 
HARDWARE AGE. 


Sells $2,000 in Toys at Christmas 


“All hardware dealers should 
carry toys and dolls at Christmas 
time, even though they may not 
handle playthings throughout the 
entire year, says C. Bennett, Ben- 
nett-Brown Hardware Co., Alli- 
ance, Ohio. Mr. Bennett and his 
partner, C. Brown, sold $2,000 
worth of toys last Christmas 
during the month of December. 
Throughout the remainder of the 
year the firm sold about $500 
worth of scooters and small toy 
items. For three years this Ohio 
store has handled Christmas toys, 
and Bennett has found that a toy 
department during the holidays 
not only is profitable in itself, but 
doubles his general December 
sales.” 


Turns Toy Stock Four Times 


“The Hardware 


Amsterdam 


Co., Amsterdam, N. Y., carries 
a $700 stock of toys, turns it four 
times and 


has an annual sales 
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Put Santa Claus on 
Your Sales Force 


volume of about $5,000. At holi- 
day extra stock is carried. W. G. 
Carlisle, proprietor, is so sold on 
toys with his hardware _ stock 
that he says he would have a 
much larger all-year toy depart- 
ment if he but had more floor 
space. His toy section is on the 
second floor. It is a common 
sight to see children force adults 
to the second floor toy section.” 


Wolf’s All-Year Toyland 


“The Wolf Hardware Co., 
Mount Clemens, Mich., has found 
that it pays to maintain an all- 
year-around toy department. 
Sales in playthings reached an 
annual volume of $8,000 in 1923. 
During the Christmas season of 
six weeks sales were $5,000; the 
remaining $3,000 was sold dur- 
ing the other seasons. The all- 
year toy department which has 
been conducted this year is much 
larger than the 1923 section and 
we are sure Mr. Wolf will in- 
crease his annual volume by a 
considerable margin. It is very 
gratifying to these men to note 
that the all-year department paid 
its way and practically doubled 
the holiday toy trade. 

“This result was to be ex- 
pected, Mr. Meier says, bécause 
when holiday time came there 
was no speculation as to the near- 
est toy department. All of Mount 
Clemens knew that toyland was 
in the basement of the Wolf 
Hardware Co. They had been 
buying dolls for little girls’ birth- 
day parties, games and books and 
mechanical sets for little boys, 
and toys were bought in bad 
weather for the kiddies shut in 
through sickness.” 


Selling Children—A Distinct Problem 


“The Bracy Brothers Hard- 
ware Co., Little Rock, Ark., con- 
siders toys as anything sold to 
the youngster. They know that 
youngsters have a twelve month 
demand just the same as grown 
people. The chances are that 
they want things more often than 
their elders. The wise merchant 
prepares to take care of these 
multitudinous demands. 


Reading matter continued on page 56 


“The second floor of the Bracy 
store has been fitted up into a 
toy department de luxe. It rep- 
resents the result of many years 
of close study of merchandising. 
Selling to children presents a dis- 
tinct problem and it looks as if 
Bracy Brothers have gone a long 
way in solving it.” 


Sells $15,000 Yearly in Toys 


“The Popp Hardware Co., Sag- 
inaw, Mich., handles toys all year 
and sells more than $15,000 
worth a year. A few miles south 
the Chas. H. Miller Hardware 
Co., Flint, Mich., sells about 
$10,000 a year. During the re- 
cent holiday rush he had sales of 
$600 in one day and sales of 
$1,000 in one week. 

“To quote Mr. Miller, ‘When 
the open air season opens you 
can sell $10 and $15 vehicles as 
easily as 3-for-10-cent mouse 
traps.’ 

“Rechlin Hardware Co., Bay 
City, Mich., sells about $15,000 
a year in an all-year toy depart- 
ment. 

“Each of these stores has 
found toy good all-year sellers, 
and finds that there is a definite 
sales appeal on this line for each 
season of the year. A price range 
and fairly good assortment has 
been another help in the success 
of these stores and their toy sec- 
tions. Calling the toy depart- 
ment ‘Toyland’ has been found 
to have a strong psychological 
appeal.” 


Getting the Jump on the City Stores 


“Getting the jump on the big 
city stores in Wilmington enables 
T. K. Jones & Bro. Co., Dover, 
Del., to keep local toy business 
from leaving the State capital. 
This hardware store sells from 
$6,000 to $8,000 worth of play- 
things in November and Decem- 
ber. During the other ten months 
sales are about $4,000. Display 
toys first, be first with new toys 
which are salable and tell your 
customers what you are doing— 
this is Jones’ advice to other 
hardware merchants. 

“It is figured that the all-year 
toy stock is turned twice.” 
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Let’s talk common sense about waffles 





Trade-mark 
Reg. U. S. Pat. 


Nobody can make excel- 
lent waffles without an excel- 
lent waffle iron. With a per- 
fect waffle recipe, the very 
best waffle irons turn out the 
very best waffles. We make 
what many dealers are con- 
vinced are the finest, fastest 
selling waffle irons made. 
There’s something about the 
slow, steady heat of Griswold 
Cast Iron Waffle [Irons— 
something about their pure, 
even-thickness that makes 
them turn out crisper, ten- 
derer waffles than any lesser 
utensil ever could. ‘The heat 
of a Griswold Cast Iron 
Waffler is constant. ‘The 
waffle squares or hearts come 
out.perfectly formed 


THE GRISWOLD MFG. CO., ERIE, PENNA., U. S. A. 


Makers of Extra Finished Cooking Utensils in Cast Iron and 
Aluminum, Waffle Irons, Food Choppers, Reversible Stove and 
Furnace Pipe Dampers, Fruit Presses, 
Other Portable Bake Ovens, Gas Hot Plates and Electric Waflle 


Bakers. 


THE LINE THAT’S’- FINE 


DD 








Mail Boxes, Bolo and 


waffles of rich crispness, that 
never stick. Our advertising 
is proving the superiority of 
Griswold Waffle Irons. 
Housewives are finding out 
for themselves by the thou- 
sands. Their enthusiasm is 
contagious. We furnish the 
perfect waffle recipe, too, 
straight from our “Aunt 
Ellen.” Griswold Waffle 
Irons come in all styles and 
sizes, in high or low frames. 
Also aluminum and electric 
waffle irons. Our display 
stands are free with your or- 
der for one dozen or more 
assorted irons. Send _ for 
bulletins and prices or tele- 
phone our jobber today. 


COOKING TIME 































A window display of Griswold 
Waffle Irons and these Waffle 
Iron display stands gets atten- 
tion. Ask for our four color 
Griswold display card, FREE. 
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Even the Fowls of 
the Air Look for the Best 


By Hamp Williams 


HEN we hear the geese going south, we know that cold 
weather is near. 


When the bluebird sings and the martins appear spring 
has come. 

These are signs to us in the South. We old-time Southerners 
believe in signs. ‘We plant corn in the moon” and watch the 
signs in the heavens. We believe in dreams. They don’t all come 
true but some do. Just enough of them to keep up our faith. 
We believe what is to be will be if we exert ourselves sufficiently 
to bring it about. We believe that there are regular and legiti- 
mate channels of distribution of hardware. We believe that hard- 
ware should be manufactured and sold to the jobber, the jobber 
to the retailer, and retailer to consumer. We believe that it was 
to be, it is to be, and will be whenever the retailer wakes up, meets 
the issue and asserts his rights, and the way to do that is to fight 
instead of begging, fight for the trade, fight encroachment, fight 
competition and be a strong competitor for anybody that tries to 
invade your territory. We make a mistake when we request pro- 
tection from anybody, it is not the proper attitude for us to take; 
that is why I advocate putting on special sales of small leading 
articles in the hardware line. Get people to talking about bar- 
gains at our store instead of always talking about how cheap they 
can buy from the chain stores, catalog houses, semi-jobbers and 
peddlers—that is what we hear and we talk it ourselves. We be- 
lieve it—we actually believe that some of these competitors of ours 
are selling goods cheaper than we can. You shouldn’t blame your 
trade for believing what you believe to be true. They can’t sell 
goods cheaper than we can. They might sell a few items cheaper 
but they can’t nor don’t sell cheaper as a whole, than we do, but 
they do make special prices on some staple articles. 

That being true I must first convince my salesmen that it is true, 
and then the public, and I had better sell a few goods at special 
prices rather than watch my trade leave me. 

My advice to the hardware dealer who is not making any money 
is to get his goods out of the shelves, put them on the counters, on 
the floor, and out on the sidewalk, and instead of carrying over his 
slow movers, put a price on them that will move them. I am not 
a price cutter and I don’t believe in price cutting as a policy, but 
I do believe in meeting competition and in keeping my stock clean 
of shelf warmers. 

If the price has kept your goods from selling in the past the 
same prices will certainly keep them from selling in the future. I 
am now speaking to the dealer whose business is not paying. If 
your business is good and your profits satisfactory, you don’t need 
to put on any sale. Just keep hitting the ball. 

I realize that the small hardware stores are handicapped for lack 
of capital. You will never get anywhere complaining or begging. 
If your trade has left you, bring it back by special inducements of 
some kind or else it will never come. The world is looking for the 
best of it, and if we can’t prove to the people that it pays them to 
patronize us they will never do it. 
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When Winter Comes 


That’s when customers will rise 
up and call you “Blessed” for 
supplying them with a Barn 
Door Hanger and Rail that suc- 
cessfully defies the elements— 
the National No. 77. 


Let it rain—let it snow—let it 
hail—this Rail protects. 





National 
Storm-Proof 
Hanger 


The hood on Storm Proof pre- 
vents birds as well as rain from 
interfering with its continual 
smooth operation. 


Natienal 


Noah would have been glad to have 
had National No. 77 Hangers on the 
Ark, for then its sliding doors would 
have continued to work well despite 


the rain. 


Barn owners like them because the 
Flexible Hinge Joint (a special fea- 
ture) allows the door to swing FREE, 
should anything bump against It. 


The wheels are completely protected 
by the hood of the Improved Storm- 
Proof Rail and are equipped with 
anti-friction roller bearings. 


I]lustration shows how the wheels are 
out of the reach of snow, sleet and dirt. 
Connecting-strap and door-straps are 
made of steel 3/16” thick, heavily em- 
bossed and capable of carrying the 
heaviest door. 


We sell DIRECT to the retail 
dealer. This means buying for 
LESS money and selling at 
MORE profit. 


Send for latest Catalog of the 
Complete Line of National Barn 
and Garage Hardware. 





National Mfg. Co. 


Sterling, Illinois 





Section showing Storm-Proof Rail for National Hangers. No 
brackets are required to install. 
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Make November a Thanksgiving 
Month 


I‘eature Knameled Ware Displays for the Holiday Needs 


thanks to the heart of the hardware dealer. 

Search the calendar for a feast day—a day 
given over to cooking and the use of kitchen 
utensils—and you can find none better than 
Thanksgiving. 

For weeks before the great day the housewife 
is planning the Thanskgiving dinner. She takes 
stock of her kitchen equipment so that she knows 
her needs and her wants. She is receptive to any 


T HANKSGIVING may well bring a feeling of 


The most important article of food on the 
Thanksgiving table is the turkey and there is 
nothing like a roaster for helping the housewife 
to prepare an appetizing one. Therefore, the 
enameled ware roaster should serve as the central 
attraction for any Thanksgiving display in the 
enameled ware department. A housewife whose 
mind is filled with plans for a Thanksgiving feast 
weeks before it takes place can easily be told the 
virtues of a roaster and she will appreciate your 
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suggestion which will help her in the prepara- 
tion of this annual feast. Here, then, is the event 
to wich all selling effort should be tied during 
the month of November. Sell the Thanksgiving 


spirit and the Thanksgiving feast and the prob- 
lem of selling enameled ware is made simple. 
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pointing them out. Show how well it is shaped 
to accommodate a turkey and the excellent fit of 
the cover. She will be impressed by the fact that 
it is easily cleaned no matter how long it has been 
exposed to grease and heat. 

Another enameled ware utensil that should be 
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Close-up 
view of 
Self Lock- 
ing Bracket 


FACTS: 


1 —Removable top on metal cot 
can be detached and replaced 
in a few minutes. Adjustments 
to take up stretch. No wrin- 
kles. No cutouts at corners. 


—Automatic, self-locking 
2 bracket. 


K end pieces to drag into 
place. 





4 Roquives less than one minute 
to set up and take down. 


5—Comes in metal and wood. 
Metal cot is of fine quality 
steel tubing of extra strength. 
Wood cot is of fine hard wood. 


6~ Full size. When opened it is 
6 ft. 6 in. long, 27 in. wide. 


7—Light weight—metal cot 
weighs only 18 pounds— 
wooden cot about 17 pounds. 


——; Cannot buckle in cen- 
ter. Solid comfort assured. 


Q— Beauty! Metal parts beautiful- 
ly finished in maroon enamel. 
Olive Drab Top. 


10—Folds up into a compact 
package, the size of a small 
golf bag. 















TOPS 


Canvas—Imported 
Cloth and Felt 
Padded 


at Prices to Please 
the Purchasers 













GOLDWYN MFG.COMPANY § // 


1455 West 37th Street 
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Showing 
How Canvas 
Is Bolted to 
Frame 




















ONE PIECE FOLDING COT 
~ ar. ving 





Comes in hard wood and steel tubing 


Read the ten facts. You will then understand why the Goldwyn, 
one-piece folding cot will be the biggest selling cot that was 
ever invented. 

Several hundred thousand Goldwyn one-piece cots will be sold 
during the next six months. The public will respond to our 
advertising. The merits of the Goldwyn are so >) apparent, that 
sales will follow as a matter of course. 








Sectional view shows full 
round steel tubing in 
metal cot. 






Showing the latch 
locked and open. This 
is the simple latch 
that takes up any 


stretch in top and does 
away with end pieces. bea 


NATIONAL ADVERTISING 


National advertising now being prepared, will 
tell America’s millions of cot buyers that here at 
last is cot perfection, for camp, home and farm. 






Write to Your Jobber or Direct to : 


Out of 


CHICAGO, ILL. the Wey 
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featured during the Thanksgiving season is the 
medium-sized preserving kettle. No Thanksgiv- 
ing dinner is complete without plenty of cranberry 
sauce and every good housewife needs a utensil 
for its preparation. Cranberry sauce made in this 
kettle will have a rich color and flavor. 

The roaster and the preserving kettle, there- 
fore, should form the basis of any enameled ware 
display during the month of November and big 
sales will result from the right featuring as many 
stores have discovered. Not only should they be 
used as the central attraction in window and 
counter displays but they should be featured in 
all newspaper ads as well. 

One way of displaying these appropriate 
utensils which has been found to have a dollar- 
pulling effect is to feature them as a “combina- 
tion” set. A combination, tagged with an appro- 
priate name such as “The Thanksgiving Special,” 
will attract immediate attention and around it 
can be grouped your selling effort on all house- 
wares during the Thanksgiving month. This 
idea of a “leader” to carry a line of enameled 
ware will be found to be a profitable one for 
around it can be developed numberless advertise- 
ments, displays and special circulars with strong 
seiling appeal. 

The window is, of course, the ideal place for a 
Thanksgiving appeal. Any number of effective 
windows can be rigged up which will convey the 
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message at a glance. Such displays should prefer- 
ably be simple and breathe the spirit of Thanks- 
giving. 

A suggestion as to how a pleasing window dis- 
play can be worked out for featuring enameled 
ware is indicated in the accompanying sketch. 
Here an appropriate effect is obtained by using 
such seasonable things as a turkey, cranberries, a 
pumpkin and a barrel of apples. They attract 
immediate attention and convey the Thanksgiving 
message. If you cannot borrow a real turkey, a 
stuffed one or a cardboard cutout (Dennison’s No. 
T859) can be used. 

The enameled ware roaster and preserving 
kettle hold the center of the stage and around 
them are grouped other utensils. Scatter corn 
stalks over the ground and frame the window 
with autumn leaves. Both corn stalks and autumn 
leaves are easily obtained but if there is difficulty 
in getting the latter a cutout (Dennison’s No. 
286) will serve admirably. Follow out the 
autumn color scheme with yellows and browns for 
floor and walls. A most striking effect can be 
obtained by using light yellow crepe paper for 
the back wall and a deeper shade of yellow for the 
side walls. Then the floor and stand can be cov- 
ered with a dark brown or green crepe paper, 
making an excellent background for the corn 
stalks and the utensils. 











American Toys Will Meet Larger Share 
Domestic Demand 


“A far larger share of the domestic 
demand for toys and games will be met 
henceforth by the American industry 
than formerly,” says the National 
Bank of Commerce in New York. “Fur- 
thermore,” continues the bank in the 
November issue of Commerce Monthly, 
“the reputation established by the 
American toy industry for the produc- 
tion of durable and attractive play- 
things may enable us to maintain the 
export trade in toys recently developed 
against a revival of competition from 
European and Japanese sources. A 
generation ago domestic manufacturers 
supplied only about half of the demand 
of American children for dolls, games, 
toy trains and the myriad of other 
ingenious contrivances of the _ toy- 
maker’s art. Today they enjoy an 
established position in the home mar- 
ket and a sizable export trade as well. 

“Before 1914 German importations 
were those which gave the industry in 
the United States chief concern. On a 
value basis, 98 per cent of the dolls and 
parts imported in 1913 came directly 
from Germany, and, in addition, 84 per 
cent of all the other toys received in 
that year from manufacturers abroad 
were imported from the German Em- 
pire. The production of do'ls’ heads 
for this market was then virtually a 


German monopoly, almost the only 
dolls made in this country being of the 
well-known rag variety. 

“The war cut off exports of toys 
from Germany and stimulated the 
local manufacture of toys in many 
countries where German firms had 
built up a clientele. The number of 
establishments in the United States 
grew from 290 in 1914, with a total 
product valued at $14,000,000, to 541 
in 1919, making $46,000,000 worth of 
goods. Nevertheless, after 1917 Japa- 
nese firms began to compete actively 
for the share of this country’s trade 
which Germany had previously con- 
trolled. 

“The dominance of the local market 
by American manufacturers is having 
its repercussion in foreign centers 
which once supplied us annually with 
huge oauvantities of playthings. The 
great Thuringian toy industry in Ger- 
many, with its leading center at Sonne- 
berg, is experiencing great difficulty in 
furnishing employment to its labor, 
principally as a result of the falling 
away of its export trade with America. 

“Before the war the production of 
Sonneberg, Nuremberg and other toy 
districts in Germany was effected in 
large measure by the cottave-industry 
system. Since wages were low the in- 


dustry was prodigal of hand labor and 
fashioned many novelties which fac- 
tories in this country could not afford 
to produce. Many of the products were 
goods of recognized merit, but many 
also were insubstantial. of the flimsiest 
construction. The same sort of organi- 
zation prevails today. 

“The recrudescence of German com- 
petition after the war affected ad- 
versely both American manufacturers 
and Japanese exporters to the Ameri- 
can market, which has long been the 
best toy market in the world. German 
goods were ridiculously cheap to for- 
eign buyers because of the depreciation 
of the mark in terms of most other 
currencies. Furthermore, the fact that 
the mark’s internal value declined less 
rapidly than its external value aided 
German manufacturers in dealing with 
their domestic wage problem as well as 
in reentering lost markets. 

“But the difficulties incident to stabil- 
ization of the currency after Novem- 
ber, 1923, and greatly increased tariffs 
in the best consuming markets, par- 
ticularly the United States, have com- 
bined to change the face of the German 
situation. Prices of many Thuringian 
goods have been too high to interest 
foreign buyers and the local market is 
limited at best.” 
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Needed on every hose 


DEVICE that saves water, 

time and trouble—that elimi- 
nates sloppy puddles and wasted 
water. 


The Gaylord Water Saver is sim- 
ple to operate. Press the button 
and the water flows— when released 
—shuts off automatically. There 
are no springs or loose parts to get 
out of order. List price, $2.00. 


Three styles of nozzles are sup- 
plied for use with the Water Saver. 
Nozzle No. 1 is a soft rubber hose 
end which can be regulated by the 
pressure of the thumb from a squirt- 
ing jet to a full flow. Nozzle No. 6 
is adapted for flushing walks, floors 
or removing mud from auto chassis. 
Nozzle No. 7 is unequalled for all 
sprinkling purposes. 


The Water Saver is packed to- 
gether with above Nozzles in an 
attractive carton which makes a 
striking counter display. This is our 
Combination A—for general home 
and garden use—list price, $3.00. 





WATER SAVING DEVI CES 


GAYLORD NOZZLES— 
providing the right stream 
for every job. 
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The only merchandise 
of its kind 
There are no competitors to the 
Gaylord Hose Reel. Its unique con- 
struction puts it in a class by itself. 


The Hose Reel attaches direct to 
the hydrant or water pipe. The 
water flows through an arm of the 
Reel to the hose. 


The chances of kinking are posi- 
tively eliminated. The hose is kept 
off the ground. When used with 
our Water Saver the shut-off is at 
the end of the hose. The water in 
the hose preserves its shape, pre- 
vents cracking, keeping the equip- 
ment always ready for use. List 
price of the Gaylord Hose Reel 
is $7.50. 


Combination A plus the Hose 
Reel is our Combination B—list 
price, $9.00. Combination B guar- 
antees your customers not only a 


Jobbers and Dealers: 


Please write for our proposition; 
we'll interest you 


GAYLORD WATER SAVER 
—press on the button, the 
water flows. When vou let go 
the water shuts itself off. 


saving in water but also insures 
lengthening the life of the hose. 


The Gaylord products are the 
result of 10 years manufacturing 
experience. We have made many 
improvements during this time and 
now offer a perfected line of mer- 
chandise, packed right and priced 
right, and a big margin of profit and 
quick turnover. 


Write today for our booklet, 
**Beating the Water Meter,’’ which 
describes the Gaylord line in detail 
—and, tell us whether you are 1:- 
terested in our jobber or our dealer 
proposition. 


* Sales Offices: 
A. K. TROUT CO., INC. 
342 Madison Ave., New York, N.Y. 


Factory: 
GAYLORD MANUFACTURING 
Paterson, N. J. 


COMPANY ... 




















GAYLORD HOSE REEL 
—fits direct to the hydrant. 
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The Simplicity of the Speed Pen 


HE main feature of the 

speed pen is that the be- 

ginner does not have to con- 
stantly watch it as he should the 
brush because it will not spread 
out under pressure. The lines or 
strokes instead of being irregular 
at times are always uniform in 
thickness and the edges of stroke 
are never ragged. 

Of course the speed pen has its 
limitations and while it is without 
question the speediest tool for 
lettering on the market, it cannot 
take the place of the Red Sable 
brush when it comes to large or 
very fancy letters. But for effec- 
tive knock-out work where a great 
quantity of descriptive data is 
necessary, this pen is certainly in 
a class by itself. 

There is one very important 
thing which all beginners at show 
card writing should not forget 
and that is brevity in copy, for no 
matter how. finished a job of 
lettering may be it is a complete 
failure if it has the appearance of 
being CROWDED. DO NOT TRY 
TO FEATURE MORE THAN 
TWO OR THREE LINES OF 
LETTERING ALL IN CAPS. It 
is much better to use the lower 
case letters and underline the 
words you wish to emphasize in 
red or any bright color. 

Always study your copy and 


By Joseph Bertram Jowitt 


see how much you can BOIL IT 
DOWN. Eliminate all unneces- 
sary words and particularly all 
superfluous ‘“‘and’s,” “if’s” and 
“of’s,” ete. 

Remember there is a vast dif- 
ference from telling the story in 
a daily newspaper to writing it 
on a show card. The card is gen- 
erally placed on or near the article 
displayed, which more or less 
speaks for itself; while in the 
newspaper a detailed description 
is more or less essential. 


“THE QUICK BROWN FOX 
JUMPED OVER THE LAZY 
DOGS.” 


Every letter of the alphabet 
will be found in these few words, 
and in practicing this way it will 
give the beginner much more en- 
couragement as it is a quicker 
way to learn letter formation and 
spacing. The question has often 
been raised: “When should all 
capital letters be used? And when 
should all or a combination of 
capital and lower case be used? 
It has been established by test 
that the average person can read 
in the lower case much faster than 
reading all capitals. This is due 
partly to the grace and flexibility 
of the lower case and also that 
most of the reading matter in 
books and newspapers is printed 
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in the lower case type. For spe- 
cial headings and captions the 
capital letters are generally used. 

You will observe that the show 
cards here are paneled off. This is 
an easy, quick and very effective 
way of making your cards dif- 
ferent. While this paneling is 
done with black ink it will be 
found very effective if done in a 
light blue, green or gray tint. 

In order for the hardware 
salesman to become proficient at 
show card writing it is important 
for him to get the right start. 
The writer understands exactly 
the beginner’s trials and difficul- 
ties and can promise results to all 
who will practice faithfully and 
pay close attention to the instruc- 
tions given in this series. 

The writer will be pleased to 
help any reader of HARDWARE 
AGE, who wishes advice or fur- 
ther instructions as to the neces- 
sary brushes or tools, where to 
buy them and their approximate 
cost. The beginner should remem- 
ber that to get results any old 
brush will not do, and that the 
best is the cheapest in the end. 

The average show card writer 
has not the time to perfect every 
little detail in lettering. What he 
is interested in is EFFECT or 
the proper prospective of the show 
card, and that is just where this 
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ackage makes 


 ° new customers 


our store 


Over 3000 Stores are Selling 


SILVER LAKE SASH CORD PACKAGES 


UR national advertising campaign 
in the Saturday Evening Post and 
other magazines is telling millions of 
householders about the 20-year cord— 
SILVER LAKE—and showing them 
how they can install window cord them- 
selves, using the tools you sold them. 
Progressive dealers are selling them the 
packaged cord, too, and making quick, sure 
profits on the short lengths. Each package 
contains enough SILVER LAKE SASH 
CORD for four new cords. Full illustrated 
directions for putting in the new cord appear 
on the back of the box. 





Architects and contractors, in increasing 
numbers, are specifying SILVER LAKE. 
Their clients and customers know this cord is 
cood, for it is sold under written guarantee. 


Dealers are reporting additional business in 
the 100-foot hanks, as a result of the extensive 
SILVER LAKE national advertising cam- 
paign now under way. 


Protect your trade with ample stocks of 
both the packages and the 100-foot hanks of 
SILVER LAKE SASH CORD. Be ready for 
the new customers this campaign will bring 
to your counter. 


If your Wholesaler cannot supply you, 


please send us his name. 


SILVER LAKE COMPANY, Newtonville, Mass. 


Manufacturers of Solid Braided Cordage 





Silver Lake Sash Cord 





LOOK FOR THE NAME STAMPED ON EVERY FOOT OF CORD 
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single stroke lettering is a life 
saver. 

The best way to lay out a 
show card is to first draw a pencil 
line around the card, marking out 
the extreme boundary for all let- 
ters. On a half-sheet of card 
board, which measures 22 x 14 
inches, this boundary line should 
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is to have the widest margin at 
the bottom, the top next and the 
two sides less and alike. 

The next step in layout is to 
have the card properly centered, 
and there is only one way to ac- 
complish this: by balanciag or 
dividing all letters and words to 
the right and left of a vertical line 
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be at least two inches from the 


margin would give a 


shect card, 22 x 28, the margin 


should be at the least five inches 
and a half (514-in.). On a quarter his own individuality will ever be 
sheet, 11 x 14 inches, one inch present in his work and no matter 
in his 
lettering, how faithful he is in 
the most effective in arrangement practicing, his letters will never 


margin should be the maximum. 
The most pleasing margin, also 


New Breaker-Point Stone 


Made by Pike Mfg. Co. 


The Pike Mfg. Co., Pike, N. H., has 
placed on the market the Pike India 
Breaker-Point Stone designed primari- 
ly to touch up ignition points of gas 
engines. The stone may be used on the 
Ford type of ignition and on the dis- 
tributor head ignition system on most 
other cars. The new stone will, it is 
said, remove deposits of carbon and 
other foreign matter from make and 
break points and from spark coil vi- 
brator points. It is a hard, quick cut- 
ting stone with a double side abrasive 
facing sheathed in metal. 

The Pike India Breaker-Point Stone 
is packed twelve on a counter display 
ecard. Each card is in turn packed in 
a strong corrugated container, the out- 
side dimensions of which are 13% by 
10 by 1 inches. Weight of the package 
complete is 13% ounces. 

Having an abrasive face on _ both 
sides enables the user to clean off both 


lettering 
space of 6x 14 inches. On a full- 
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drawn through the center of card. 
outside edge; even four inches of The eye will soon become accus- 
tomed to this center line and the 
work of laying out letters will be- 


come automatically easier. 


The beginner should realize that 


how well he progresses 
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be exactly like the copy before 
him. This does not mean that 
they will not be as perfect as the 
copy because the copy itself is 
not technically perfect. Letters 
that are too symmetrical in pro- 
portion are not artistic. By com- 
parison we have only to compare 
the press printed or lithographed 








Gift Suggestions ~ 
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Holly Gift Boxes. 




















show ecard to the hand lettered 
product. 

This is the third installment of 
the speed pen Egyptian alphabet, 
letters P Q RS T and U. The 
beginner should pay strict atten- 
tion to the single practice strokes 
leading up to the perfectly formed 
letter. The arrows indicating the 
direction of each stroke and the 
numbers the sequence. 
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points of the contact at the same time 


and be sure of retaining the necessary 









f 
Pine Inoia 


REAKER POINT STONF 


wu. ct METALS ON WHICH “OST FI 


Wht OVTLAST A OOZEN METAL FILES 


Zl 
“| (tl {? 
ji i; 


‘ 
, 





4 4 
| ae 


alignment. Ignition experts often say 
that engine trouble frequently is caused 
by fouled breaker points. 
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Roller Skate Dealer Help 
Available for the Trade 


The Chicago Roller Skate Co., 4458 
West Lake St., Chicago, Ill., manufac- 
turer of Chicago rubber tire ‘roller 
skates, has prepared some dealer help 
material for the hardware trade to use 
in promoting the sale of roller skates 
this fall. The material consists chiefly 
of folders and display cards. 





Complete Axe Line Made by 
Vaughn & Bushnell 


The Vaughn & Bushnell Mfg. Co., 
Chicago, Ill., now offers a complete axe 
line which will bear the trade name 
V & B supersteel axes. Two tone 
handles are used and the new line is 
described as being a solid steel axe 
line, 
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Sturdy steel rollers held in a strong cage sup- 
port the bearing loads on a full line contact 
with a rolling motion instead of the rubbing 
friction of plain bearings. 


Right and left spirals insure a constant circula’ 
tion of oil over all bearing surfaces. No part of 
e bearing can possibly run dry. 


The steel races inside which the rollers operate 
are of the proper hardness and toughness to 
keep weartoa minimum, thus insuring depend- 
able operation for years without bearing ad- 
justment or replacement. 





The Day of the Noisy 


Lawnmower is Past | 


T is no longer necessary to 

stock noisy, clattering lawn- 
mowers. Hyatt roller bearings 
in the wheels and reels of the 
leading mowers assure silence, 
easy operation and freedom 
from bearing trouble. 


These bearings give many other 
advantages—they practically 


eliminate friction and wear, and 
save time spent on ordinary 
mowers in oiling, bearing ad- 
justment and replacement of 
parts—all features your custo- 
mers will appreciate. 


For easier sales and greater 
profits handle a line that is 
Hyatt roller bearing equipped. 





HYATT 


ROLLER BEARINGS 








HYATT ROLLER BEARING COMPANY 


NEWARK 
Pittsburgh 


SAN FRANCISCO 
Charlotte 


CHICAGO 
Philadelphia 


DETROIT 


Cleveland Worcester 













The Hyatt roller bearings used in the 
wheels and reels of lawrrmowers are 
the same type found in the majority of 
the best automobiles, implements and 

¢ industrial equipment. 





The following manufacturers 
feature their Hyatt roller bear- 
ing equipped lawnmowers. 


“HERCULES” 
Blair Manufacturing Co., Springfield, Mass. 


“HIGH WHEEL IMPERIAL” —“NEWBURGH” 
Coldwell Lawn-Mower Co., Newburgh, N. Y. 


“ROLLER MOWER’”’ 
Pennsylvania Lawn-Mower Company 
Philadelphia, Pa. 


*“LAWN-VAC” 


Lawn-Vac Co., Sacramento, Cal. 


*IDEAL” PUTTING GREEN MOWER 
Ideal Power Lawn-Mower Co., Lansing, Mich. 
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“Watchman. What of the Night?” 


By Saunders Norvell 


N Colonial days, the town watchman walked 

the streets through the hours of the night, 

carrying his lantern in one hand and his staff 
in the other, pausing every now and then to cry 
the time—“‘Twelve o’clock and all’s well!’ Can’t 
you see him with his cocked hat, his queue, his 
long coat with the spreading tails, his short 
breeches, his woolen stockings and his heavy shoes 
with buckles? But how absurd! He carried a 
lantern, therefore any evil-doers could plainly 
see him. He called out: “All’s well,” therefore, 
those whose deeds were not well could hear him 
and possibly chuckle at his comforting announce- 


ment! 
* K * 


So today, from all sides, the statisticians and 
the watchmen of commerce are calling out: “All 
is well.”’ May some of us be presumptuous enough, 
while the cry, “All is well,” is ringing in our ears, 
to look a little beyond the dim light of the lan- 
tern carried by the watchman? Is all well? What 
are the real signs of the night? How do these 
signs compare with those of other nights in other 


times? 
* * + 
The writer of these articles in his altitudinous 
office on Union Square does not claim to write 
highbrow, profound stuff. He might be able to 
do it but he hasn’t time because he has his 
regular job that requires at least a part of his 
attention! Nevertheless, even through our little 
office, the tides of life flow and ebb. We would 
be dull indeed if our mind did not lightly rest 
from time to time on these varying currents. 
Letters come to us from far and near. Mail comes, 
not only from this country, but from many for- 
eign lands. On these sheets of paper are ex- 
pressed the thoughts of many men. They are not 
writing for publication. They have no axes to 
grind. They are just observing the panorama of 
our times. They write briefly and express their 
passing impressions. In return, we tell them 
what we think, what we see, our impressions— 
just for what they may be worth. 
* * ~ 
Business is good. It is excellent. Collections 
are good. The first quarter of this year sales were 
satisfactory. The second quarter. there was a 
slump. For some reason sales suddenly fell off. 
At the beginning of the third quarter, about July 
first, business suddenly revived. The third quar- 
ter in sales has been record-breaking. There is 
no doubt whatever that the last quarter of the 
year will see unusual selling prosperity. Christ- 
mas trade in 1925 promises to be the largest in 
history. So far, so good. 
x * * 
What about 1926? We believe business will be 
good at least the first six months. Merchants 


will have the large profits they have made in the 
last six months of 1925. Loans will be paid off 
or reduced. It is surprising how many large cor- 
porations there are today who have a big surplus 
and do not owe a dollar to their banks. We study 
statement after statement where the liabilities of 
important concerns are _ practically nothing. 
Earnings of most of our larger corporations are 
increasing. The most interesting point to be 
studied is that their percentage of profit on the 
things they are selling has shown an increase, 
this, notwithstanding the high cost of labor, about 
which we have heard so much. Labor in the 
United States in 1925 has been efficient. Labor 
has improved. Labor has recovered from the 
demoralization immediately following the War. 
In a word, labor in this country has got down 


to business. 
* * * 


In our opinion, labor today is far more efficient 
than management. There is more waste in man- 
agement than there is in labor. The greatest 
waste in commerce is not because labor does not 
work and work well, but because labor is not 
properly directed by management. The working 
man is willing to work. He is working cheerfully. 
He is intelligent. He knows mismanagement when 
he sees it. The main resentment—in fact, the 
only resentment—of labor today is against mis- 
management. Much more might be written on 
the credit side of the ledger—our bank deposits 
and all that. All this is the flood tide. 

* * *x 


Now let us study the ebb tide. The writer is 
convinced, beyond any question in his own mind, 
that we are living in a time of inflation. The 
curious thing is that so few merchants see the 
signs of this inflation. Let us briefly call atten- 
tion to some of them. First of all, there is the 
Florida boom in real estate. Every period of 
inflation in history has culminated in some kind 
of real estate boom. Think of the Mississippi 
Bubble and all the crazy, mad booms of one kind 
or another that the world has experienced since 
that time. The writer saw the land booms in the 
West. He saw towns and cities spring up almost 
overnight. He listened to all the frenzied talk. He 
saw the climax, the reaction and the wreckage. 
There is no doubt in the minds of all thinking 
men that we are now approaching the climax of 
a period such as we have seen in the past. Just 
when will that climax come? We do not know. 
The time factor is the most difficult one to fix. 

* * * 


What are the other signs of inflation? They 
are enormous speculation on the stock market; 
the tickers unable to keep up with the transac- 
tions; sales of 2,000,000 shares per day; con- 
stantly soaring prices; new corporations added 
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The famous Bassick 
**Wizard Swivel?’ — 
carries any load lightly, 
movesany table swiftly. 


‘(Do your customers’ tables 


move as easily as this one? 


HEY SHOULD!—in fact, all tables should move easily and 

all tables will, once they are equipped with easy rolling 
Bassicks. 
How quickly housekeepers change to Bassicks when told 
what good casters will save them. Save them in time, in 
effort, in wear and tear of rugs, carpets, floors and furniture. 
No other caster could be quite so easy to sell as Bassicks. 
Packed, sets of four, in clean blue and yellow boxes, the 
Bassick line will add dollars to your sales when displayed— 
will make friends for your store when sold. 


See that your customers’ tables move easily on Bassicks. 


A DEAL WITH DIVIDENDS 


Special Stock Order No. 25 includes a representative 
stock of Bassick Casters plus a liberal assortment of 
display material and sale helps. Write for details. 


Ba SSIC Casters 


The BASSICK COMPANY 
Reg. U. S. Pat. Off. 


BRIDGEPORT, CONN. 
For thirty years the leading makers of high grade casters 
for home, office, hotel, hospital, warehouse and factory 
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to the stock lists; gigantic consolidations; the 
public buying like mad, right at the top of the 
market; the lambs clamoring at the door to be let 
in and be fleeced. In the old days, the lambs were 
trimmed up with hand shears. Now they are 
using power-driven clippers. The work has been 
done and will be done quickly, neatly and eff- 


ciently. 
* * a 


Here are other signs of inflation: A building 
boom with real estate and labor and material at 
about the highest prices ever known; little houses 
in our neighborhood that five years ago could be 
bought at $18,000 now being sold for $40,000; 
installment buying—automobiles on installments, 
furniture on installments, washing machines on 
installments, paint-your-house on installments, 
clothing on installments, jewelry on installments, 
fur coats on installments, etc. One man said to 
me—‘“We are certainly having prosperity. Once 
J only bought one thing on the installment plan. 
Now we are paying for ten different things, all 
bought on installments. I hope I do not lose my 
job or that we do not have any sickness in our 
family. Jf we slip a cog on our income, somebody 
will have to walk the floor.” 

aK * * 


But why string out all these details? All of us 
know these things. The only trouble is that a lot 
of us think that these conditions will last in- 
definitely. To my mind, the situation in this 
country is very much like that of a small boy 
blowing a soap bubble. He has blown a very large 
bubble. We look at the size of his bubble with 
amazement. It is still increasing in size. We are 
wondering just when the pop will come. Possibly 
the bubble may never burst. Let us hope so but in 
making our own business arrangements, we are 
wise if, while we are hoping, we put our house in 
order and get ready for the popping of the bubble. 
If she does not pop, then we are in good shape. 
If she does pop, then we can weather the storm. 

* * * 

Let us turn back a few pages of time, just to 
1920. Everything then was booming. Everybody 
had made money. Everybody had money. The 
writer was corresponding with Mr. E. C. Sim- 
mons of St. Louis. Mr. Simmons wrote his letter 
dated Feb. 12, 1920, in which -he said: “I am 
getting very pessimistic and saying ‘Look out for 
breakers this Fall’.”’ 

* * * 

The writer fully agreed with Mr. Simmons. 
That same month there was a Directors’ Meeting 
in a large corporation in New York. The writer 
was a member of the Board of Directors of this 
corporation. The figures of the business were 
read. Sales were large. Profits were very satis- 
factory. Everybody was cheerful. He threw a 
wet blanket into that meeting. He got up and said 
he saw danger ahead. He emphatically recom- 
mended pushing sales. He proposed that we sell 
goods at the market prices if possible and even 
at less than the market if necessary to make prices 
to move our inventory. He recommended buying 
with the utmost conservatism. In other words, 
his whole idea in merchandising was to go short 


on the market. What happened? His fellow- 
directors just laughed. “You are a pessimist. 
What is the matter with your liver? You are see- 
ing red. This is the richest country in the world. 
Look at the profits that have been made during 
the War that are in this country. To think of a 
reaction at this time is an absurdity.” The writer 
was out-voted. He insisted, however, that his rec- 
ommendation to the Board be written out in the 
minutes and made a matter of record. This rec- 
ommendation stands in those minutes today. 
That Fall the slump in business was under full 
swing. Prices melted away. Goods could not be 
sold at any price. Before the slump came, this 
company had fully six good selling months. They 
lost this opportunity. The slump in inventory 
alone cost this company $1,000,000. 
* ok 

About the same time, the writer spoke on the ~ 
business outlook before The Advertising Club in 
New York City. This was after his advice had 
been turned down in the Board of Directors’ Meet- 
ing. He predicted a recession in business and a 
general decline in prices. He was laughed at. 
There were cat-calls from the audience. Several 
prominent advertising men jumped to their feet 
at the same time to answer him. One of the fore- 
most sales managers of the country, the sales 
manager of a very large corporation, took the 
writer to task. His argument was that the coun- 
try was full of money; that everybody had money ; 
that everybody was buying. You could not have 
a slump in business with so much money in the 
country. It is interesting to note that as a result 
of the slump that followed, the concern of this 
manager failed and he lost his own job. If he had 
stopped and listened and if he had been able to 
bring sufficient influence upon his company to 
change their policy, he might have saved that 
company. 

K * * 

We have written to a number of eminent men 
in this country, asking what they think about 
present conditions. These letters are very illu- 
minating: The men who write these letters are 
not especially interested in sales or in advertising. 
Their income next month does not depend on 
whether they sell goods or sell advertising. They 
are men taking the long view of the general 
situation. One of these men for a number of years 
was at the head of a very important company 
organized to handle credits. This man is not 
young. He has passed through a number of panics. 
He has studied these panics before, enduring and 
afterward. He has seen them come and go. Being 
of a studious and analytical turn of mind, he has 
found them interesting phenomena, entirely aside 
from how they affected his own pocketbook or 
that of his company. We do not wish to make 
this article too long. Our articles in THE HARD- 
WARE AGE have all been running over our two- 
page limit. We must get back to that limit. There- 
fore, in our next article, we will give extracts from 
these letters about present conditions. We are 
sure you will find these extracts interesting. 
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106 
DeLaval Separators 


AND MILKERS 


SOLD 


IN ONE YEAR 
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A Good 
Example of 
What a Live 
Dealer Can Do 
With the 
De Laval Line 


GvWD 6G COGN COGIC 








Why Is De Laval the Best? 


The First. De Laval pioneered continuous centrif- 
ugal cream separators, and is always developing 
advanced ideas and improved construction ahead 
of all others. 

Skims Cleaner. The De Laval Separator skims 
cleaner than others—that’s where the farmer profits 
or loses. 

Lasts Longer. It lasts longer than others—because 
best principles, not catch-penny devices, are built 
into it. 

Turns Easier. It turns easier than others of similar 
capacity—particularly when the milk is going 
through the bowl. 


Easier to Sell. It is sold on its merits and quality, 
at a fair price—with many valuable selling helps 
to assist the agent. 


The Leader. The name De Laval is known to all, and 
therefore it gives prestige to any live-wire agency. 


De Laval Wants 
Live-Wire Agents 





Preference, of course, will be given present agents 
who are doing their part now, but all applicants will 
have consideration. It is De Laval policy to support 
and protect their loyal and satisfactory agents, and not 
to coerce but rather to cooperate with them in hand- 
ling their individual business. 






One year ago we took onthe agency for the DeLaval 
Line of Cream Separators and Milkers and have 
sold since then 103 Separators and 3 Milkers to the 
Following 
W. R. Adams & Son Wm. Spear Ralph Schultz 
Geo. Gillman Wm. C. Wood J. P: Burns 
Jos. Hager Ed Tarjeson P. H. Duff 
Theo. Franz John Kawell Hoppe Bros, 

Fred Wilber Gerhart Sees Henry Churchill 
. Arthur Pietsch vending te 
Ray Melvin Emil Weber — Johnson Bros. 
Rueben Haedt D. N. Strand Alfred Kroeger 
J. P. Michels Wm. Laube Herman Tischer 
George A. Juliar Mike Amberg Severt Johnson: 
. Wm. Oehler Lloyd .Bisseer A. Herbert 
Joseph Mans Herman Kuhlman E. C. Bartsch 
A, Severson H. Jones Dan Williams 
X. Warner G. H. Budde Geo. Burke 
Nick Mahowald F. W. Wilder Henry Klaseus 
Ben ‘Tiedeken Albert Mussaci: L. E. Pew 
W.H. Smith A. H. Miller Carl Knutson 
Jos Welf Peter Depuydt John Korupp 
Arthur Ore P. A. Buss Martin Ulmen 
Elmer Othout O. Anderson Frank Lorentz 
John Rief J. Hanson August Leesch 
Wm. Kruegel John Maloney O. Seitser 
| Goebel - E. W. Budde M. V. Klaseus 
F. W. Loucks ; Othniel Jones Albert Nienow 
Mrs, Clara Rinehart Wm. Ellis Joneg Harry Keenan 
Peters Brothers Alphonse Trio Dr. E. L, Hawes 
Theo. Heinze Chas. Wiggins C. A. Holmgren 
Ben Cords Walter Heiser H. W. Smith 
J. W. Johnson Albert Bartz J. P. Barton 
Jake Moeri A. Mutch Henry Swenson 
August Schweim Matt Maul W. J. Smith 
Chas. Sheehan Lee Jefferson Fred Miner 
H. P. Turk Waldamer Lahann DeLaval Milkers Sold 
Gotlieb Berk - Peter Schmaltz. Russell Greenfield 
D. 8. Kelly Ernest Beeschnett Nelson Bros, 
Clem Werner Elias Kouri Phelps Bros, 
THIS RECORD SPEAKS FOR ITSELF 
The DeLaval is the cheapest cream separator on the market, taking into ecnsidera: 
tion the pounds of-milk it will skim pér hour. And when in motion wil] turn a 
any other make of the same capacity. It is the longest lifed machine. Many machines 
past 20 years old are still giving satisfactory service, | 
More DeLavals are in use than any other make of cream separators. 
If you don’t own one, remember they pay for themselves. 














Make Your Own Terms 


A small payment down puts one in your home. Balance on easy terms, 
Gooner or later you will own a DeLaval. 


Make application now. Your request will have im- 
mediate consideration. 





The De Laval Separator Company 
San Francisco 


61 Beale St. 


New York Chicago 


165 Broadway 600 Jackson Blvd. 





Reproduction of an advertisement published by the 
Schwickert Hardware Co, in their local paper. 
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Non-partisan Committee Will Frame 
Tax Reduction Measure 


Party Leaders Already in Agreement on Important Features of 
Bill—Good Prospect for Repeal of Arms 


and Ammunition ‘T'ax 


By W. L. Crounse 


WASHINGTON, Nov. 9, 1925. 


‘ision bill is being framed on a strictly non-partisan basis. 


xi the first time in the recorded annals of Congress a tax re- 
V 


So insistent has been the demand of the taxpayers that Con- 
gress should reduce taxes on a basis of sound economics without 
regard to politics that Chairman Green of the House Ways and 
Means Committee has invited his Democratic colleagues to sit in 
at all the deliberations of the committee and take an active part in 
the work of readjusting rates and rewriting the administrative 


provisions of the law. 


Heretofore, both in connection with internal revenue legislation 
and tariff revision, the members of the dominant party in Congress 
have framed the bill and have deferred placing its text before their 
minority colleagues until the day before its presentation to the 


House. 


In view of these tactics it is not surprising that the re- 


porting of an internal revenue or a tariff matter from the Ways 
and Means Committee proved a signal for a bitter contest that 
lasted until the tax measure actually reached the White House. 


Both Parties for Low Surtax 


Not only are the Republicans and 
Democrats working together in the 
framing of the new tax bill, but they 
have already reached tentative agree- 
ments upon the general principles upon 
which it will be drafted. For example, 
both parties in the House are agreed 
on a heavy cut in the maximum surtax 
and it now seems a moral certainty 
that the rate will be fixed as low as 25 
per cent and possibly at Secretary 
Mellon’s preferred figure which is 20 
per cent. 

Both parties are in agreement for 
the repeal of the law authorizing pub- 
licity for income tax returns. It has 
been demonstrated that no good has 
come of this provision, while there is 
ample evidence that the information 
published under this provision of the 
present statute has been widely used 
for improper purposes. 

At this writing the Republicans and 
Democrats are divided concerning Sec- 
retary Mellon’s recommendation for a 
reduction in the normal taxes with a 
maximum of 5 per cent. Representa- 
tive Garner, the Democratic leader, 
would leave the normal rates where 
they are and apply the proposed re- 
ductions in the form of exemptions 
that would relieve from any tax all 
single persons having incomes of $3,500 
and married persons with incomes of 
$5,000. The indications are that the 
Mellon plan will be adopted. 


| 


President Reierson’s Strong Plea 


The exceedingly vigorous presenta- 
tion of the plea for the repeal of the 
tax on arms and ammunition, made last 


week by President Reierson of the 


_ mittee. 


| relieved 


| 


i 
} 


| 





Remington Arms Company, has deeply 
impressed many members of the com- 
The fact that all other so- 
called sporting goods items have been 
of tax and that President 
Coolidge is known to favor the repeal 
of all provisions imposing special war 
burdens on selected industries will have 
great weight with the committee. 

As was indicated during the hearings 
on this item, the question is compli- 
cated by the situation respecting the 
sale and possession of pistols in a num- 
ber of important States which have 
undertaken to control the subject by 
statute or municipal regulation. Con- 
gressional leaders on both sides admit 
that the taxing of pistols will in no way 
deter the commission of crimes with 
their aid, but will merely make it more 
costly for law-abiding citizens to pro- 
tect their homes. 

At the same time the pistol, in the 
language of the street, has been given 
a bad name. Even the advocates of the 
repeal of the tax on arms and ammu- 
nition have indicated their willingness 
to have the 10 per cent levy continued 
on pistols and revolvers, although this 
concession is made with evident reluc- 
tance. 
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Automobile Witnesses Lacked Punch 


It is generally admitted here that 
the automobile people who appeared 
before the Ways and Means Committee 
during the hearings failed to convince 
Mr. Green and his colleagues that there 
should be a cut in the tax on pleasure 
cars as well as in that on trucks, tires, 
spare parts, etc. The leaders in this 
campaign, however, are now trying to 
recover their lost ground and can be 
relied upon to keep their appeal before 
individual members of the committee 
not only while the measure is being 
framed, but afterward when the bill is 
taken up for action on the floor of the 
House. 

There is little doubt Congress would 
remove the tax from pleasure cars 
were it not for the fact that it would 
involve a loss of nearly $90,000,000 in 
revenue. If this cut were allowed it 
would be necessary to completely re- 
vise Secretary Mellon’s project of tax 
reduction and might imperil both the 
maximum surtax and the proposed re- 
vision of the normal income rates. 


National Chamber Has Comprehensive 
Tax Plan 


The Chamber of Commerce of the 
United States is about to make a series 
of recommendations to Congress for a 
revision of the existing tax laws from 
the standpoint of stimulating to the 
fullest our economic advancement. The 
Chamber believes that the time has ar- 
rived when instead of accepting the 
scheme of wartime taxation and simply 
eliminating or reducing certain taxes 
from time to time in a haphazard man- 
ner, as has been the practice, the whole 
scheme of excise should be examined 
from the viewpoint of a permanent, log- 
ical plan of peace-time taxation. 

After careful study of the subject a 
special committee of the Chamber has 
decided to submit to Congress the fol- 
lowing projects: 

“Reduction of income taxes to in- 
crease capital available for productive 
industry and commerce. 

“Reasonable differentiation of rates 
between earned and unearned income. 

“Revision of provisions relating to 
capital gains and losses. 

“Repeal of estate and gift taxes now 
imposed by Federal Government and 
permanent relinquishment by the Fed- 
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The New BUHL .“Semi-Solderless’ 
Milk Can an Stands Sramepectnisan Abuse 









Read the detailed construction 
illustrated at the right of the new : . ee 
Buhl “H” Milk Can construc- The electrically welded joint con- 
tion. Years of experience . 

Socata aoestinpstaatiion akties struction cannot break or come apart 


bility we must reach to produce 2 —no open crevices tO gather filth 
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“the limit in milk can dura- : c 
bility.” | ‘ and dirt i 
Not heavier than ordinary but f > Z 
new in massed strength at points 2 One-piece seamless neck Sasi >. ts 
that must withstand the hammer 1 is locked to the heavy’. , ~~ | 
of abuse —electrically welded Hi seamless breast by this a 
joint construction throughout— f| special interlocking # 


only one soldered seam—no open 2 joint 
crevices to gather dirt. 
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Send for descriptive circular and 
prices—give your customers the 
new Buhl *“H” Semi-Solderless. 


No soldered seam to 
break open—the “Lock- 
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Buhl Stamping Company i ‘ 
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eral Government of estate or inheri- 
tance taxes. 

“Repeal of war excise taxes levied in 
relation to particular businesses. 


Would Bar Tax-Exempt Securities 


“Constitutional amendment to permit 
of Federal taxation of income from fu- 
ture issues of securities made by public 
authority. 

“Support of the Board of Tax Ap- 
peals. 

“An organization of representatives 
of the States and the Federal Govern- 
ment to coordinate national and State 
systems of taxation. 

“A commission composed of members 
of Congress and other representatives 
of the public to make a thorough study 
of Federal taxes, simplification of law, 
and improvement in administration. 

“Exemption of American citizens | 
resident abroad from Federal taxes 
upon income derived and not remitted | 
to the United States. 


“Prohibition of arbitrary assessments | 


designed to extend the period of limita- 

tion beyond that fixed by law. 
“Freeing of the Commissioner of In- 

ternal Revenue from policing duties in 





| 
| 
| 
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connection with laws other than those 
enacted primarily for raising revenue. 


Civil Service Conditions Urged for 
Bureau 


“Establishment in the Bureau of In- 
ternal Revenue of conditions of merit, 
salary and permanency in tenure for 
competent men, in order to secure effi- 
cient organization and reduce turnover 
of responsible employees. 

“Decentralization of tax administra- 
tion with annual progress reports to 
Congress. 

“Concentration in one building of 
Washington staff of Bureau of Internal 
Revenue, now widely scattered. 

“Adequate provision for information 
to taxpayers respecting all rulings af- 
fecting their rights, favorably or ad- 
versely. 

“Statutory provision for filing of ten- 
tative returns on present due date, with 
| definite right to file final returns within 


three months. 


“Legislation providing for prompt 
and conclusive settlement of tax liabil- 
ity to the end that enterprise may not 
be embarrassed by the appearance of 


‘liabilities hitherto unknown to exist 
and which have their origin in revised 
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regulations or new interpretations of 
the law. 

“Opposition to making tax returns 
open to public inspection as public rec- 
ords or available to Committees of Con- 
gress to publish as they wish.” 


Hoover Studies Our Trade With Canada 


Secretary of Commerce Hoover is 
burning considerable midnight electric- 
ity these days in a close study of the 
figures of the trade between the United 
States and Canada in the hope of safe- 
guarding American producers as much 
as possible in connection with the 
movement already launched by the con- 
servative party in Canada victorious 
in the recent elections and pledged to a 
high protective tariff. 

The Mackenzie King government, 
which will soon retire from office, has 


_always favored moderate tariff rates 


especially on the products of the United 
States. The result of this policy has 
been a distinct stimulation of reciprocal 
trade with such an increase in the ship- 
ment of Canadian raw materials to this 
country that the Dominion has built up 
a favorable trade balance that has 
lifted the Canadian dollar from a max- 
imum discount of 17 per cent to a slight 
premium at the present time. 








Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIA- 


TION CONVENTION, Little — Ark., May, 
1926; L. P. Biggs, secretary, 815 Southern 
Trust Building, Little Rock. 


CALIFORNIA RETAIL HARDWARE & IMPLE- 


MENT ASSOCIATION CONVENTION, Hotel 
Whitcomb, San Francisco, March 16, 17, 
18, 1926. Le Roy Smith, secretary, 112 
Market St., San Francisco. 


CONNECTICUT RETAIL HARDWARE ASSOCIA- 
TION CONVENTION; place not determined; 
Feb. 17, 1926. Henry S. Hitchcock, secre- 
tary, Woodbury. 


HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION AND EXHIBITION, Raleigh, N. C., 
June 8-9-10, 1926. A. R. Craig, secretary, 
ee Bank Building, Charlotte, 


ASSOCIATION 
Hotel Sher- 
1926. Leon 


ILLINOIS RETAIL HARDWARE 
CONVENTION AND EXHIBITION, 
man, Chicago, Feb. 16-17-18, 
D. Nish, secretary, Elgin. 


INDIANA RETAIL HARDWARB 
CONVENTION AND EXHIBITION, 
Ind., Jan. 25-26-27-28-29, 1926; otel 
headquarters, Claypool Hotel; exhibition at 
Cadle Tabernacle. G. F. heely, secretary, 
911 Meyer-Kiser Building, Indianapolis. 


RETAIL HARDWARE ASSOCIATION 
place not determined; Feb. 
1926; A. R. Sale, secretary, 


ASSOCIATION 
Indianapolis, 


IOWA 
CONVENTION ; 
9-10-11-12, 
Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, 
Jefferson County Armory, Jan. 12-13-14-15, 
1926; J. M. Stone, secretary, 200 Republic 
Building, Louisville. 


MICHIGAN ReTrar. HARDWARE ASSOCIA- 
TION CONVENTION, Grand Rapids, Mich., 
Feb. 9-10-11-12, 1926: Karl S. Judson, 248 
Morris Avenue, Grand Rapids, Mich., man- 

er of exhibits; A. J. Scott, secretary, 

arine City. 


MINNBSOTA RETAIL HARDWARB ASSOCI 
TION CONVENTION, Feb. 16-17-18-19, 1926; 
. Casey, secretary, Nicollet ‘Avenue 

and Twenty-fourth Street, Minneapolis. 





MISSISSIPPI RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Biloxi, 
Miss., June 21-22-23, 1926; Guy Nason, 
secretary, Starkville. m 


MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Statler, 
St. Louis, Jan. 18-19-20, 1926; F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 


MONTANA IMPLEMENT & HARDWARE AS- 
SOCIATION CONVENTION, Great Falls, Feb. 
18-19-20, 1926. <A. C. Talmage, secretary- 
treasurer, Bozeman. 

MOUNTAIN STATES HARDWARE AND ImMm- 
PLEMENT ASSOCIATION CQNVENTION, ‘Jan. 19- 
20-21, 1926. Place of meeting to be 
announced later. W. W. McAllister, secre- 
tary-treasurer, O. Box 613, Boulder, 


Colo. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 2-3-4-5, 1926; convention head- 
quarters, = ott exhibition City 
Auditorium : . Dietz, secretary, 
414 Little Buildings “Lanoota 

NEW ENGLAND HARDWARE DBALERS’ AS8SO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics Building, Boston, Mass., Feb. 22- 
23-24, 1926; George A. Fiel, secretary, 10 
High ‘Street, Boston, Mass. 

NEw YorRK STATE RETAIL HARDWARE AS- 
SOCIATION CONVENTION AND EXPOSITION, 
Rochester, Feb. 9-10-11-12, 1926. Head- 
quarters and session will be held at the 
Hotel Seneca; exposition will be conducted 
at the State Armory on Main Street East. 
John B. Foley, secretary, City Bank Build- 
ing, Syracuse. 

NoRTH DAKOTA h -- au HARDWARE ASSO- 
CIATION CONVEN AND __—oo— 
Fargo, Feb. 10-11- nt. 1926; C. N. Barnes, 
secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 16-17-18-19, 1926; 
James B. Carson, secretary, 1001 Schwind 
Building, Dayton. 


P, 


OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION AND EXHIBITION, Masonic 
Temple, Oklahoma City, Jan. 26-27-28, 


1926; Chas. L. Unger, secretary-treasurer, 
Oklahoma City. 





PENNSYLVANIA AND ATLANTIC SBABOARD 
HARDWARE ASSOCIATION, es, oon 
AND EXHIBITION, Commercial Muse 
Philadelphia, Pa., Feb. 15- 16. "17. 18-19 1926: 
Sharon E. Jones, secretary, 604 Wesley 
Building, Philadelphia. 


SoutH DaKoTa RETAIL HARDWARB AS88O- 
CIATION CO on, Sioux Falls, Feb. 
23-24-25, 1926; Charles H. Casey, sec- 
retary, Nicollet Avenue and Twenty-fourth 
Street, Minneapolis, Minn. 


SOUTHEASTERN RETAIL HARDWARB AND 
IMPLEMENT ASSOCIATION (composed of Ala- 
bama, Florida, Georgia and Tennessee) 
CONVENTION AND EXHIBITION, Atlanta, Ga., 
May 10, 11, 12, 1926. Walter Harlan, sec- 
retary, 701 Grand Theater Building, Atlan- 
ta, Ga. 

SOUTHERN Casares RETAIL HARDWARB 
ASSOCIATION CONVENTION AND EXHIBITION. 
latter part of March, 1926. Headquarters, 
Ambassador Hotel, ‘Los Angeles. L. 
Boyd, secretar -treasurer, 618 
Bank Building, s Angeles, Cal. 


TEXAS HARDWARE AND IMPLEMENT ASSO- 


Hellman 


CIATION CONVENTION, Dallas, Jan. 19-20- 
21, 1926. Dan Scoates, secretary, College 
Station. 

VIRGINIA RBTAIL btm oe 
CONVENTION AND EXH Jefferso 
Hotel, Richmond, Feb. 23- 84-5 26. 1926; Thos. 
B. Howell, secretary, 301 E. Grace, m 


906, Richmond. 

WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Kanawha 
Hotel, Charleston, Jan. 19-20-21-22, 1926. 
Exhibit at New Armory Building. James 
B. Carson, secretary, 1001 Schwind Build- 
ing, Dayton, Ohio. 

WESTERN RETAIL IMPLEMENT some HARD- 
WARB ASSOCIATION CONVENTIO Kansas 
Jan. 12-13-14, 1926; hendl uar- 


City, Mo., 
ters, Coates House; convention sessions, 
Missouri Theater ; H. J. Hodge, secretary, 
Abilene, Kan. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Wis., Feb. 2-3-4-5, 


1926; G. W. Kornely, 1476 Green Bay Ave- 
nue, Milwaukee, Wis., manager of exhibits; 
P. J. Jacobs, secretary, Stevens Point, Wis. 
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Brown’s 
Auto-Spray 
No. 7 


Handles all spray- 
ing solutions. Ef- 
ficient agitator. 
For  whitewash- 
ing, cold water 
paints, farm and 
garden use, etc. 
For bucket’ or 
barrel. No leather 
cups to wear 
out. All neces- 
sary parts of 
brass. 


Auto-Spray 
No. 1 


The favorite style 
with farmers and 
gardeners. 3!) gal. 
galvanized or brass 
tank. Simple, dur- 
able. Oil resisting 
valves and washers. 
Compressed air, 
continuous spray. 
Clog proof nozzles. 





Duster Brown No. 2 








Produces a 





every part of th 


thorough, rapid work. 
sizes, with 


quart 


laden cloud of dust, 





well-diffused, heavy- 


enveloping 
e plant, performing 
Pint and 
extension for 


reaching underside of leaves while 


standing erect. 


Brown’s 
Auto-Spray 
No. 3 


Steel truck 8 and 
12 gal. tank. For 
dairy farmers, 
poultrymen, 
gardeners, fruit 
growers and cold 
water paints. Per- 
fect agitation. 





A SPRAYER 
FOR EVERY 
PURPOSE 


HARDWARE AGE 
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869 Maple St. 























A Sprayer for Many Uses 


Brown’s Auto-Spray No. 5 is an excellent general 
purpose high pressure hand pump. It throws a con- 
tinuous spray or stream, and it is surprising how many 
needs it completely fills. Its ready portability adds to 
its versatility or perhaps more properly, its univer- 
sality. The most powerful sprayer of this type, easily 
generating 200 lb. pressure. Does not clog. Solid 
brass throughout. 


Equipped with 4 nozzles—fine spray; solid stream; 
“long distance” for spraying trees reaching tall tops; 
fan spray, covers large areas; covering every pos- 


sible need. 


For all garden uses, spraying trees, disinfecting, 
washing windows, autos, etc. Mighty handy and 
effective in case of fire. Extension for spraying under 
plants, operator standing upright. With or without 
knapsack reservoir in galvanized or brass. 


Auto-Spray No. 5 is only one of several popular 
Brown’s Auto-Sprays which have steadily grown in 
popularity for more than a quarter of a century. 


Specializing on 
Brown’s Auto- 
Sprays means more 
profit for the 
dealer. 


Send for new 
catalog illustrated 
in colors, showing 
new models. 








The E.C. BROWN COMPANY 


Rochester, N. Y., U. S. A. 
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Devoe & Raynolds Co. Purchases 


Wadsworth, Howland Co. Business 


HE transfer of Wadsworth, Howland Company, Inc., of Boston, 
to Devoe & Raynolds Company, Inc., New York City, took 
place in Boston on Oct. 15, in the offices of the Massachusetts 


TL 


Trust Company. 


President E. S. Phillips of Devoe & Raynolds Co., Inc., interests 
became the new president of Wadsworth, Howland Company, Inc., 
succeeding A. P. Felton, who is retiring both from the presidency 


and the board of directors. 


treasurer and director of the company. 


George H. Kimball also retired as 


Eugene Felton retired as 


sales manager of the company and from the board of directors. 
C. S. Robbins retired from the vice-presidency. 


The 
posed of: 


new board of directors is com- I~ 
E. S. Phillips, E. D. Peck, | 


Renshaw Smith, Jr., E. S. Blackledge, | 


A. C. 
Felton, F. H. Appleton and C. S. Rob- 
bins. 

The new officers and 
the company are as follows: 

E. S. Phillips, president; E. D. Peck, 
first vice-president; Renshaw Smith, 
Jr., second vice-president, treasurer and 
general manager; E. S. Blackledge, 
third vice-president; A. C. Stephen, 
fourth vice-president; E. B. Prindle, 
fifth vice-president; G. E. Felton, sec- 
retary; F. H. Appleton, clerk; W. M. 
Bennett, assistant treasurer and comp- 
troller: J. S. Robertson, advertising 
manager; E. D. Swainson, factory su- 
perintendent. 

In taking over the Wadsworth, How- 
land Company, President Phillips em- 
phasized the fact that this eighty-year- 


of 


executives 


Stephen, E. B. Prindle, G. E. | 


old concern whose products have a wide 
distribution through hundreds of agents | 
in the United States and whose prod- | 


ucts are widely used by industrial con- 
cerns in that district would continue to 
be operated as a strictly New England 


institution and that the personnel of | 


the company would remain largely the 


same as it was under the old manage- | 


ment: for instance, G. E. 
nephew of A. 
dent and who ha® been acting as sales 


manager, has been made a member of 


New Plant Being Built by 
F. E. Myers & Bro. Co. 


F. E. Myers & Bro. Co., Ashland, 
Ohio, manufacturers of pumps, hay 
tools, ete., will erect a new five story 
factory building, which will be 176 
ft. long, and 68 ft. deep. 


increasing business. Modern construc- 


Felton, | 
P. Felton, former presi- | 


This addition | 
has been made necessary by steadily | opened a new store and request manu- | 
'facturers and jobbers to send catalogs | 





the new board of directors and definitely 
made sales manager of the company. 


kt’. H. Appleton will continue as man- | 


ager of retail stores. C. S. Robbins 
will continue as purchasing agent, etc. 
In fact, Wadsworth, Howland custom- 
ers will continue to do business with 
the same men in the Wadsworth-How- 
land Company that they have been ac- 
customed to dealing with in the past. 


It might be well to add that more | 


capital has been added to the corpo- 


ration which will enable the new offi- | 


cials to greatly increase their present 


facilities and render a more prompt 
and efficient service to Wadsworth, 
Howland customers. 

President Phillips stated that no 


changes will be made in the present 
method of operating the business and 
that the same policies that have been 
so successful in the past will be con- 
tinued. 

The business of Wadsworth, Howland 
Company, Inc., will be carriéd on under 
the same name and operated as a dis- 
tinctly separate manufacturing and 
sales unit from the Devoe organiza- 
tion. It will continue to produce mer- 
chandise under the well-known and fa- 


vorably regarded Wadsworth, Howland | 


formulas and brands, thus assuring to 
the consuming public the same quality 


of merchandise they have been accus- | 


tomed to receive from this company in 
the past. 


used throughout the new plant build- 
ing. 


Catalogs Are Requested by 
D. M. Boyd & Co. 


D. M. Boyd & Ce., 1204 Ninth Ave- 
nue, Hickory, N. C., have recently 


on hardware, farm implements, etc. 
































Heisey Issues Booklet on 
Moon Gleam Ware 


A. H. Heisey & Co., Newark, Ohio, 
manufacturers of Heisey’s Glassware, 
has issued an attractive illustrated 
booklet on its product Moon Gleam 
Ware, which shows just a few of the 
three score items made in this line. 
These include candlesticks, crystal 
bowls, bouillon cups, vases, decanters, 
bonbon dishes, etc. 


C. B. Everson Is Dead; 
Was Syracuse Merchant 


Charles Brown Everson, aged 68 
years, a former member of the firm of 
Everson and Company, Syracuse, N. 
Y., hardware merchants, died at his 
home in that city Oct. 19, following an 
illness extending over a period of five 


years. 

In 1888 Mr. Everson organized the 
hardware firm of Everson and Com- 
pany and had been connected with that 
organization continuously until its dis- 
solution some ten years ago. 


Secretary Talmage Preparing 
Montana Convention 
Program 


Secretary A. C. Talmage of the Mon- 
tana Implement and Hardware Asso- 
ciation, is preparing the program for 
that organization’s 1926 convention, to 
be held in Great Falls, Feb. 18, 19, 20. 
A souvenir program containing a 
classified list of all members will be 
issued. Advertisers in this bulletin 
will receive reports on crop conditions 
and other agricultural conditions as 
issued from the State Extension De- 
partment of Agriculture. 


Mrs. Charles Bruhns Dead 


Mrs. Charles Bruhns, wife of Charles 
Bruhns, president of the Metropolitan 
Hardware Association, died Oct. 21. 
Funeral services were held at 152 
Amsterdam Avenue Sunday afternoon, 
Oct. 25, and burial was made at the 
Lutheran Cemetery in Long Island. 


H. F. Whidden Dies 


Harry F. Whidden, owner of the re- 
tail hardware firm of A. H. Whidden 
& Son, Ine., Peabody, Mass., died Tues- 
day, Oct. 27. in his fifty-third year. Mr. 
Whidden’s father established the busi- 
ness many years ago and upon his 
death it was taken over by the son. 
Mr. Whidden has been in poor health 
for some time and only recently was 
confined in a Boston hospital. He was 
widely known all over New England 
as a man of sterling business character 
and magnetic oversonalitvy. Funeral 
services were held Thursdav. Oct. 29, 
at Peabody and were attended by nu- 
merous hardware firm representatives. 





tion and up to date equipment will be | 
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A Christmas leader that leads 


The three lamps shown 
_above are from our ex- 
tensive stock of special- 
ties. Each lamp has a base 
of richly tinted glass 
(in assorted colorings— 
yellow, rose, and black), 
an 8" hand decorated 
shade of parchment to 
match, and all necessary 
electrical fittings, includ- 
ing a two-piece plug and 
ample length of silk cord. 


HARDWARE AGE 





UST in time for the holiday trade, we are able to 

offer a distinctive line of exquisite art boudoir 

lamps that will brighten your Christmas business 
with virtually no selling effort. 


When we say that these strikingly beautiful lamps 
can be retailed— complete as pictured—for approxi- 
mately two dollars each, and still yield a highly 
satisfactory profit, nothing more need be added. 


If you are not already acquainted with FisHER-BRUCE 
Service, this is a splendid opportunity for you to 
form a valuable, new business friendship. As leading 
importers of fine china and allied specialties, FisHEr, 
Bruce & Co. are able to offer you, at all times, the 
very cream of the world’s production. . . . And with 
our exceptional warehousing service it does not 
take a whole lot of money, or a whole lot of space, 
for you to operate a splendidly profitable china- 


ware business. 


Write us, today, for complete details. 


FISHER, BRUCE é& CO. 


Importers and Wholesalers 


Sales Offices: 219-221 Market Street, Philadelphia 
Warehouses: 225 Church Street; 210-212 Filbert Street 


~) 
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Corner Stone for New Building Laid 
by Hibbard, Spencer, Bartlett & Co. 


FT. HE corner stone of Hibbard, Spencer Bartlett & Co.’s new 
. office and warehouse, 211 East North Water Street, east of the 
Michigan Avenue Bridge, Chicago, Ill., was laid Nov. 2 by the 


officers and board of directors of the corporation. 


William Gold 


Hibbard, 3d, grandson of the founder and William Gold Hibbard, 
4th, aged three, great-grandson of the founder, also assisted. 


The trowel which was used to lay the 
cornerstone is the same trowel used in 
1902 by the founder, William Gold Hib- 
bard, assisted by A. C. Bartlett and 
C. H. Conover, in laying the corner- 
stone of their building at State Street 
bridge which is now being wrecked to 
make way for the new boulevard, to be 
called Wacker Drive. 

Hibbard Spencer Bartlett & Co.’s 
new building will contain about one 
million square feet and is the largest 


—_—- 


New Lines Added by 


Continental Wood Screw Co. | 


In addition to its complete line of | 


i 
| 


wood screws, the Continental Wood 
Screw Company, New Bedford, Mass., 


has recently added a full range of ma- | 
chine screws, drive screws, stove bolts | 


(National Standard), sink bolts, nuts, 
escutcheon pins and various other prod- 
ucts to their line. 


Catalog and sam-. 


| 
| 





building in the world used exclusively 
for warehousing and wholesaling hard- 
ware, tools, cutlery, sporting and gun 
goods. 

In 1855 the firm of Tuttle Hibbard & 
Co. was founded and in 1865 became 
Hibbard & Spencer. In 1871 the stock 
was destroyed by the great Chicago 
fire. Ten years later it was incorpo- 
rated under the name of Hibbard Spen- 
cer Bartlett & Co. 


ful retail salesmen who are in the em- 


_ ploy of Royal dealers in various parts 
of the country, give the book both in- 


| terest and value in the eyes of anyone 





i 
i 
| 


ples will be furnished to any request- | 


ing them at the address given. 


Mother of Fayette R. Plumb 


Dies in Atlantic City 





The many friends 
Plumb, president Fayette R. Plumb, 
Inc., Philadelphia, will regret to learn 


' 


of Fayette R. | 


of the death of his mother, Mrs. K. C. | 


Plumb. 


Mrs. Plumb passed away at Atlantic | Cé ; 
| Eagle, Brooklyn, N. Y., is particularly 


City, N. J.. Nov. 5. 


New Geier Handbook 


The P. A. Geier Company, Cleveland, 
Ohio, has just issued a new 40-page 
sales manual entitled, “Royal 
Methods, a Handbook of Success,” 


| 


_and the fact that 


Sales | 


which ably covers the subject of house- | 


to-house salesmanship. 

While written primarily for those 
selling the company’s Royal electric 
cleaner, there is much solid “meat” in 
this manual for any dealer or-:salesman 
in the electrical appliance field. Chap- 
ters on the art of demonstrating, on 
the strueture and care of rugs, and the 
half-dozen pages of practical hints 
contributed by some eighteen success- 


Reading matter continued on page 78 





engaged in the difficult art of house- 
to-house salesmanship. 

“Royal Sales Methods” is of handy 
pocket size, 4% in. x 7% in., and is 
profusely illustrated with photographs 
taken especially for this manual. 


McGowin-Lyons Issue Catalog 
on Hardware-Mill Supplies 


McGowin-Lyons Hardware.& Supply 
Co., Mobile, Ala., has issued a new 
catalog, known as No. 25, covering the 
full line of mill supplies and hardware 
distributed by the firm. 

This new catalog, printed by the 
catalog division of the Brooklyn Daily 


noteworthy because of its completeness 
its arrangement 
greatly expedites reference. 

The book, which contains $80 pages, 
is profusely illustrated, and unusually 
well bound and printed on an excellent 
quality of paper. 


Way Electric Drill Business 


Bought by Goodell-Pratt 


Goodell-Pratt Co., Greenfield, Mass., 
has purchased the electric drill busi- 
ness of the A. F. Way Co., Hartford, 
Conn. At the present time this line 
consists of only two sizes of drills. 
Others, however, have been developed 
and will be ready for delivery soon. 














A. B. Peavey Dead 





Was Veteran Hardware Salesman 


Well Known Among Jobbers 


Albion B. Peavey, vice-president and 
general sales manager of G. F. Wright 
Steel & Wire Company, Worcester, 
Mass., died in Memorial Hospital, 
Worcester, Oct. 22. 

His death was due to complications 
which arose following a slight surgical 
operation that was performed just pre- 
vious to his starting on his annual trip 
amcng hardware jobbers and dealers in 
the South. He was forced to give up 
his trip at Baltimore and returned to 
Worcester for treatment, to which 
treatment he did not respond. 

Mr. Peavey was well known in the 
hardware industry; in fact, all his busi- 
ness life was spent in the hardware 
field. He was born in Lubec, Me., 63 
years ago, and in young manhood went 
to Sioux City, Iowa, where he entered 





A. B. Peavey 


into the retail hardware business and 
later traveled along the Missouri River. 

About 25 years ago he became con- 
nected with Reed & Prince Mfg. Co. 
of Worcester as a salesman. In 1906 
he began service with Wright Wire 
Company, covering the trade in New 
England and the South. When this 
company merged with other wire com- 
panies into Wickwire Spencer Steel 
Company he remained in the sales de- 
partment until 1921, when he became 
vice-president and general sales man- 
ager of G. F. Wright Steel & Wire Co. 

Mr. Peavey enjoyed a very extensive 
acquaintance in the hardware trade. 
He was a genial personality and one 
who made friendships quickly and held 
them. Long a prominent figure in the 
hardware selling field, he was a type of 
reposed 


salesman in whom _ jobbers 
deepest confidence. 
There were funeral’ services’ in 


Worcester, Oct. 23, followed by burial 
in Baltimore. 

Mr. Peavey leaves a_ brother, a 
daughter and two grandchildren. 
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Also makers of the 
famous APEX 
Vernier Dials and 

APEX Rheostat 
Dials. 
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HE stirring, martial music of a band 

—the soft, mellow harmony of a 
violin —the pure, sweet notes of a 
human voice, away off in the dis- 
tance, dimmed by thousands of miles, 
come in on APEX Receiving Sets at 
the flood-tide of volume. 


The beauty of design and hand- 
some, flawless finish of APEX 
Receiving Sets are as alluring as their 
perfection of operation. 


Dealers who are interested in 
increasing and maintaining profitable 
trade, should investigate the many 
advantages provided by the APEX 
co-operative plan. Write for com- 
plete details. 


APEX ELECTRIC MFG. CO. 


Dept. 1135 


1410 W. 59th St., 














Entertainer 


Price $22.50 








Apex De Luxe 
rice $135 
























Apex Super Five 
Price $95 
without accessories 





Apex Baby 
Grand Console 
Price $225 





Apes Console Apex Utility 
ntertainer Radio Table 
Price $27.50 Price $75 


Prices West of Rockies Slightly Higher. Canadian Prices Approximately 40% Higher. 
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To Enforce Peddler Law 


in Minneapolis, Minn. 
The 


enforcement of a new city 
requiring all house-to-house 
to procure a license and wear an identi- 
fication badge. 

The ordinance was passed as a result 
of the large number of citizens who 
kad been victimized by solicitors who 
collected money in advance for thei 
wares and the police are appealing to 
the housewives of the city to report 
any violations of the law. 

The license fee is $2 and applications 
are made at the city license bureau. 
The penalty for violation of the ordi- 
nance is a fine of not more than $100 
or more than 90 days in jail. 





_by Twin Cities Dealer 
After a trial of about two years it | 
has been decided to abandon the pres- | 
ent organization of the Twin City Re- | 
tail Hardware Association made up of 
the dealers from Minneapolis and St. 
Paul. It is now planned to organize 
separate associations in each city and 
te hold joint meetings twice a year. 
The reason for this change was the | 
extreme difficulty in getting a repre- 
sentative attendance from either city | 
when the monthly meeting was held in 
the other city, the original plan calling | 
for the meeting place to alternate be- | 
tween the two towns. | 





Christmas Package Offered by 
National Carbon Co. 


A new Christmas package of Eveready 
flashlight cases is being offered to the | 
trade by the National Carbon Co., Long 
Island City, Long Island. Ten cases of | 
different sizes are mounted on a paste- | 
board card for display on a showcase. 
The cases are without batteries. 





National Lamp Div. Offers | 
New Frosted Bulb 


A new electric lamp of the inside 
frosted type of 100 watts capacity was 
placed on the market Nov. 1 by the 
National Lamp Division of the General 
Electric Co. This is the second of this | 
new type of lamps to be brought out, 
the first being 25 watts, and will re- 
place five other numbers ranging from 
io to 100 watts capacity. 





Dealer Convention Held by 
Roehmhildt Paint Co. 


More than sixty representatives of | 
paint stores in surrounding territory 
attended a dinner on Oct. 28 at the 
closing of the second annual convention 


of dealers of the Roemhildt Paint Co., | 


chief of police of Minneapolis | 
has just issued a statement through | 
the local newspapers promising a rigid | 
ordinance | 
peddlers | 


| 127 East Third Street, Dayton, Ohio. 
Attorney William G. Pickrel made a 
| brief address at the dinner, which was 
| followed by a theater party. Walter G. 
Davidson, president City National 
Bank, Dayton, was the principal speak- 
er at the afternoon session. Rudolph 
Roemhildt, president of the company, 
delivered an address of welcome. J. B. 
| Carson, secretary Ohio Hardware As- 
sociation, also participated on the pro- 
| gram. 


W. N. Sweet Opens Agency 
Hardware Lines Desired 


W. N. Sweet, formerly president of 
the Sweet-Teller Hardware Co., Boise, 
Idaho, is planning to open a manufac- 





| friends, 


turer’s agency for the Boise district, 
and is desirous of obtaining several 


_ good hardware lines for that territory. 


Joint Organization Disbanded | - 


W. N. Sweet 


“Bill” Sweet, as he is known to his 
is a hardware pioneer of the 
West. For years he has been promi- 
nent in retail hardware circles and per- 
sonally known to every hardware mer- 
chant in the Idaho district. He is a 
past president of the Idaho Retail 
Hardware and Implement Association. 


John H. Harburg Dead 


John H. Harburg, secretary and 
director of the Wright & Wilhelmy 
Co., Omaha, Neb., recently died in that 
city. Mr. Harburg had been connected 
with the company for 44 years, and 
in addition to his business activities | 
was prominently identified with the 
civic and religious affairs of the com- | 
munity in which he lived. 


Reading matter continued on page 80 





charger 


general catalog on small tools. 


listed. 


Williams Elected President 
Pittsburgh Steel Co. 


Homer D. Williams, for the last ten 
years president of the Carnegie Steel 
Co., today was elected president of the 
Pittsburgh Steel Co., Pittsburgh, Pa., 
succeeding D. P. Bennett. Other offi- 
cers named at the reorganization meet- 
ing of the directors were Emil Winter 
and Edward H. Bindley, vice-presi- 
dents; H. J. Miller, secretary, and W 
C. Reitz, treasurer. 














Radio Encyclopedia Issued 
by Ludwig Hommel Co. 


The Ludwig Hommel Co., 929 Penn 
Avenue, Pittsburgh, jobber for electric 
appliances and rectigons, has just issued 
a new publication, Encyclopedia of 
Radio Apparatus. This catalogue, No. 








| 466, describes the various Westinghouse 


electric appliances such as the auto- 


matic iron, the waffle iron, the electric 


range, and also the rectigon battery 
and meter service switches. 
The Radiola, Radiola loudspeakers, the 
Fada Neutradyne, and all the various 
parts needed in radio equipment, are 
outlined in this publication. 





Carl C. Bain Succeeds 


His Uncle as President 


Carl C. Bain, who was associated with 


| his uncle, the late B. F. Bain, founder 
'and 5 ge gag of the Wolverine Supply 
& 


Mfg. Co., Pittsburgh, for 13 years, 
‘has been elected president and treasurer 


of the company to succeed his uncle. 


_James S. Lehren has been elected vice- 
president and assistant secretary and 


| Joseph P. Schmitt secretary and assist- 


ant treasurer. Mr. Lehren has been 


'with the Wolverine Co. for 12 years 
‘and Mr. 
_company reports business to be opening 


Schmitt for 10 years. The 
up nicely and the management is look- 
ing to very busy times between now 
and Christmas. The company’s export 
business, which was pretty seriously 
disturbed during the war period, is 
steadily working back to pre-war pro- 
portions. 





New Catalog Is Issued on 
Small Tools, ete. 


The Greenfield Tap & Die Corp., 
Greenfield, Mass., has issued a r~ 

n 
page 13 the company’s new method of 
packing screw plates for the domestic 
jobhers, is fully described; on pages 64 
and 65 ground thread taps are listed 
in full, on pages 173 and 174 new sets 
of twist drills are shown and on page 
°96.. Little Giant pipe wrenches are 
The Company’s line of gages 
has been included and also the line of 


. bolt and pipe threading machines. 
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AMERICAN : 
Ready-Lite Lamps 


: No torch, no alcohol—Light with a Match 
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i Ready-Lite No. 253 Ready-Lite No. 254 x 
: ) , : ae : 
i American Ready-Lite Lamps have several unique and distinctive Er 
features, the most important of which is the construction of the c 
i match lighting generator. H 
It is a straight tube which does not readily clog with impurities con- E 
i tained in the gasoline. ‘That makes it last longer. It saves mantlés x 


because it is easily removed and replaced without breaking them 


























i and its simplicity makes it cost less, all of which means greater R 
i economy and satisfaction to the user, easier sales and more profits k 
r to the dealer. i! 
f American Ready-Lite Lanterns are made just like the lamps with i! 
i wind, rain and bug-proof mica globes. They are best—and safest— Ff 
H for every purpose for which a lantern is used. Ff 
a A post card request will bring full particulars about our exclusive dealer-agency K 
4 proposition. f 
| American Gas Machine C : 
merican Gas Machine Company, Inc. 
+ Albert Lea, Minn. New York, N. Y. £ 
r; Ses eSeSeSeseseSeSeSeseSeSeses ese SeSeS esos SeSeseseSeSeSESeSESeSeSESaSesaSaSes esas esas asasesesasaseSe Se SesasasesesssaGsSaSaGah ARETE 
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This handsome, 
antique - gold, 
picture - frame 
display stand 


Cash in on the 


OVER TWENTY MILLION CONSUMERS ARE READING ABOUT 
LA CROSS 







FREE 


great consumer campaign! 


Display La Cross sets in 


this handsome stand! 


DISPLAY is what sells the La Cross line. 
Over and over again dealers everywhere 
have proved this to their profit. The enor- 
mous demand for La Cross brings people 
into your store. That demand is created by 
our great consumer advertising campaign. 
37 per cent increase in appropriation over 
last year’s. Show your customers La Cross 
sets in this handsome, antique-gold, picture- 
frame display stand and that’s all there is to 
a sale. We will send it to you free—with an 
order for No. 14 assortment of 14 sets at 
$42.45 or its cash equivalent. 

La Cross is the only nationally advertised 
manicure implement and set line in the 
country. From coast to coast people are ask- 
ing for La Cross. Handle the La Cross line. 
It really sells. It is quality clear through. 
Popular prices. You get an attractive mar- 
gin of gross profits. 

Clip the coupon below and we will send 
you the handsome display stand—free. 


SCHNEFEL BROTHERS, Newark, N. J. 


New York Showrooms 


1270 Broadway, at Thirty-third Street 


j= @ ©¢& "~“esceeewreceaecevec eee eee See eeeeeeneaeeeeeaneoeoozveaoeoaaonaoneaeoaeae2ee2” 


La Cross 


SCHNIFEL BROTHERS, 
Newark, N. J. 


Gentlemen: 


Please send me free of charge the 
display stand, pictured above, with 
assortment No. 14 at $42.45. 


NAIL FILES 


TWEEZERS SCISSORS 
NIPPERS 
MANICURE SETS 


eeeeveeveeeeveeeeeseesneeeseseeeee 



























Hyco Brand 
Forks—one large 
and one small, 
Will handle all 
kitchen require- 
ments. 


Py 


A good fork is a 
Kitchen necessity 


Hyco Brand steel forks are 
made to give year-in and 
year-out satisfaction. When 
you sell Hyco Brand forks 
you are building good will 
for your store. They give 
absolute satisfaction always. 


Hyco Brand Kitchen Cutlery 


a complete line—ten tools in all 


Here you find a tool for every kitchen 
need. A line that sells fast and earns 
the dealer a fair profit. Made in stain- 
less or carbon steel with white or black 
glazed rubberoid or friction-burnt maple 
handles. Securely riveted. 

Write for particulars on how to build 
up cutlery business on the Hyco line. 


Hyde Manufacturing Co. 


Southbridge, Mass., U. S. A. 




















CHRADE ()AFETY 
Push Button knife 


aN No Lr Calin 1Gof 
m» finger na 45 


ic aed td 
Lock 


Sure to seli on sight. 
Absolutely safe in pocket and in use. 
or convenience you can’t beat it. 
Easily operated with one hand. 
he safety slide locks the button. 
ou can't afford 1o be without it. 


rence FVERLASTINGLY SHARP marx 
Schrade Cutlery Co, 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. ¥.. Middletown, N. Y. 
Main Office: Walden, N. Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 
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Observations of 
A Cutlery 


Salesman 
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OU will find in- 
spiration fer at- 
tractive Thanks- 

giving Trims in these 

splendid displays. The 
window, to the left is 
that of Bannister & 

Pollard, Newark, and 

the display case that of 

the Flohr Hardware 
Co., Bucyrus, Ohio 











Stainless Steel Cutlery 


Influence Upon Sales 
By JOHN CASSIN 


has been stainless steel—especially when 
offered in kitchen, household and table 
cutlery. 
Merchants who have featured stainless steel 
cutlery have enjoyed a big increase of sales. 
The apparent advantage of bright, clean 
cutlery without labor appeals strongly to house- 
keeper and maid. Stainless has raised the stand- 
ard of the household cutlery business. It is the 
factor that has done more than any other to take 
this part of the cutlery business away from the 
heretofore dominant question of price. Stainless 
has enabled more sales at a higher range of 


QO NE of the stimulants to the cutlery business 


prices, resulting in a more satisfactory margin. 
It is a standout feature that appeals to all house- 
keepers and workers who not only gladly pay 
more for stainless but also buy more pieces of 
it than they have or would buy of carbon 
steel knives. The best advertisement for stain- 
less steel cutlery is the kitchen paring knife— 
an asortment of these knives ranging in price 
from 25c. to 65c. each is one of the best means 
to use to attract attention to the complete assort- 
ment of stainless. The woman who doesn’t know 
about stainless and hasn’t any thought of buying 
a kitchen knife will buy one or two stainless 
knives when they are brought to her attention— 
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and then she will be like the young bride who 
is always adding to her silverware—she will find 
stainless so satisfactory she will soon be doing 
as thousands of other women are doing, con- 
stantly adding to her assortment of stainless 
knives. She will find need for household, butcher, 
slicer and carving knives that she would probably 
never have thought of buying, were it not for 
stainless. The hardware business can profitably 
use the great sales accelerator given them by the 
stainless steel cutlery makers. , Too much stress 
cannot be laid upon the opportunity for good 
sales offered by stainless. So that no one will 
form an erroneous or hasty impression and think 
that I mean to use stainless to advocate higher 
prices, I wish to emphasize that entirely aside 
from the new manufacturing equipment cutlery 
makers have had to install to permit of properly 
working stainless and the advance in cost of 
stainless over carbon steel, there is considerable 
increased manufacturing cost due to extra time, 
labor and skill required to work stainless steel, 
especially in tempering, hardening and grinding. 

Ordinary cutlery steel is usually hardened at 
about 1400 deg. Fahr. whereas to properly 
harden stainless steel it is brought to a heat of 
about 1825 deg. Fahr. After proper hardening 
great care has to be exercised in grinding so as 
to avoid “grinders’ scorch.” More care and 
greater degree of skill is required to obtain per- 
fect stainless steel cutlery than need be used in 
the making of the lower priced carbon steel 
knives. 

At the present time most of the leading manu- 
facturers are making good assortments of stain- 
less steel paring, butcher, carving, cook, slicing 
and table knives. Stainless has made possible a 
big increase in the sale of the better grades of 
steel knives and forks, though I believe that 
eventually the best sellers will be sets comprising 
stainless steel white handled knives with all 
metal silver plated forks. Stainless steel table 
knives permit of having sharp steel knives to 
use with meat, at the same time eliminating the 
necessity of scouring them. It might be well to 
keep in mind that scouring and cleaning carbon 
steel knives had a tendency to keep them sharp, 
now that objectionable operation being no longer 
necessary, it is desirable to supply the means to 
sharpen stainless knives; fortunately there are a 
number of knife sharpeners on the market, but to 
avoid spoiling good cutlery I suggest you avoid 
freak sharpeners—handle those made by repu- 
table manufacturers whose business it is to sup- 
ply sharpening machines and stones. 

For the average store I suggest the following 
small assortment of stainless steel cutlery: 


Several Patterns of Carvers. 

Kitchen Paring Knives to retail for 25 cents, 
30 cents, 50 cents, 65 cents. 

Household Butcher Knife, 6 inch. 

Two Patterns of Kitchen Carvers. 

Two Patterns of Kitchen Slicers. 

Three Sizes of Cook Knives, 8 inches, 10 inches, 
12 inches. 

Kitchen Cook Fork. 

One or Two Patterns of Lunch or Picnic Knives. 

Fruit Knives, Regular and Grape Fruit Pat- 
terns. 

At least one and possibly two Price Grades of 
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Table Knives and Forks, packed in Display Cases. 

Steak Pattern Knives will sell best. These 
knives go well with Silver Plated Forks. You 
can also obtain Plated Handle Stainless Steel 
Blade Knives packed with all metal Silver Plated 
Forks. 

This is a small assortment of merchandise, 
easily shown and quickly appreciated, nearly 
every retail hardware dealer can use this mer- 
chandise as an effective appeal for womens’ 
trade. An old effective way to attract attention 
is to show some of these knives stuck in lemons, 
grape fruit and other things that stain ordinary 
steel knives. 

A few stainless steel pocket knives have been 
offered and I have seen illustrations of stainless 
blade razors. Owing to the manufacturing prob- 
lems involved and the difficulty of hardening and 
grinding small pocket knife blades the question of 
the desirability of stainless steel pocket knives 
will be left for the individual manufacturer, job- 
ber and retailer to decide. Pocket knives made 
of stainless steel may find a ready sale when dis- 
tributors and retailers are satisfied that the 
blades will give the all-around abusive service 
asked of carbon steel blades. As there is neither 
the need to any extent, or the demand for non- 
rusting, non-staining pocket knives that there is 
for the household knives in daily use, the develop- 
ment of stainless pocket knives if carried any 
further will probably progress slow enough to 
assure them being satisfactory. 

Stainless steel has been a big thing for the 
household cutlery business, of which there will 
be for some years to come a steady increasing 
demand. One of the principal arguments in favor 
of spreading information about an industry and 
business is that knowledge demands use; give 
people knowledge and you will note their use of 
it. At least, it drives away the negative factor 
of indifference which breeds carelessness. The 
more knowledge the people have of any subject 
of merit the faster and stronger will that subject 
grow. “The Wisdom to Know—The Power to 
Do” creates the “Selling Vision that Eliminates 
the Errors of Omission.” 

Several instances have occurred recently that 
will serve to illustrate what occurs where knowl- 
edge or information is lacking. 


What He Didn’t Know 


A man in Mt. Carmel, Pa., told me that he 
knew the kind of pocket knives that could be sold 
there. The highest priced knife in his case was 
marked $1.10. His competitor, who seemed to 
be doing more business, had several patterns 
priced $1.50, $1.75, $2.00 and $2.50. Said he 
sold many $1.50 and $2.00 knives. 


Automobiles versus Harness 


A man in Scranton said—‘*‘No—we don’t han- 
dle punch blade knives—no more sale for them 
since the passing of the horse.” Down the street 
I saw a display of punch blade knives with a sign 
stating that punch blade knives were the best 
spark plug cleaners made. The salesman said: 
“Surely, we sell lots of them. Every automobile 
owner ought to have one; also good knife for 
the farmer.” 

Two boys walked into a Wilkes-Barre store; 
the spokesman asked for a Scout knife with a 


Reading matter continued on page 84 
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Give a thought to your Christmas stock 


The Gillette Safety Razor is by no means a seasonable article and yet if at any time the 
sales increase it is at the gift giving time of Christmas. At this time especially the New 
Improved Gillette Razor is in demand. A satisfying selection is easy from a variety of 
styles and cases. 








Our before Christmas advertising will 
carry the gift appeal of these razors 
into the homes of your customers. 
The cumulative effect of year round 
Gillette advertising concentrated on 
this buying season. Suggestion will 
sell the New Improved Gillette. Fur- 
nish this by using the New Improved 
Display pictured. 


If You Do Not Have This 
Display Send for Number 1-TV 


Gillette Safety Razor Co. 
Boston U. S. A. 























—a stainless paring knife 
retailing at 15c— 


Our new prices make, it possible 







You can sell this knife with per- 
fect confidence. 


Well-made and finished all 
through, from its keen, polished 
214” blade to its smooth, lustrous 
rubberoid handle. 


GENCO S-113 


sold 
ees The handsome blue and yellow 
w pers ers display box shows twelve knives 
only to greatest advantage. 


Geneva Cutlery Corporation, Geneva, N. Y. 


‘‘Honest Workmanship on Fine Steel” 
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compass on the handle. The clerk said he didn’t 
have one; the boys walked out grimly. 

I followed them to the next store where they 
made the same request. The salesman showed 
them a Scout knife without the compass, at the 
same time placing before them a compass and ex- 
plained the advantages of having them separate. 
The boys bought both and walked out smiling. 

Before leaving this subject I want to again say 
that price on cutlery has been over-emphasized. 
It appears that many buyers have been prone to 
give cutlery the same mental treatment they ap- 
ply to staple, competitive merchandise. While 
price is alwavs a factor; it is never the dominani 
factor or influence in selecting or offering mer- 
chandise that properly falls under the heading of 
creative sales commodities. Keeping price in the 
foreground has curtailed the sale of cutlery as 
well as keeping the average sales price lower than 
it should be. When offering cutlery-—offer qual- 
ity, service, workmanship and finish—doing so 
will increase sales and raise your average. 

In this day we hear a lot about the cost of doing 
business and saving enough margin. As applied 
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to cutlery I think as much margin is used up by 
poor, easy buying as is lost by apathetic selling. 
One of the little ways to save margin is to avoid 
buying duplicate lines of cutlery—also avoid the 
imitation items like safety razor blades made to 
fit well known makes of razors. It isn’t reason- 
able to believe these blades are of as good quality 
as the original manufacturer’s, who has a reputa- 
tion for quality to maintain. Nor is it reasonable 
to believe that anyone can increase good will by 
offering or selling substitutes. 








é 

“In forty-nine years I have not been away 
more than a day and a half’s journey from my 
store,” says James S. Coward, the proprietor of 
one of New York’s best known and most success- 
ful retail shoe stores. Suecess, it would seem, 
is not dependent upon one’s ability to galivant 
about the country. 
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Stag 
or 
Horn 
Handles 








Thorough-bred Americans 





& ONTARIO KNIFE COMPANY 


Carbon 
or 
Stainless 
Blades 


Franklinville, N. Y. 














SCISSORS 
and SHEARS 


“Famous since 1874” 


i 












No. 731 OVAL 
in sizes 6, 7, 8, 9, 10 inch 





The very latest in display cards and box assortments. 
Fair prices Prompt shipments. The largest pro- 
duction in the World. 


THE ACME SHEAR COMPANY, INC. 


BRIDGEPORT, CONNECTICUT 











SHUMATE 





More Than 50,000 Dealers Sell 
Shumate Straight Razors 
Do you? If not send for Catalog E. 
Shumate Cutlery Corp., St. Louis, Mo. 


Established 1884 

















STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None aell so readily to 
Barbers and Horsemen. We 
make both kinds. 


American Shearer Mfg.Company 
Nashua, N. H. 








SHOE SLOYD 
KITCHEN K N I V i ws OYSTER 

evens EL PPE 
HANGERS’ Send for Catalogue MAKERS’ 


Paper Hangers’ Knife 





Robert Murphy’s Sons Co., 


be ot ” Ayer, Mass. 
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Maintaining a Leadership 


(Continued from page 48) 


back the sidewalk and excavate a generous open- 
ing in front of the cellar wall and protect this 
with a railing. Then the stone wall was removed 
for a sufficient space to permit two generous- 
sized show windows. Instead of the usual show 
space back of these windows, there was arranged 
two fair-sized rooms, which the window shopper 
looks down upon from the sidewalk railing. At 
the time of this writing, one of these rooms was 
fitted as a dining room, with a liberal display 
of china, centered around a table set for four 
persons. The other room displayed cooking ware, 
with some toys on one side to indicate the ap- 
proaching holiday season. 

It is the intent that these rooms shall in turn 
display dining room, kitchen, laundry equipment, 
with lamps, toys and other articles sold in the 
basement, as incidental displays. A woman pre- 
sides as permanent sales force in this basement. 
Among the ‘newer departments is an electrical 
appliance counter. This display is, for the pres- 
ent, secondary to the appliance display in the 
main store, but hopes are entertained that it may 
become the chief display in this line. 

a speaking of the women’s store, Mr. Taylor 
said: 

“It is sometimes a bit difficult to make women 
shoppingly conscious of a new venture like this 
women’s store in a hardware store like ours. We 
are planning some innovations. We are not lead- 
ers in breaking down the hnes of merchandise; 
we are leaders in maintaining our right to sell our 
old lines as they develop new features. 

“Recently we have had a development of the 
modern drug store. It has not seemed to us that 
hunting ammunition was a part of drugs, nor 
that electrical appliances belonged in the drug 
store. However, it is their privilege to sell what 
they please to sell, as well as it is our privilege. 
We have been thinking seriously of introducing 
a line of cosmetics that are so necessary in the 
every-day life of the modern woman, into our 
feminine store and perhaps we can make prices 
on standard lines of these toilet acccessories that 
will bring many new visitors into our women’s 


store.” 
On Mail Order House Competition 


True & Blanchard, like every other store, have 
the mail order buyer to consider. Mr. True came 
to this conclusion: 

“The mail order store sets up certain definite 
factors and then acts definitely on these factors. 
This mail order merchant says, in effect: ‘I have 
certain merchandise in my warehouse that I will 
sell to you at this price if you will pay cash and 
delivery expense from my door for goods in orig- 
inal package quantity.’ 

“We were not trying to do business on those 
terms. We were trying to do business on a 
friendly service basis. We must continue to do 
business on these terms, but to meet the prices 
offered to people who wish to pay cash and ac- 
cept delivery of original packages of goods at our 
doorstep, we set up the ‘Cash and Carry’ ware- 


house. Here we are meeting the mail order mer- 
chant in prices and terms. 

“We have priced our roofing, furnaces, heavy 
hardware and farm supplies on a basis of origi- 
nal package delivery for cash. We have a sched- 
ule for credit sales and for delivery. The deliv- 
ery charges, as well as the credit price charge, 
are just about sufficient to cover the cost of this 
service, but they easily show the difference be- 
tween a store door delivery charge and the usual 
selling price. 

“We believe that this experiment is going to 
work out, but it has not been in practice a suffi- 
cient time as yet to warrant a positive opinion.” 


An Experiment in Selling Heat 


This year Mr. True is trying an experiment in 
his store building that may have a great bearing 
upon the winter life of the people of his com- 
munity. For several years he has been studying 
oil burners as house heaters, for heat is impor- 
tant on the northern border of Vermont, ahd 
freight rates make coal prices high. The need 
for a substitute is a real one. Recently Mr. True 
discovered an oil heating outfit that he believes 
will answer the needs. But he did not order any 
of them to be sold; rather, he ordered one to be 
installed in his store building, where he is giving 
it the laboratory test. After this winter he will 
know whether this outfit is one that he wants to 
sell with his personal recommendation. 

At the time of the visit to the True & Blan- 
chard store, several sales that would be consid- 
ered unusual in some stores for that size com- 
munity, were being closed. A $10,000 steam heat- 
ing installation was nearing completion; meas- 
urements had been taken for a hot air furnace 
for a large residence and the pipes were being 
completed. This sale was on the cash and carry 
plan, but an additional service of a man to locate 
the radiators and another trip to see that every- 
thing was o. k. and to start the furnace, was sup- 
plied. An electric range had been delivered and 
was to be installed. . 


Then Came Radio 


Some years ago Mr. True listened to an in- 
genious employee who was interested in wireless 
and after listening at this man’s home-made ap- 
paratus, he allowed him to put in a $25 stock of 
wireless parts to sell. The turnover was rapid and 
losses were avoided by careful buying. Mr. True 
became interested in wireless, followed through 
with developments and when receiving sets came 
on the market, he listened to many sorts and 
finally selected one to sell. Then he became a 
jobber and this fall he did something rather 
unusual for a man who had been for 41 years a 
retailer, by holding a radio dealers’ convention. 

He got this idea after attending the jobbers’ 
convention at the Atwater Kent factory. He 
figured that if he was one of two jobbers in this 


(Continued on page 112) 
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General Market News 





Hardware Credits Improved; 
Building Needs Heavy; 
Holiday Lines in Demand 


in the important 


hardware market centers is one of the outstand- 
ing and encouraging features of current reports. 
City trade is showing a decided improvement, and 
rural and suburban dealers report consistent and sat- 


[ haraware credit conditions 


isfactory volume. 


Building is good in most parts of the country, which 
accounts for the heavy demand for finishing hardware, 
building and roofing papers, and the necessary car- 


penters’ tools. 


Building activity is also partly respon- 


sible for better employment, which, of course, is a con- 


tributing factor to the improved credit situation. 


Re- 


ports also indicate that industrial employment is satis- 
factory, and as farmers in most centers are getting 
better prices, the complete hardware market is inclined 
to have an optimistic viewpoint on current business 


and future possibilities. 


Holiday merchandise is very active. 


Prices are firm generally. 


The trade an- 


ticipates a particularly heavy Christmas selling season, 
and is preparing accordingly. 


Credits Show Improvement, 
Say N. Y. Jobbers 


One of the outstanding features of 
the New York hardware market is the 
decided improvement in credit condi- 
tions. Local dealers are preparing for 
a banner Christmas holiday selling cam- 
paign. Items useful, as gifts, are re- 
ceiving active attention, and there has 
been a good sale of tree stands and elec- 
tric tree lighting outfits. Radio equip- 


ment has been more active with the 
continued cool weather. Distributors 
report an increased number of hard- 


ware merchants putting in radio stocks. 
Pittsburgh Business Consis- 
tent; Some Price Advances 


Busihess in hardware still is holding 
up well in the Pittsburgh district, run- 
ning especially strong in seasonal items, 
notably in stoves, heating equipment, 


and other articles counted upon to 
make homes comfortable in_ cold 
weather. Improvement in the coal 


situation is bringing a good many min- 
ing company stores in the market for 
sunnlies and dealers find a very much 
better movement of goods to these 


stores than before in several months. 
The hunting season is on in full blast, 
and with it a strong demand for guns 
and loaded shells. 
stimulated interest in sleds. 


Recent snows have 
One large 





| maker 








of galvanized ware has an- 
nounced an advance of 10 per cent, and 
it is likely that other galvanized ar- 
ticles also will soon move to higher 
levels on account of the continued 
strength of the zinc market. Sheet zine 
has risen sharply and there are also 
higher prices in sheet copper and the 
strength of lead and tin is ‘fully re- 
flected in the price of solder. Sheet 
steel prices reflect higher mill bases, 
made possible by recent heavy demands 
which have pretty well filled up the 
sheet mills for the remainder of the 
year. A second advance is noted in win- 
dow glass which averages slightly less 
than 10 per cent. 


days. Collections still leave something 
to be desired, but they are better than 
they were earlier in the year. 





Chicago Prices Advance as 
Business Grows 


The gradual but general expansion 
of business in the hardware trade con- 
tinues without interruption. As the 
cold weather continues there is a grati- 
fying volume of sales of seasonable 
merchandise while future buying is 
heavier right now than at any time 
during the past four or five years. 

Prices are still firm, with a decided 
advancing tendency—bolts and _ steel 
sheets showing actual advances this 
week. 
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This will be followed | 
by higher resale prices in the next few | 





More Advances Announced 
in Boston Market 


More price changes were made in 
Boston hardware lists the past week 
than noted in any recent similar period, 
and a large majority of them were up- 
ward. Jobbing quotations on arsenate 
of lead are lower, while those on belting 
are 10 per cent higher, paints 1l5c. a 
gallon higher and sheet zine 25c. per 
100 lb. higher. Posthole spoons also 
cost more money and it is intimated 
higher prices are coming on window 
glass. Automobile tire and tube prices 
are up 10 per cent to 15 per cent to 
conform with lists recently issued by 
manufacturers. List prices on some 
makes of Walden Worcester wrenches 
have been changed slightly, but dis- 
counts remain as heretofore. 





Conditions Very Good in 
Northwest Country 


Conditions as a whole over the North- 
west tributary to the Twin Cities are 
very good, and a very satisfactory fall 
and holiday business is anticipated. 
There are sections where crops have 
not turned out well, but the average is 
much better than might be expected. 
Frozen credits have been wiped out in 
many localities, and the people are be- 
ginning to make long delayed pur- 
chases. 

Credits are much improved, and col- 
lections show gains in the great ma- 
jority of business centers. Larger 
centers are beginning to feel some ef- 
fects from the crop returns for this 
year. 


Cleveland Reports Improve- 
ment; Collections Are Better 


Hardware trade has improved in 
Cleveland with both the jobbers and 
retailers, and generally October busi- 
ness exceeded that of the corresponding 
month last year. The trade looks for a 
very good volume of business during 
the remainder of the year, both in 
staple and in holiday merchandise. 
Some holiday lines are now moving in 
good volume, Prices on _ stepladders 
and ladders have been announced for 
spring, being the same as this year. 
New prices are out on screen doors and 
windows which have been reduced. The 
market is firm and some price advances 
are looked for next month, to become 
effective Jan. 1. Collections have im- 
proved and are fair. 











November 12, 1925 HARDWARE AGE 87 








To What Does the Hartford Dealer 
Credit His Success This Year? 





HE man who has been a Hart- 

ford Tire Dealer for several years 
accepts his good business this year 
as bearing out his faith in Hartford 
quality and Hartford methods. 


To the hardware merchant who 
has handled Hartford Tires for the 
first time, this profitable season 
means that Hartford’s claims of put- 
ting him in a position of advantage 
in the business, have been success- 
fully demonstrated. 

Looking back, he finds that he was 
able to sell Hartford Tires at prices 
that compared favorably with any 
in effect at the time. 

He had a line from which he met 
the needs of every customer, and 








each tire gave the kind of service 
that assures repeat business. 


To capture this good will of tire 
dealers has been the aim of Hartford 
for years. Success in cutting distri- 
bution and manufacturing costs has 
been the basis on which the modern 
Hartford policy has been built. 


Today, the most prominent hardware 
jobbers from coast to coast are distribu- 
tors for Hartford Tires. Their confidence 
in these tires is permanently fixed. 


If you want to know the satisfaction of 
a tire connection that produces constantly 
increasing profits, write us at once for the 
name of the nearest Hartford distributor. 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York City 











HARTFORD TIRES 
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Optimism Increases in Chicago Market— 
Prices Firm with Upward Tendency 








(Chicago office of HARDWARE AGE) sockets, 18e. each; two-way plugs, 

GAIN this week’s report is pervaded with a continued note of | éne-picce’ Attachment plugs,“ 13e" 
optimism business is increasingly good and collections a aa ae ae ce 
much better than for some time past. Not only is there a a a a a a oe 

good demand for seasonable merchandise stimulated by colder ee ee © eet 
weather with a generous volume of replacement orders, but the each, 6 Nees wige 
trade is evincing a steadily growing tendency to anticipate its needs lots of less than’ 10, $13.50 each; net 
and orders are now being placed for spring delivery much more 250 Nat. Discount, 25 per. cent,” 
freely than at any time since the famous slump of 1920. No no2We $9.50 list. Discount. 30 


per cent. 


Activity in the steel industry in this territory is high with orders 
: ; ; : He ~ “ 7 FIELD FENCE.—Some business com- 
running somewhat in excess of the production. Both automobile |. ”. . : 
. ; : ing in for future business; current de- 
and implement manufacturers are buying a liberal tonnage of steel | mand is small. 


with every indication of increasing during the next two months. nat? apa, See, Sines. ote, 

os 90 . , ; es | .O.D, licago: 726-6-12%, $29.02 pe 

3uilding operations continue with unabated activity—the total | 100 rods; 1848-6-14%, $44.08 per 100 
roads. 


new permits issued during the month of October shattering all FILES.—Prices are firm and the de- 
previous records for that month. This activity is naturally re- | nand is steady. 





flected in a sustained demand for builders’ hardware and all kinds We ents trom Sabet ee. 

‘ spiale f.o.b. Chicago: American files, 60-10 

of materials. | per cent off list; Nicholson files, 50 

Irices. as i > 4 . r} ¢ , | per cent off list: Black Diamond files, 
Prices, as might be expected, with the generally heavy buying, ae a: eS 


GALVANIZED WARE.—With mate- 
rials advancing, manufacturers are now 
asking another 5 to 10 per cent advance 
from the jobbers, where prices must 
eventually be also raised. 


are very strong with rising tendencies. Jobbers this week report 
advances on bolts and steel sheets, while there is a manufacturers’ 
advance on all items of galvanized ware, but which has not yet been 
passed on by the whoksalers. 





J F 4 Y é Cc SSSO t1ES.— . ° ° » W > quote ron I s’ stocks 
AUTO M pa : er a a " mand is holding up steadily as build-|  ¢,4, —_* pA a oe 
> . ¢ . ‘ r : De 3 . 3 7b. : . - < < al < 
There 1s a slight falling off in the de- | i, operations continue unabated. _ after made tubs, No. 1, $6.40; No. 2, 
mand, due to the colder weather. . , $7.20; No. 3, $8.35: 10-qt. galvanized 
We quote from jobbers stocks, after made pails, $2.20; 12-qt., $2.45: 
We QUnte from jobbers stocks, f.o.b. Chicago : 3, x bly steel] butts, 14-qt., $2.75: Segal, galvanized oil 
—. gh ae finish $2:76 0 ge name Pes cee cans, galvanized breast, $7.50 doz. 
par ugs.—Splitdorf, 50c. each; 1ish, $2.76 per doz. pair: stee 
regular, 5c. each: Champion X, 45c. butts, old copper and dull brass fin- (CARDEN HOSE AND LAWN SPRIN- 
each; Champion Blue Box line, os5c ish, $3.84 per doz. pair; heavy steel , il ‘ . . 
each; A. C. Titan, 58c. each; lots of bevel inside sets, case lots, $6.75 per KLERS. There is still “4 fine volume 
190, 56e. A. C. Special Ford, 44c. doz.; steel bit-keyed front door sets, of business for spring delivery being 
each $1.75 per set; wrought brass bit- laced 
; , "oO , . P oe . . Q 9 OF . ° p aced, 
Spot Lights. Anderson, No. 3280, keyed front door sets, $3.25 per set; ; 
$6.50 eyvlinder front door sets, $7.50 per set. We quote from _ jobbers’ stocks, 
Horn.—A. A. Electric (Ford), $4 . : . f.o.b. Chicago: Garden hose, good 
each. CHAIN.—Sales are satisfactory and| quality, molded hose, ™%-in., | 11%¢ 
Jacks. National Standard No. 21, \wiees are rhe , per ft.; %-in., 1l4c. per ft.; 5-ply, 
$1.20 each prices are unchanged. good quality, wrapped, ™%-in., 9c. per 
Pumps. hiose, 14-in. cylinder, We quote from jobbers’ stocks, .: %-in., lle. per ft. Lawn sprin- 
$1.55. f.o.b. Chicago: % -in. proof’ coil klers, Rain King, $28 doz.; original 
Chains.—Non-skid, dozen pair lots, chains, $8.50 per 100 Ib.; Tenso, Bull fountain sprinklers, $8 doz.; Rainbow, 
2314 per cent discount, 50 pair lots, Dog and Brown coil chains, 50-10 per $8-in. high, $24 doz. 
per ce isc Te discount. No. 00-4¥Y ‘lectric ' 7 , 
41) yp I (*t nt disc ount. ( nt 1 SCO 1 0. 2 ¢ ( GLASS AND PUTTY.—There is a 


Tires and Tubes.-——3) x 3%. oversize welded cow ties, $2.75 per doz, 


cord tires, $12.55 each; regular cord, =| CQOppER RIVETS AND BURRS.— 


$5.60 each: gray inner tubes, 30 x 


steady seasonable demand and prices 
are strong. 








315, $1.80 each; red inner tubes, 30 x There is a good demand and prices are 
314, $2.25 each. Gr We quote from jobbers’ stocks, 
sniens = _ rm. fom Chicago: Single strength A, 
AXES.—Prices are steady and there is We quote from jobbers’ stocks, 8-in. bracket, 86 per cont discount ; 
P “me f.o.b. Chicago: Copper rivets and singie streng » 0 oO -In. 
a good normal de mand. burrs, 45 per cent discount. bracket, 83 per cent discount; single 
We quote from jobbers’ stocks, Peis aa . ‘ : strength A, all other brackets, 82 per 
fob. Chicago: First quality “a Y EAVES TROUGH AND CONDUCTOR cent discount; double strength A, all 
bhitted unhandled axes, 3 to 4 Ib., $14 »ID . . . * sizes, &3 per cent discount: double 
doz. base: double bitted, $19 doz. Pil E.—Prices very firm and the de strength B, up to 60 in., 87 per cent 
base; good quality black unhandled mand is seasonably good. discount, balance 85 per cent. Putty, 
axes, same weight, single bitted, $13 . : oe pure grades, $3.75 per 100 Ib.; com- 
doz. base; single bitted handled axes, | PB ig Pe nla I ge yg mercial, $3.40 per 100 Ib. 
215 5 9 rr 7 acc ; yr OD, mAEO. (UC 3 a) « ; - " 
enter deat dane or ge eggs Be | gutter, 5-in., $4.30 per 100 ft.; corru- HATCHETS.—Prices are very firm and 
< 7 ‘ « < ® . vic | <a a . . ‘ . . » y er , 
unguaranteed handled axes, $12 per gated conductor pipe, o-iN., $4.75 per sales are very good. 
doz. base | 100 ft.: plain ridge roll, 1%-in., $4 
, ; per 100 ft.;: corrugated conductor el- We quote from jobbers’ stocks, 
BOLTS AND NUTS.—Local jobbers | bows, 3-in., $1.36 doz, f.o.b. Chicago: First quality hatch- 
. a h - . ets, No. 2 shingling, $11.20 doz.: first 
have advanced prices 5 per cent. The | ELECTRICAL AND RADIO MER- quality hatchets, No. 2 broad, $14.45 
demand is good. | CHANDISE.—Radio supplies are in|  $°%,;, medium quality hatchets, No. 
We quote from jobbers’ stocks, better demand than at this time in any ity hatchets, No. 2 broad, $10.50 doz. 


fob. Chicago: Carriage bolts, cut | ; “Blips : , . 
thread, 45-5 per cent discount; small | previous year. Prices on wire are stiff-| HANDLED HAMMERS.—Sales con- 
carriage bolts, rolled thread, 50-5 ening. tinue very active and prices are strong. 


per cent discount; machine bolts, cut ‘ ; ; 

thread, 50-5 per cent discount; small We quote from jobbers’ stocks, We quote from jobbers’ stocks, 

machine bolts, rolled thread, 50-10-5 | f.o.b. Chicago: f.o.b. Chicago: Vaughan - Bushnell, 

per cent discount; all stove bolts, 75-5 | Electrical Merchandise. — No. 14 16-0z. nai] hammers, $10.50 doz.; 

per cent discount; lag screws, 60 per rubber-covered wire, $8 per 1000 ft. ; Maydole, $12.60 doz.; other makes, 

° cent discount. | in 1000-ft. lots, $7.75; No. 18 lamp 16-0z. machinist hammers, $7.85 doz. ; 
cords, $13.64 per 1000 ft.; in 1000-ft. Competitive grade, 16-o0z. nail ham- 





4-in. brush brass key mers, $4.50 to $6 doz. 


BUILDERS’ HARDWARE.—The de- | lots, $13; 
Reading matter continued on page 90 
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your Customers 
|  @) getting 
The best 


©") i HALF SOLES 
Zi| HEELS ano 
STRIPS # 








wry ye 
















Strengthen your hold on 
the “family trade” in 
your community — by 
stocking and selling the 
fastest-selling, most satis- 
factory soling material 
ever’ devised! 
















Ss 










Easy to sell—because—Kasy to Apply—and it cuts 
dollars off the family shoe bill. 






HEELS & 
STRIPS 








TRACE MARK RE%. 





will show vou a quick and profitable turnover on your in- 
vestment. All that is necessary is a fair show on shelf or 
counter. They sell themselves! 








Outwear Best Leather 2 to 1 


Black or tan—for men, women and children. Your jobber 
can supply you—or order direct. 


PANCO RUBBER CO. 









Chelsea, Mass. 
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HANDLES, AGRICULTURAL.—There 
is a good steady demand and prices are 
firm. 


We quote 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.: 5-ft., $5.50 : 
4%, -ft., $4 doz. 5- ft., 
41, -ft.. $2.40 ice. : 5-ft., $2.80 doz. 

Hay Fork Handles.—RBent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
b-ft., $8.50 doz. :*XxX bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 
4%-ft., $5.75 doz.: XX bent, 4¥%,-ft., 

- §-ft.., $5. 50 doz.; bent, 

414-ft., $3 doz.: 5-ft., $3. 40 doz. 

Manure Fork 'Handies. —Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz. ; "XX bent, 4-ft., $4.15 doz. : 4¥%,- 
ft., $4.40 doz.: X bent, 4-ft., $2.60 
doz.: 4%-ft., $2.95 doz. 

Garden Hoe Handies.—XX, 4%-ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz. 

Garden Rake Handles. — XX, 5%- 
ft., $5.25 doz.; X, 5%-ft., $3.25 aos. 

Shovel Handles. a Regular pattern, 
XX, 414-ft., $5.90 doz.; X, 41%4-ft., 
$3. 90) doz.; D handle, best grade, 
$7.95 doz.: X grade, $6 doz. 

Spade Handles. — D handles, best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLE S are un- 
changed and sales show a satisfactory 
volume. 


We quote 
f.o.b. Chicago 

Axe Handles. — No. 
doz.; .No. 2, $3 doz.; 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles. — 
No. 1, 90c. doz.: finest second growth 
hickory, $1.50 doz. 

HINGES.—Sales are in good volume 
and prices firm. 

We quote 
f.o.b. Chicago: 
in bundles, 4-in., $1.03; 5-in., 
6-in., $1.60; 8-in., $2. 70: 10-in., 
per doz. pair; extra heavy 4 hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08; 8-in., $3.56;° 10-in., $5.10 
per doz. pair. 


ICE SKATES.—The cold weather has 
greatly stimulated the demand for ice 
skates of all kinds. There is an in- 
creasing demand for tubular ice skates 
in both men’s and women’s in hockey 
and racer. Remembering the shortage 
last season, dealers are placing their 
orders for immediate shipment. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: Key clamp, rocker, 
men’s and boys’, bright finish, 75c. 
pair: nalf key clamp, rocker, women’s 
and girls’, $1 pair; key clamp, hockey, 
men’s and boys’, $1.20 pair; half key 
clamp, hockey, women’s and girls’, 
$1.40 pair; tubular skates, men’s or 
women’s, racer or hockey, $5.50 pair. 


LANTERNS.—The demand is very 
good and prices are firm. 
We 


from jobbers’ stocks, 








stocks, 


1 Hickory, $4 
second growth 


from jobbers’ 


stocks, 
strap hinge s, 


from jobbers’ 
Heavy 


quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.:; 
with large fount, $14.25 doz.:; Little 
Wizard, $8.50 doz.: Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—With colder weather the 
demand is increasing slightly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25 
4-qt., $7.28 each; No. 31, 6-qt., $7. 89 
each; No. 35, 8-qt., $8.67 each. 


LAWN MOWERS.—Orders for spring 
delivery continue to show a very good 
volume. 


We quote 
f.o.b. Chicago: 
Lawn Mowers.—16-in. ball bearing, 


from jobbers’ stocks, 


5-knife, 11l-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%-in 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearings, 4-knife, 
9-in. wheels, $7.85 each; 16-in. plain 
bearfnk, . 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
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bearing, 3-knife, 8-in. wheels, $5.85 


eacn. 
NAILS.—The demand is steady and 
prices are firmer than they have been 
for some time. 


We uote 
icago: 


from jobbers’ stocks, 
Common wire nails, 
per keg base; cement coated, 
per keg base. The extra for 
galvanized nails is now $2 for 1-in. 
-— longer, $2.25 for shorter than 
-in. 


OIL STOVES.—There is a fine volume 
of orders being placed for spring de- 
livery. 


These are list prices. Dealers’ dis- 
counts are noted after each group. 


PERFECTION— 
Ss ££ rrr TT $17.50 
PEO, C6 BS BEPMOTBs cc ccccccceceve 22.50 
No. 74 © Me wescccccceseves Be 
Seek, ee a, I cn wonduee4eaae 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
a aes (improved Model)— 


Ser $17.50 
PEO. Ge BS BOER. occccccccccccs 22.50 
No. 44 4 burmers............... 28.50 
Puritan discounts same as Perfec- 
tion 
NESCO— 
a ee Ter eee $9.50 
a oe... ecesewene 17.35 
hy See Oe Bs co cn teeceseses 22.00 
i, Mee 2 ee. . cca ceecenees 28.00 
No. S816 & DURMOTS. ..<cccccvcers 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 hivh shelf only........ 6.50 
No. 1104 hich ee oe 
No. 1105 high shelf only........ 9.75 
Nesco dealer's discount, 30 and 5 
per cent. 
Ovens 
ny ae 
No. 211 1 burner plain door. 
No. 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door. 6.00 
pene eeerrrrec Ty .15 
Dealer’s discount, on 10 or more, 


30 and 5 per cent; less than 10, 30 


burners glass door...$5.25 


No. 42G 2 
or more, 30 


Dealer’s discount, 10 


and 5 per cent; less than 10, 30 per 
cent. 
NESCO— 

No. 05 1 burner solid door... .$2.10 
No. 5 1 burner glass door.... 2.25 
No. 010 1 burner solid door.... 4.15 
No. 101 burner glass door.... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 

Dealer’s discount, 30 and 5 per 
cent. 

Water Heaters , 

PT ee Te TT Tere $45.00 
Pestection MO. Gibesccccesesecs 40.00 
Perfection MNO. €Bl.e>+ccssescecee 80.00 


30 and 5 per cent; 
30 and 5 per 
less than 


Nesco discount, 
Perfection discount, 
cent in lots of 10 or more; 
10, 30 per cent. 


Wicks, Etc. 


tockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 


Discounts same as on oil cook 
stoves. ovens and heaters. 
PAINTS AND OILS.—Prices remain 


unchanged, while the demand is satis- 
factorily good for this season of the 


year. 
We quote from :jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil.— Raw. barrel lots, 


$1.07 per gal.; 5-barrel lots, $1.04 per 


gal. 
Linseed Oil.—RBoiled, 


barrel lots, 
$1.10 per gal.; 5-barrel lots, $1.07 per 
gal. 

Turpentine.—Barrel lots, $1.30 per 
al. 

. Denatured Alcohol. — Barrel lots. 
65ec. per gal.; steel drum, extra, $6 
returnable. 

White Lead.—100-lb. kegs. 915.25; 
50-lb. kegs, $7.75; 25-lb. kegs, $3.90; 
12%-lb. kegs, 

Shellac. --- (4% - lb. goods), white, 


$4.25 per gal.; orange, $4.05 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


| shortage. 
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Dry Paste.—Barrel lots, 7¥%c. per 


Ib. 
PYREX WARE.—There is 
steadily increasing volume 
being placed at this time. 


a good and 
of business 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans. — No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles. — Round, No. 167, $12 
doz.; No. 168, $14 — : - No. 182, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates. — No. 202. $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup. $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 


Utility Pans.—No. 231, $8 doz.; No. 


232, $14 doz. 
ROLLER SKATES.—Sales 
good and prices are firm. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, AS 30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.—The demand 
is reported as heavy and prices remain 
unchanged. 


We quote 
f.o.b. Chicago: 


are very 


from jobbers’ stocks, 
Best grade slate sur- 


faced prepared roofing, $2.30 per 
square; best grade talc surfaced, 
$2.65 per square; medium talc sur- 


light tale sur- 


faced, $2 per square; 
red rosin 


faced, $1.20 per square; 
sheathing, $57 per ton, 


ROPE.—Prices are unchanged with 
a good steady demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 24i%c. to 26'%6c. per Ib. ; 
No. 2 Manila, 23%c. per lb.; No. 1 
Sisal, 17%c. per lIb.; No. 2 Sisal 
16%c. per Ib. 


SASH CORD.—The demand is excep- 
tionally good for this season of the 


year. 
We quote from _ jobbers’ stocks, 
f.o.b. Chicago: No. standard 
brands, $8.55 per doz. hanks; No. 8, 


$10 per doz hanks. 
SASH PULLEYS.—Prices are un- 
changed and the demand is very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash _ pul- 
leys, 50c. doz.; barreds, 54c. doz. ; 
Common Sense, e in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—Sales are fair and prices 


firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 82-10 per cent new list; 


round head blued, 80-10 per cent 
new list; flat head brass, 76-20 per 
cent new list; round head brass, 74- 
10-10 per cent new list; japanned, 
74-10-10 per cent new list. 

SOLDER AND BABBITT METAL.— 

The demand is very good at the recent- 

ly — prices. 
uote from jobbers’ 

Pw Chienee: Warranted 50-50 
solder, $43 per 100 Ilb.; medium, 45- 
55 solder, $42 per 100 Ib.; tinners’, 
40-60 solder, $41 per 100 Ilb.: high 
speed babbitt metal, $20 per 100 lb. ; 
standard No. 4 babbitt metal, $13 per 
100 Ib. 

STEEL SHEETS.—Another advance of 

$2 per ton is reported by the leading 


interests. 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.10 per 100 - 28-gage 


black sheets, $4.10 per 100 Ib. 
TOYS.—The unusual heavy demand 
for toys indicates that there is going 
to be a big season and no doubt a 
Several manufacturers have 
refused to take any more business. 
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Customers are quick to grasp and appreciate the remarkable advantages of U. S. Poul- 
try Fence once these are called to their attention. These outstanding sales fea- 
tures will aid you in selling U. §. Poultry Fence with the minimum of effort. 


Superiorities of U. S. 
Simplify Selling 


It’s All in U. S. Poultry Fence is built like a Farm Fence. Line 

the Waeee wires run parallel the full length of the roll. The in- 
tertwisted, reinforced joints lock the line wires so firmly 
together that they cannot slip or spread. This superior 
construction is found only in U. S. Poultry Fence. 





No To -» U.S. Poultry Fence requires no top rail, no baseboard. 
No B “A = d It stretches like Farm Fence, without buckling, bagging 
or sagging. The tighter you stretch it the better it 


looks and the better it stays. 
U. S. Poultry Fence rolls out flat like carpet. It cuts 


l 
= ; ny without waste. The neat, compact rolls occupy one- 
at On N00r “third less space than old style netting. 


With all its superiorities, U. S. Poultry Fence costs no 





Costs Less 

“Put Up”? more. Really it costs less “put up” for it requires no 
p wood frame and fewer posts to erect it. 

A Fence to The neat, symmetrical appearance of U. S. Poultry 


Fence appeals instantly to all buyers. It is easy for a 
be Proud of customer to picture just how well a fence made of U. S. 


will look upon his own place and when he weighs all 
of these features, there can be no doubt in his mind 
which fence he will buy. 


There are few items in your store which will sell as readily, 
as profitably and as satisfactorily as U. S. Poultry Fence. 





Indiana Steel & Wire Company 


Muncie, - - Indiana 
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Increasing Activity Reported in Pittsburgh— 
Prices Tending Toward Higher Levels 


(Pittsburgh office of HARDWARE AGE) 


NOTHER week of good business is reported by Pittsburgh hard- 
ware trade and with it the increased conviction that a period 
of sustained activity is at hand. All sorts of heating equip- 

ment still is in strong demand, not the least interesting feature be- 
ing that a great many oil stoves are being sold in this territory, 


which is favorably located in the supply of natural gas. 


The coal 


situation continues to grow better and in connection with this im- 
provement is a steady gain in the sales to the coal mining company 


stores. 


This business lacks volume, as yet, because as the stores 


open the first aim is to stock foods and clothing with hardware items 


coming in later. 


Continued activity is noted in guns and loaded 


shells and snow fell over a considerable area in this part of the coun- 
try recently and has been followed by a considerable quickening in 


the demand for sleds. 


price tendencies are all toward higher levels. 


As indicated in these columns a week ago 


It was predicted that 


galvanized ware would be advanced 5 to 10 per cent and this has 
been verified by an announcement of a large maker advancing 


prices 10 per cent. 


This is a reflection of the strength of the zinc 


market, which still shows an upward tendency and probably will 
mean higher prices eventually for everything that is galvanized. 
The market has gone up on sheet zinc and sheet copper and higher 
mill prices for sheet steel have resulted in a corresponding advance 


in warehouse prices. 


A second advance has been announced by 


manufacturers of window glass, which by another week will be re- 
fiected in a reduction in the resale discounts of about 1 per cent. 
Builders’ hardware continues in fair demand as the weather has 


been favorable to building work. 


Collections are better than they 


were earlier in the year, but there is still room for improvement. 


BATTERIES.—Demand continues very 
heavy, particularly for radio batteries. 
Prices show no change. 


Jobbers’ quotations to _ retailers, 
f.o.b. Pittsburgh: 

Broken Unit 

Packages Packages 
Each Each 
i $1.05 $0.97 
OE 1.22 1.14 
 _ ar 1.32 1.22 
at Di tkensnecueee< 1.40 1.30 
tL Mi ineeceeteeees 2.62 2.44 
OS ere 2.62 2.44 
nh” Mie waa sine henwiene 3.3: 3.09 
i. ae 42 .39 


type, 29c. 
each for 


No. 6 
each in full packages; 30c. 
broken packages. 

GALVANIZED WARE.— One large 
manufacturer has announced an ad- 
vance of 10 per cent, and it is probable 
that all others will take a similar move 
in the next few days, because of the ad- 
vance in the market in galvanized 
sheets, which in turn is influenced by 
the strong situation in zinc. 


GARDEN HOSE.—Prices for 1926 have 
been announced and show an advance 
of 1c. a foot over those of the past sea- 
son. This change is a reflection of the 
high cost of crude rubber. 
Jobbers quote in 250-ft. reels: ™% 
in., 9%ec. to 16c. per ft.; 5 in., 10%c. 
to lic.; %-in., ll%c. to 12c.; Gem 
spray nozzles, $6.80 a doz. 
GUNS AND LOADED SHELLS.—A 
demand that taxes the ability of job- 


bers to supply still exists locally, large- 








ly because there was so little buying 
before the hunting season arrived. 
Manufacturers are accepting only a 
part of the business offered them and 
deliveries are anything but prompt. 
HEATING EQUIPMENT.—There is 
still a lively demand for all items under 
this heading because of a desire to be 
fortified against the cold weather. 


Coal Hods.—Japanned, No. 5, 16- 
in., $6.80 per doz.; 17-in., $7.20: gal- 
vanized, No. 10, 16-in., $9.30; 17-in., 
$10: 18-in., $11; 20-in., $15; galvan- 
ized, extra heavy, 17-in., $15; 18-in., 
$16; galvanized funnel top, 16-in., 


$12: 17-in., $13. 

Fire Shovels.—Stamped sheet steel, 
japanned, flat handle, $1 per doz.; 
round handle, japanned, $1.30; 
vanized, $1.70. 

Stove Boards.—Wabash, No. 9 
square, paper lined, crystallized, 18 
x 18 in., $12.50 per doz.; 24 in. x 24 
in., $15: 26 in. x 26 in., $16; 28 in. x 
28 in., $19; 30 in. x 30 in., $21.60; 32 in. 
x 32 in., $26.40; 35 in. x 35 in., $32.40; 
No. 3 square wood lined crystallized, 
24 in. x 24 in., $25.20; 26 in. x 26 in., 
$30; 28 in. x 28 in., $36; 30 in. x 30 
in., $40; 33 in. x 33 in., $48; 36 in. 
x 36 in., $58. 

Gas Connections.—Lead, 12-in., 50c. 
each: 18-in., 60c.; 24-in., 70c.; 30-in., 
S0c.: 36-in., 90c.; 48-in., $1.10; 60-in., 
$1.50; gas tubing, flexible steel, 3-ft., 
20c. each; 4-ft., 26c.; 5-ft., 32c.; 6-ft., 
40c. 

Asbestos.—Sheet millboard, 3/16-in. 
thick, 18 x 20-in., 32c. each: 18 x 30- 
in., 48c.; 20 x 30 in., 56c.; 22 x 30-in., 


gal- 


60c.; 24 x 30-in., 70c.; %-in. thick, 
40 x 40-in., $2.20; fiber, %-lb. pkgs., 
$5 per doz.; %-lb. pkKgs., $10; paper, 
l4c. per Ib. 
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Stove Pipe and Elbows.—Polished. 
blue nested stove pipe from Pitts- 
burgh warehouses, No. 28, gage, 6-in., 
$15 per 100 joints; elbows, $1.48 per 


dozen. Nickeled stove pipe, 4-in., 
85c. per joint; elbows, 75c.; collars, 
40c, 


MILL, MINE AND FACTORY SUP- 
PLIES.—Supply houses and _ jobbers 
are finding very much improved de- 
mand from the coal mining companies 
both for mining tools and for other 
hardware items carried in the coal 
company mining stores. Improved rate 
of operation in steel plant and other 
industrial units around Pittsburgh is 
helping demand from those sources as 
well. 
Jobbers’ prices to retailers: 


Pipe Wrenches.—Walworth,. 70 and 
Trimo,. 70 and 5 
70 per cent 


®. per cent off list: 
per cent off list; Larco, 
off list. 

Fittings.—Cast iron screw, 36 per 
cent off price list; flange, 47 per cent 
off list: malleable, lb., list plus 4 per 
cent; standard iron body gate valves, 
35 and 5 per cent off price list; 
standard brass globe valves, 30 per 
cent off list; standard brass gate 
valves, 45 ner cent off list. 

Rope.—First grade long fiber 
manila, 26c. per Ib.; sisal. 18e. 

Belting.—No. 1 leather, 45 per cent 
off list; No. 1 rubber, 40 per cent 
off list. 

Twist Drills.—Carbon, 60 per cent 
od list; high speed, 45 per cent o 
ist. 

:' Files.—High grade, 50 per cent off 
ist. 

Screws.—Wood screws, 721% and 5 
per cent off list;,milled cap and set 
screws, 75 per cent off list. 

Picks and Mattocks.—Carbon picks 
and mattocks, 50 per cent off list. 

Hacksaw Blades.—Best gerade, 50 
per cent off list. 


PAINTING SUPPLIES. — The local 
trade has finally adopted the method of 
selling linseed oil on a pound instead 
of gallon basis. There has been no 
change in the price. Turpentine has 
advanced 3c. a gallon. Business is still 
good one day and poor the next. 


Prices to retailers: 

teady mixed paints, best grades, 
$3.10 per gal.: lower grades, $2.50; 
white lead, 15%c. per lb. in 100-Ib. 
lots, 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less in lots of a ton or more: tur- 
pentine, $1.28 per gal. in barrel lots: 
a oil, 14.04c. per lb. in barrel 
ots. 


SHEET METAL.—Recent advances in 
the primary markets are reflected in 
fairly higher prices for sheet copper 
and zine from jobbers’ warehouses. 


We quote sheet copper at 23c. per 
lb. from jobbers’ stocks in lots of 
300 Ib. or more and 27c. per Ib. in * 
single sheets: sheet zinc, 1344c. per 
lb. in loose sheets; 1234c. in 100 Ib. 
casks; 12%c. in 300 lb. casks and 12c. 
in 600 lb. casks. 

SHEET STEEL.—Advances of from 
$2 to $4 a ton have recently been an- 
nounced by sheet manufacturers, and 
this change has sent warehouse prices 
up accordingly. 

Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat, No. 28 gage. $5.50 
base per 100 Ib.: corrugated No. 28 
gage, 2%-in.. $4.66 per square; one 
rass cold rolled black, No. 28 gage, 
$4.25 base per 100 Ib., all for lots of 
one to nine bundles. 
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The illustration above shows graphi- 
cally why the Kitchen Katch-all is such 
an easy selling piece of merchandise. 
It removes the last glaring spot of un- 
cleanliness in the kitchen; keeps gar- 
bage out of the sink; prevents discolor- 
ation; and provides an odor-tight recep- 
tacle for kitchen wastes that is the last 
word in sanitation and convenience. 


In the leading national woman’s maga- 
zine, whose endorsement insures imme- 
diate acceptance in the household, wom- 
en are being directed to the hardware 
store; and the Kitchen Katch-all is 
being suggested as a Christmas Gift. 


i dy 
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Order a dozen Kitchen Katch-alls from 


your jobber. Offer them as the splen- 
did gifts of utility that they are. Watch 
how fast they sell. 


And mark the unprecedented buying 
that results after friends have had a 
chance to see the Katch-all in use in 
your customers’ homes. 


If you like, we’ll gladly send you one 
sample Kitchen Katch-all for your own 
trial, with complete details, on receipt 
of $2 and your jobber’s name. We are 
working overtime to fill orders and if 
you order early we'll be able to give 
you quicker service. 


THE OHIO METAL UTENSIL COMPANY 


GREENWICH, OHIO, U. S. A. 


KATCH-ALL 


MADE OF ALUMINUM 


S@ 


Le 
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is only a moderate 
in this territory. 


SKATES.—There 
demand for skates 


Roller skates usually sell better for 


spring and fall use and ice skates are 
rarely active until ice skating is fairly 
permanent. 


Roller Hardware 


No. 3, 
$1.50; 
No. 38, 


Skates.—Union 
Co. line, No. 2, 65c. per pair; 
75¢c.; No. 10, $1.05; No. 6. 
Winslow line, No. 3814, $1.50; 
$1.60. 

Ice Skates. —Winslow line, ; 
2110, 82c.; No. 2110 L. $1.15; No. 
2120, $1. 20): No. 2120 ‘ S., $1.40. 


SLEDS. — Jobbers report a material 
quickening in the demand, due no doubt 
to the fact that there was a fair 
amount of snow during the recent cold 


snap. 

Jobbers quote: Flexible Flyer, 

steering sleds, 38-in., $3.75 ea.; 42-in. 
$4.75; 47-in., $6, and 52-in., $6.50. 


STOVES AND OVENS. —In keeping 
with activity in other heating equip- 
ment is a brisk demand for oil stoves. 
Prices show no change. 


Jobbers quote retailers, f.o.b. 
Pittsburgh, a discount of 30 and 5 
per cent off these prices: 








HARDWARE AGE 


LIST PRICES 


Nesco oil cook stoves. 


"EE «Sec ccccuseees $9.50 
POG. Bae BS BPUBMOES coccccccccess 17.35 
INO. BES BS FRUPMOTS .ncccccccvccs 22.00 
Bee, Bae & BOUMIGTD 2 nccccccvccus 28.00 
INO. BES G& ERUPMOTH ...ccccccccccs 9.50 
No. 1102 High Shelf Only..... 5.26 
No. 1103 High Shelf Only..... 6.50 
No. 1104 High Shelf Only...... 8.00 
No. 1105 High Shelf Only...... 9.75 
Rockweave wicks, 25c. each. 
Nesco ovens. 
No. 05 1 Burner Solid Door... $2.10 
No. 5 1 Burner Glass Door... 2.25 
No. 010 1 Burner Solid Door... 4.15 
No. 10 1 Burner Glass Door... 4.40 
No. 020 2 Burners Solid Door.. 5.15 
No. 20 2 Burners Glass Door.. 5.40 
No. 030 2 Burners Solid Door... 5.40 
No. 30 2 Burners Glass Door.. 5.70 
Security ovens. Net prices to re- 
tailers: 
= ff 8 CE" $2.55 
is. we GE BD sawed cvecens 2.35 
Dee, ee GE ED  gocvccvseese 3.40 
No. 120 Glass Door ............ 4.00 
a ewes 3.15 
No. 130 Solid Door ............ 3.75 
a 2 ee 3.40 
No. 140 Glass Door ............ 4.00 
No. 45 Glass Door ............ 4.00 
No. 145 Glass Door ........cce- 4.60 
EO, GB GERRBD BIGOP ..cccccccccs 4.50 
a! Be: ee 5.10 
or rr ee es  ceece 4.50 
Pee. ERS GeO. EPGOH ccc ct vccccs 5.10 
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a F&F Peer rrr ree 4.25 
No. - 66 GimSS DOOF ...sccccccce 1.90 
a CO a 1.75 
No. 55 Glass Door ........ cece 1.45 
No. 50 Solid Door ........ccc.e 1.35 


WEATHER STRIP. — Continued good 
demand is reported with a free move- 
ment from jobbers’ stocks. 


Economy metal for windows, 36 x 
36 x 36-in., $2.30 per set, for doors 36 
x §84-in., $2.40 G.B. felt, $1.60 per 
dozen boxes (10 ft. per box); wood 
and rubber strip, 5c. to 13c. per ft.; 
wood and felt strip, 5c. to 10c. per 


ft.; flexible all rubber, 6c. to 10c. per 
ft.; cushion all felt strips, 3c. to 4c. 
per 


WINDOW GLASS.—Still higher prices 
have been announced since a week ago, 
which means that resale prices will be 
about 10 per cent higher. No change 
yet has been made in local resale prices 
but the indications are that the dis- 
counts will be reduced one point, mak- 
ing single strength A and B, 83 per 
cent off list. 


Jobbers quote: Single strength A 


and B, 84 per cent off list; double 
strength A, 85 per cent off list; B, 
86 per cent off list. 





Jimmy Proof Lock Has 


Exclusive Features 


A lock that is designed to be jimmy 
proof is being marketed by the Eagle 
Lock Co., 26 Warren Street, New York. 
No. 03509 is built for doors % to 1% 
inches thick and No. 03510 for doors 
15% to 2% inches thick. When the door 
is fully closed the bolt automatically 





is projected through the loop of the | 
It 


strike and securely holds the door. 











is said that the loop fully protects | 
against the successful use of any tool | 


to retract the bolt. 
cast bronze and extends over the open- 
ing between the door and the jamb. It 


has been reasonably priced with a view | 


to popularizing it with the trade. 


Regulator on Seeder Prevents 
Waste 


A well-designed seeder that 
equipped with a regulator for prevent- 
ing waste has recently been placed on 
the national market by W. H., Bohr, 
Westphalia, Mich. It is known as the 
“Wil-Bo” and is not onlv canable of | 


The case is solid | 





sown per acre, but is a fast sower. 

The seeder is carefully built with the 
tube constructed to scatter the seed 
well and evenly for a radius of two rods 
each way. It is said one man can eas- 
ily cover 60 acres in a day without 
feeling fatigue. The operation is sim- 
ple as there are no complicated wheels 





or springs. A large bag made of good 
quality drilling and equipped with a 
shoulder: strap is securely fastened to 
one end. The end of the hopper is 


_ turned in so as not to injure the drill- 


is | 


ing. The tube is 27 inches long and 


made of good quality tin with lock 


| 
} 
| 
| 


seam. It is designed for easy and con- 
venient handling and to act as a money 
and time saver. Full information can 
be secured from Will-Bo Sales, 3 Porter 


measuring the amount of seed to be Building, Lansing. Mich. 
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Two Displays for Carborun- 


dum Stones 


An attractive display assortment 
No. 10 for carborundum combination 
stone as well as one for the carborun- 
dum Official Boy Scout sharpening 
stone No. 151 are just being placed on 
the market by the Carborundum Co., 
Niagara Falls, N. Y. 

The No. 10 display is lithographed 
in four colors and has a business-like 
appearance. It is made of steel with an 
easel back and is 23 in. high and 12% 
in. wide. There are six of the popular 
sizes of the combination stones shown. 


: THE COARSE SIDE TAKES OUT 


THE FINE SIDE FINISHES THE EDG 





Each is securely attached to the panel. 

The display for the Official Boy Scout 
Sharpening Stones is designed to ap- 
peal to the real Scout Boy. They will 
put keen, smooth edges on the scout 
knives and sharpen the hand axes. 

There are twelve attractive leather 
belt cases bearing the official scout em- 
blem and containing the sharpening 
stones shown on the display. 
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Tough Job 
Proves BLACK 


DIAMOND Files 


It’s the condition of Those finely-chiseled 
a Brack DIAMOND teeth are even and 
File---afterlongand regular. And thesteel 
arduous service--- from which BLack 
that quickly “sells’ DiamMonp Files are 
a mechanic on this made,is tempered for 
dependable brand. utmost endurance. 


G. & H. BARNETT CO. 


1078 FRANKFORD AVE., PHILADELPHIA, PA., U.S. A. 











Owned and Operated by 


NICHOLSON FILE CO. 
PROVIDENCE, R. |. 












Since 1863 
N RNA BARNETT ce the Standard 
SOOO) vee OA : ° 

of Quality 
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al Last 


Years—Expect Rush for Holiday Lines 


ERHAPS nothing 


illustrates business conditions 


(Boston office of HARDWARE AGE) 
in New 


England better than a letter recently issued by a large New 


England manufacturer. 


It says in substance that the com- 


pany’s business for the first eight months of the year ran 2 per 
cent ahead of last year, and it is expected that it will run 10 per 


cent ahead of last year the closing months of 1925. 


Prices in the 


company’s line are neither advancing or declining, and the plants 
are operating at 90 per cent of capacity. Stocks of goods on hand 


are normal. 


company anticipates they will remain so. 


Labor and wage conditions are satisfactory and the 


During the last three 


or four years this company’s customers have bought from hand to 
mouth, which obliges it to carry standard stocks to meet competi- 


tion. 


This condition is satisfactory to the company, however, and 


it is believed better in the long run for the trade in general than 


speculative buying. 


To maintain present volume, however, re- 


quires more sales effort than last year. 
The same conditions to a large extent apply to the retail and 


wholesale hardware business. 


Most of the jobbing houses here, 


however, feel that business is running along about on a par with 
that of a year ago, and is not 10 per cent larger as indicated by the 


Fitchburg concern. 


The feeling of optimism is growing every- 


where, consequently wholesale houses feel that retail dealers, like 
they did last year, will rush into the market at the last moment for 


their holiday goods. 


Current hardware buying embraces a wide 


range of merchandise, another strong feature of the general sit- 


uation. 


AIR MOISTENERS.—Retail hardware ;— 


dealers should not overlook air moist- 


eners. Numerous retailers are making 


quite a push on such merchandise and | 


getting excellent results. 
are obtained from window displays. 
We from jobbers’ 
stocks: 
Air 
ator styles, 
per doz. net; 
three pocket, 14-in., 
14-in., $16. 


quote 3oston 
Moisteners.—Galvanized radi- 
three pocket, 9-in., $8.67 
five pocket, 9-in., $13.34; 
$12: five pocket. 


bers have put into effect higher prices 


Best results | 


on automobile tires and tubes, follow- | 


ing the receipt of printed lists from 
manufacturers. Judging from the con- 


tinued strength of crude rubber and the | 
_parts of New England, the weather in 


high registration of motor cars all over 
the country there is little likelihood of 
tire prices declining materially within 
the next two or three months at least. 


We from Boston jobbers’ 
stocks: 

Automobile Tires.—Clincher, 30 x 
3 in., $8.65 each net; 30 x 3% in., 
Cord, 30 x 3 in., $9.70; 30 x 

$10.80. Straight side, 30 x 
- $12.45; 32 x 3% ., $13.90; 
31 x 4 in. $16.25: 32 ~ $18; 
33 x 4 in., "$18. 60; 34 x “4 in. $19.45. 
Heavy duty cord, 30 x 3% in. $14.45. 
Truck cord, 32 x 4% in., $39.40: 33 
x 4% in., $40.30; 34 x 4 in., $41.25; 
30 x 5 - 33 x 5 in., $50.35; 
34 x 5 in., $51.60; 35 x 5 in., $52.90; 
36 x 6 in., $88.75. 


AXES.—Because of the scarcity of an- 
thracite coal, more people than usual 
are burning wood, consequently public 
buying of axes is more active, and that 


quote 





fact is reflected in a freer movement of 
all makes and kinds out of jobbers’ 
stocks: 


quote from 3oston jobbers’ 
stocks: 

Axes.—Without handles, 
$24.50 per doz. net, double bit, $19.50; 
flint edge with handle, single bit, 
$18.75. Ship Slinger, unhandled, sin- 
gle bit, $15.10. Flint Edge, with han- 
die, boys’ No. 2, $12.50; house, 
Ib., $12.25. Jimdandy, with handle, 
No. 2, $17: house, 2%4-Ib., $10.75. 


single bit, 


21, . 


| 
AUTOMOBILE ACCESSORIES.—Job- | BELT LACING.—Rawhide belt lacing 


is now quoted by jobbers at 50 per cent 
discount, contrasted with 50 and 10 per 
cent heretofore. 

BUILDERS’ HARDWARE.—Although 
snow has been experienced in various 


general has been sufficiently open to 
allow continued activity in the building 
industry. Naturally, there has_ been 


and is a good demand for all kinds and 





makes of builders’ hardware. It is 


| quite evident that 1925 will go down in 


builders’ hardware history as one of 
the busiest years on record. 


CARTS AND WAGONS.—Buying for 
current and future needs is satisfac- 
tory, according to jobbers. Children of 
today demand a more finished toy than 
did our grandfathers, and the Ameri- 
can toy manufacturer has not been slow 
to recognize this fact. It is because 
of the superior quality of carts and 
wagons on sale today that they are so 























_ular favor each year. 
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popular with young America, according 
to one of the largest jobbers here. 

We from Boston jobbers’ 
stocks: 

Kiddie Kars.—Special, two in car- 
ton, No. 101, $2.25 each list: No. 102, 
$3; No. 103, $3.75; No. 104, $4.50; No. 
105, $5. 


Kiddie Koasters.—One to carton, 


quote 


a1? 605, $10.50 each list; No. 606, 
75. 

Kiddie Karts. —Special, No. 201, $3 
each list; No. 202, $4: No. 203, $5; 
No. 204, $6: No. 205, $7. 

Pedal Kars.—Two in carton, No. 
124, $4.25 each list; No. 125, $5.25; 
No. 154, $5.75; No. 155, $6.75. 

Kiddie Skooters.—T wo in carton, 
No. 801, $4 each; No. 802, $5; No 
802B, $6. 


CEMENTS.—As might be expected at 
this time of the year, there is a good 
demand for all kinds of cement, but 
more particularly for stove lining and 
furnace cement. 


We quote from. Boston 
stocks: 
Stove Lining.—Rutland, No. 3, $2.16 


jobbers’ 


per doz.;: No. 6, $3.60: No. 10, $5.04. 

Patching Plaster. —No. 3, $1.80 per 
doz.; No. 6, $3; No. 10, $4.20; No. 
15 


$6. 
Crack Filler.—No. 1, $1.80 per doz.; 


No. 2, $3; No. 3, $4.20; No. 5, $6. 
Furnace Cement.—Black, in 1-lb. 
cans, 9c. per lb.; in 5-lb. cans, 7c. 
per ib. 
Roofing Cement.—lIn 1-lb. cans, 15c. 
per lb.; in 3-lb. cans, 13c. a Ib.; 
in 5-lb. cans, 12c. per Ib 


Iron Cement.—In 31% -oz. packages, 
$14.40 per gross. 


Liquid Roof Cement.—In_ gallon 
containers, $1.20. 
Pipe Joint Cement.—In 1-lb. pack- 


ages, 20c. 
CORN POPPERS.—Good sales of corn 
poppers are reported by the jobbing 
trade, although it is admitted business 


‘is not as brisk as it was a month or 


so ago. 
We quote from Boston jobbers’ 
stocks: 
Corn Poppers.—Standard makes, 
1%-qt., $2.75 per doz. net; 2-qt., $3 


and $3. 38; 4-qt., $7. 
ELECTRICAL GOODS. — Electrical 
goods of every description are moving 
out of retail and wholesale houses in 
encouraging volume. Such merchan- 
dise unquestionably is growing in pop- 
Electrical ap- 


pliances have become a_ household 
necessity, not a luxury. 
We quote from Boston jobbers’ 
stocks: 
Toasters.—Rogers Quality, $1.80 


each net. Universal line No. F3946, 


$40 per doz. net, larger size, $3.85 
each net; reversible, No. E947, $6; 
aant turning, No. £9412, $5.35; oven 


type, No. 942, $5.65: Reverso, $5. Sun- 
beam, in lots of less than six, $5.67; 
six or more, $5.35. 


lrons.—U niversal, No. 907, $3.35 
each net; tourist, No. 9021, $3.35; 
wrinkle proof, $4; De Luxe, $4.50; 
laundry, $6. 

Curling tIrons.—Ivory handle, $2.80 
each net, with comb, $3.35; mahogany 


handle, $2.50, with comb, : 
Hot Water Bottles. — Aluminum, 
3-pt., $2.03 each net. 
Heaters.—Polar Cub, in lots of 12, 
$2.75 each net, in lots of less than 12, 


$2.95. Universal, brown case, 12-in., 
$5; fluted case, 12-in., $5.34: brown, 
14-in., $5.65. Assortments, three 


fancy colors, $10.50 per assortment. 
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Every Sale of a COES Wrench 


Arouses a Feeling of Confidence 


This confidence promotes continued patronage and real 
business depends upon that reliable asset. 


Keep stocked on the following sizes: 6-in., 8-in.,. 10-in., 
12-in., 15-1n., 18-1n. and 21-in. 


. Your jobber will supply you. 


COES WRENCH CO. Selling Agents 
“In Business Since 1841” J. C. McCARTY & CO. 29 Murray St., New York 
| JOHN H.GRAHAM & CO., 113 Chambers St., New York 
Worcester Mass. 


FENWICK FRERES 8 Rue de Rocroy, Paris, France 
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BEVERLY EPIRUS 





Glass See 

Knob Your 

Sets Jobber 
Priced For This 
Right Quality Line 





No. 3515 


Three Popular Numbers 
The Reading Line 





Our Catalog No. 20 Describes Fifty Other Patterns 





READING HARDWARE COMPANY 


Philadelphia READING, PENNA. Chicago 


San Francisco 


New York 




















Pads.—U ~~ real, $5.65 each net; 
Thermax, $3.3 
Coffee os —Universal, $9 to 


$18 each net. 
Percolators.—Universal, 
each net. 
Waffle Irons.—tlniversal, No. E9300, 


$5.50 to $10 


$10.13 each net; No. E9314N, $10; No. 
SZ05N, $6.65. 

Table Stoves.—Universal, $10 each 
net: Armstrong, $8 each, in lots of 
six or more. $7.85. Waffle iron at- 


e* ») 


tachment, $2.52. 
GLOVES.—Belated buying as well as 
reorders serve to keep interest in cot- 


ton gloves keenly alive in jobbing 
houses. 

We quote from Boston jobbers’ 
stocks: 

Gloves.—Cotton, knit wrist, 6-o0z., 
$1.25 per doz. net; No. 641, 8-oz., 
$1.75; No. 642, 12-0z., $2: No. 873, 
14-02., $2.50. With leather palm, 
with gauntlet, $3 per doz. net: with 
wrister, $3; with Jersey back, $5; 
Jersey back with wrister, $4.50; Jer- 
sev gloves, mottled black, $2.10; 
heavy, $4. joys’, Jersey, $2.10. 

ICE CREEPER S—Jobbers have 


rounded up additional orders for ice 
creepers. Sales so far this season are 
about on a par with those of a year 


ago. 

We quote from Boston jobbers’ 
stocks: 

Ice Creepers.—Never Slip, men’s 
and ladies, $2.44 per doz. pair net: 
©. K., No. 9, $2.35; Kennebec, Nos. 0, 
1 and 2, $3. 36: Lumbermen’s, large 
and medium, $3.04: Newark, $3.75; 
Union, with strap, $1.35; Eagle, $1.20. 


NAILS.—In wholesale circles there is 
a distinctly bullish feeling regarding 
nail prices. 
prices may be higher within the near 
future. Current sales of nails, both 
cut and wire are fully up to jobbers’ 
expectations. 
We 
stocks: 
Nails.—Wire, 


quote from Boston jobbers’ 
from store, $3.70 per 
keg base; from mill, in car lots, $2.70 
per keg base: in less than car lots, 
$2.95. Cement coated, in count kegs, 
from mill, in ear lots, $2.40 per keg 
base f.o.b. Pittsburgh; in less than 
car lots, $2.65: from store, $4.60 per 
keg base. Cut nails, from store, $4.25 
per keg base. Hardened steel floor, 
direct shipments, $8.10 per keg base. 
Western cut nails, direct shipments, 
in car lots, $3.50 per keg base f.o.b. 
Pittsburgh: in less than car Iots, 
$3.65. Tremont cut nails, direct ship- 
ments, $3.95 per keg base, f.o.b. 
Wareham, Mass.;: hardened _ steel 
floor nails, direct shipments, $7.60 
f.o.b. Wareham. Cement coated nails, 
from store, boxed, $4.60 base. Fac- 
tory shipments, in count kegs, car 
lots. $2.50 base; in less than car lots, 
$2.30, f.o.b. Pittsburgh. 


PAINTS.—Although jobbers have not 
issued new prices, they intimate they 
will before the close of November, and 
that prices will show an advance of 
about 15c. a gallon. 

POSTHOLE SPOONS.—Prices on post- 
hole spoons have been advanced about 
10 per cent. New prices follow: 

from Boston jobbers’ 

- Posthole Spoons.—Ames lines, 7 -ft. 


handles, $32 per doz. net; 8-ft. han- 
dles, . 


PYREX WARE.—There is a_ steady 
outgo of pyrex ware from _ jobbers’ 





It is commonly felt that | 











and complete sets. 
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stocks. The current movement is not, 
perhaps, as large as it will be next 
week, when the retail trade will begin 
to stock up for the Thanksgiving and 
Christmas trade. 


We quote from Boston jobbers’ 
stocks: 

Casseroles. — Without handles, 
round, 8-oz., 47c. each net; 1 
1%-qt., $1.17; 2-qat., 
shallow, 1-qt., $1; 
Round, vistor cover, 
at.. $1.17; 2-at., $1.38. 
$1, 1%-qt., $1.17; 2-at., 
shallow, 1-qt., $1: 1%-at., 
$1.33. = handles, 1-qt., 


qt., 

Baking Dishes. — Round, 
compartment, $1 each 0»net; 
cover, $1.73. 

Pudding Dish.—Round, %-at., 40c. 
Mi net; iqt., 57c.; 16-qt., 67c.; 
2-qt., 80c. Square, 114-at., 83c. Oval, 
shallow, 10-0z., 30c.; 18% -o0z., 40c. 
Round, shallow, l-qt., 57c.; 1%-qt., 
67c. Oblong, 57c. 

Bread Pans.—Oblong, small, 17c. 
each net: medium, 60c.; large, $1. 

shallow, 50c. 
13c. 
13c.; 


$1.17: 2-qt., 
Saag: 1i%4- 


double 
with 


Cake Dishes.—Round, 
each net. 
Ramekins.—Wide rim, 4-0z., 
each net; French pattern, 4-o0z., 
§-0z., 17c. 
ROOFING MATERIAL.—Most kinds 
of roofing material are in active de- 
mand. The call for shingles, tarred 
felt paper and sheathing paper is es- 
pecially satisfactory. Jobbers feel the 
recent reduction in tarred paper has 
helped business. 
We quote from 
stocks: 
Sheathing Paper.—Jap. $65 a ton 
net: Neponset black building paper, 
in 250-ft. rolls, $1.39 per roll net; in 


Boston jobbers’ 


500-ft. rolls, $2.78: tarred felt, Jap. 
$70 a ton: double thread duck, 
magnolia, 12-o0z., 29-in., 45c. per yd. 


SAW FRAMES.—Continued good re- 
ports are had from wholesale houses 
regarding sales of saw frames, blades 
Indications are job- 





bers’ stocks will clean up well this 
season. 
We quote from Boston § jobbers’ 
stocks: 
Wood Saw Frames.—No. 03. $5.85 
a - net; No. 50, $6.50; No. 40, 
Blades.—No. 6. 30-in., $5.20 per 
doz. net; 32-in., $5.85. No. 11, 30-in., 
$6; 32-in., $6.65. No. 45, cy $5.50 
Complete Sets. .75 per 
doz. net; No. 150 “Champioh, } 65: 
No. 40. $15.55; No. 45, $15.20; _No. 
111, $16.35 


SHEET ZINC.—Sheet zinc ey been 
advanced again, this time 25c. per 100 


lb., making 60c. within a month. Re- 
vised prices follow: 

We quote from Boston jobbers’ 
stocks: 

Sheet Zinc.—In 300-lb. casks, $13.50 
per 100 Ib. net; in 209-lb. casks. 
$13.75: in 100-lb. casks, $14; in small 
lots, $14.50. 

SIDEWALK CLEANERS.—Shipments 


of sidewalk cleaners are going forward 
from jobbing houses, not only on cur- 


rent sales, but on orders placed some 


time ago. It 
retail stocks were practically exhausted 


is evident that certain 


at the close of the last season. 


We quote from Boston jobbers’ 
stocks: 


Sidewalk Cleaners. — Wallingford 
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line, No. SCX7%, $8.40 per — net; 
No. IC, $9.96; No. RRSC, $5.16 


SPRAYS AND SPRAYERS.—Jobbers 
have readjusted their prices on arsenate 
of lead, not because of any new prices 
issued by manufacturers, however. 
There appears to have been some mis- 
understanding regarding base prices on 
the part of jobbers here. 


We quote from Boston 


stocks: 
Arsenate of Lead.—Swift’s, in paste 


jobbers’ 


form, in case lots, 1-lb. cans, 21'%c. 
per lb. net; 5-lb. cans, 18%c.; 10-Ib. 
cans, 16%c.; 25-lb. cans, 14%c.; 50-Ib. 
cans, 13%c.; 100-lb. cans, 12%c. In 
dry form, in 1-lb. bags, 23c. per Ib.; 
in 4-lb. bags, 20c.; in 10-lb. bags, 
20c.; in 100 lb. bags, c. 
Pyrox.—In case lots, 1-lb. jars, 24 
to the case, $7.80 per case; in 5-lb. 
crocks, 12 to the crate, 15; 10-Ilb. 


6 of the crate, $13. 50: 25- np 
containers, to the crate, $20. 
50-lb. kegs, $8. 75; 100-Ib. kegs, $14. 10 

Dry Lime Sulphur. —In 1-lb. pack- 
ages, 20c. net; in 5-lb. packages, 18c. 
in 10-Ib. packages, l16c.; in 
12c.; in 50-lb. drums, 
lic.; in 100-Ib. drums, 10c. 

Fungi-Bordo.—Dry Bordeaux mix- 
ture, in 1-lb. packages, 24c. net; in 
4-Ib. packages, 17c. a I1b.; in 5-lb. 
packages, 19%c.; in 25-lIb. ‘packages, 
in 50-lb. packages, 14%c.; in 
packages, 14c. 
Sprayers.—Midget, $2.50 per doz. 
net; Cyclone, $4; Continuous, $6.50; 
compressed air, galvanized, $4.50; 
brass, $6.25; standard spray pump, 
$3.50; fog sprayers, $4.50; bucket 
sprayers, $3.05. 


THERMOMETERS.—Although less ac- 
tive than in October, the market for 
thermometers still evinces considerable 
life. Much of the buying today is in 
the nature of filling in orders. 


We quote from Boston jobbers’ 
stocks: 
Thermometers. — Chea 


crocks, 


tin case, 


spirit, 7-in., $1.20 per ie. net; 18-in., 
$1.38; mercury, 10-in., $2, Standard 
heavy tin case, 8- in., $13.50: 10-in., 
$15.25. Copper case, No. 51535, 8-in., 
$6: 10-in., $8. Woodback, 6-in., $9; 
8-in., $10; '10-in 11. Candy, "No. 
5908, $16. Bath, No. 5592S, $14.50. 


WATER GLASS.—Jobbers are begin- 
ning to take orders for water glass that 
will be shipped next spring. Prices are 
the same as they were last spring. 
We quote from Boston jobbers’ 


stocks: 
Waterglass.—Pints, $1.30 per doz. 
net: quarts, $2; gallons, $7. 


WEATHER STRIP.—Each day finds a 
new grist of orders for weather strip 
in jobbers’ hands. It has been a very 
active season for such merchandise. 


We quote from Boston jobbers’ 
stocks: 

Weather Strip.—In bundles, Bosley, 
felt, 65 per cent discount; Excelsior, 
felt edge, 65 per cent discount; Flexi- 
ble felt, 20 per cent discount. 


WINDOW GLASS.—Jobbers say there 
is an advance coming in window glass 
prices. With this advanced informa- 
tion in hand they have rounded up con- 
siderable business the past week. 
WRENCHES.—Jobbers have been noti- 
fied that there has been an adjustment 
in list prices on some kinds of Walden 
Worcester wrenches. Discounts remain 
as heretofore, however. 





New Roofing Supplies Catalog 


Issued by L. D. Berger 


L. D. Berger Co., 59 North Second 
Street, Philadelphia, Pa., has issued a 





new catalog on roofing supplies and 
sheet metal products. The catalog is 
well illustrated and contains some very 
helpful tables on specifications neces- 
sary in roofing and in the use of other 
sheet metal products. 





Billings & Spencer Catalog 


Billings & Spencer Mfg. Co., Hart- 
ford, Conn., has issued a new catalog 
which is the 36th edition, showing its 
line of wrenches and drop forgings. 


Reading matter continued on page 100 
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Making Its 
Presence Known! 
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Bigger Pipe Profits 
from Quicker Service to 
Your Customers 


You can make your pipe sales more than a 
convenience service to your customers. You 
can make them a profit-paying department of 
your business with a Willie Williams Portable 
Power Pipe Threader. 


The Willie threads, cuts and reams pipe, bolts 
and nipples in less than half the time it takes 
to thread with the old hand stock. Pipe you 
are proud to sell. 
Neat, clean, “‘come- 
quick” threads that 
just naturally “sell” 
your store as head- 
quarters for “qual- 
ity pipe and quick 
threading service.” 


. Get a Willie work- 
ing in your store. 


ton of NONE BETTER Socket 
Wrench Sets on the counter or in 
your window attract attention, al- 
though in not such a disturbing 
manner. And attention attracted is 
more than half a sale. When sold, 
NONE BETTER Sets satisfy; on 
each sale you make a satisfying 
profit. 
two cent stamp, used for writing for a 


A 
NONE BETTER Catalog, showing the nine 
sets, will prove a good investment for you, 





The New Britain Machine Co. 
198 Chestnut St. 


New Britain Connecticut 
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Black; the No. 3 = zet- that Sets the Mt 
set — six sockets — = 

and L type Hex. —= 
steel handle in 


handy hinged con- == i 
Easy to operate tainer, is one of == THE NEW BRITAIN MACHINE CO. = 


the big sellers. SS New BriTan. CONN, LSS 


—one of your 
own men can 
double up as the op- 
erator. 
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the mail to-day for 6 
new 32-page_ de- O 
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WILLIAMS TOOL CORPORATION, ERIE, PA. 


Canadian Plant: Brantford, Ontario 


PORTABLE POWER 
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Business Shows Increase 


Say 


N. Y. Wholesalers; 


Holiday Merchandise Active 


ALES continue to increase in the New York whole- 
sale hardware market. There has been a reported 
flurry of prices on certain spring lines being 


booked for future delivery. 


At press time we are in- 


formed that prices on spring lines are stronger and 
that they will probably resume what might be termed 


a normal level. 


Staple and seasonal items are both very active 


throughout this section. 


Building is very good, which 


helps the sale of finishing hardware, building and 
roofing papers and the demand for carpenters’ tools. 
There has been some talk of a possible advance in 
tools, but there is no specific data or confirmation of 
this report available at press time, 

Holiday merchandise for the Christmas selling sea- 
son is in good demand. This includes not only gift 


items, 


lighting outfits and tree ornaments. 


but also Christmas tree stands, electric tree 


Many retailers 


are already displaying electric toy trains and aug- 


mented toy stocks. 





Linseed Oil Advances 
1/5 Cent Per Lb. 


Distributors report an advance of 
1/5 cent per lb. on linseed oil, f.o.b. 
New York. The advance price was an- 
nounced on Nov. 5. 

Linseed oil is now quoted as follows: 
In lots of less than 5 bbl., 14c. per Ib., 
the equivalent in cents per 7% lb. gal. 
being $1.05; in lots of 5 bbl. or more, 
13.6c. 
per 74% lb. gal. being $1.02; Caicutta 
linseed oil in bbl., 16.1c. per lb., equiva- 
lent in cents per 7% lb. gal. being 
$1.20%c. You will note that Calcutta 
linseed oil in bbl. has not been changed. 

Boiled oil is 4/10c. extra per Ib. 
Double boiled oil 5/10c. extra per lb. 
and oil in half bbl. lots 7/10c. per lb. 
additional. 


Fair Demand Is Reported for 
Stove Pipe Dampers 


There has been a fair demand for 
stove pipe dampers in this market. 
creased demand is predicted for the 
next two weeks. Stocks appear satis- 
factory. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Stove pipe dampers, 4%, and 5 in., 
$1.35 per doz.; 5% in., _$1. 50 per doz.; 
6 in., $1.60 per doz.; 7 in., $2.25 per 
doz., and 8 in. $2.60 per doz. These 
prices are NET. 


Axes Are More Active 
Outside City Limits 


Outside of New York City there has 
been a very active demand for axes. 
Both the consumer and retailer have 
been placing good aggregate orders. 


Reading matter continued on page 
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| Prices are holding throughout the city 
_and stocks are satisfactory, according 


to reports. The high price and scarcity 


of coal has made a good market for 


buck saws in the rural districts of this 
territory. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Axes, Long Island pattern, 2% to 
3 Ib., $1.69 eac h; Connecticut pat- 
tern, 2% to 3% Ib., $1.70 each; 3 to 4 
lb., $1.75 each, and 4 to 5 lb., $1.81 
each Columbia pattern, 3% to 4% 
lb., $1. SO each; 4 to 5 Ib., $1.85 each, 
and 5% Ib., $1.95 each. Kentucky 
pattern, 3 to 4 lb., $1.45 each; 4 to 5d 


Ib., $1.58 each. 


N. Y. Jobbers Selling 
Stove Boards, Pipe, etc. 


There is a very active demand for 


stove boards in the New York market. 


Stove pipe is selling well, and stove 
pipe dampers are receiving consider- 
able attention. All of these active 
items are being quoted at firm prices, 
which are found to be fairly uniform 
throughout this market. Stocks appear 
to be adequate in all three lines, and 
there is no rumor regarding any price 


movement or stock shortage. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 


Stove Boards 


Stove boards (paper lined), 24 x 24, 
$8.40 per doz.; 26 x 26, $9 per doz.: 
28 x 28, $10.05 per doz.; 30 x 30, $12 
per doz.; 32 x 32, $14.75 per doz.; 
35 x 35, $17.40 per doz., and 32 x 42, 
$19.80 per doz. 


Stove Pipe Dampers 


Stove pipe dampers, 4% and 5 in., 
$1.35 per doz.; 5% in., $1.50 per doz.; 
6 in., $1.60 per doz.; 7 in., $2.25 per 
doz., and 8 in., $2.60 per doz. These 
prices are net. 
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Radio Sales Satisfactory, 
Report N. Y. Jobbers 


Continued cold weather is helping 
the sale of radio equipment and acces- 
sories throughout the New York mar- 
ket. As was announced last week, some 
declines were made during the summer 
months. Local distributors say they 
do not expect any further decrease in 
prices during the winter season. Sales 
are very good, and reports indicate 
that the number of hardware dealers 
handling radio in this district is show- 
ing a steady increase. The Christmas 
holiday demand for radio will undoubt- 
edly be very active as the trade is pre- 
paring for the increased business in 
this line during the holiday selling 
period. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Radio Receivers 
Chelsea, 5-tube > F., $29.75 net; 
rigs ae 6-tube, R. $37 net; Chel- 
sea, 5-tube with Sastet’ in speaker, $75 
net i. dealers. 


Gilfillan Neutrodyne, GN 1, 5-tube 
model, list price, $150; dealer’s dis- 
count, 40 per cent. Same, GN 2 
model, list price, $120; dealer’s dis- 
count, 40 per cent. Same, GN 3, 
4-tube model, list price, $65; dealer’s 


discount, 40 per cent. 
Loud Speakers 


Dymac, micrometer, volume con- 
trol, $5.10 each. 

*K-E, list price, $10.80. 

Spartan, adjustable, $6. 


Dymac, loud speaker unit, $2.95 
each. 

Phonograph attachment, = adjust- 
able loud speaker unit. Spartan 
brand, list price, $4.50. 

Radio Phones 

Spartan head phones, $3.00. 

Dymac, No. E-103, $2 each; No. 
G-72, $3.25 each. 

Manhattan head phones, $4. 

Radio Accessories 

Tubes, $1.75. 

Battery chargers, Tungar, $13. 

Hydrometers, 50c. eac 

Ground clamps, copper, 6c. each. 

Window lead-in strip, 10c. each. _ 

Lightning arrester, 238c. to 25c. 
each. 

Mica condensers, 0.00025 and 0.001 


each: 0.001, 18c. each; 0.002, 22c. 
0.006, 36c. each, 

insulators, 4-in. brown 
each; same, knob type, 


15¢c. 
each; 

Porcelain 
enamel, 10c. 
2c. eac h. 

Pyrex insulators, list price, 45c. 
each; dealer’s discount, 3314 per cent; 
Pacent plugs, 22c. each; same, auto- 
matic type, 52c. each. 

tadio plugs, in carton lots only, 
20 plugs to a carton; list price, 65c. 
each; dealer’s discount, 40 per cent. 

Grid Leaks, Megohms, 1%, 2, 3 and 
4 are all 9c. each. 

Turnbuckles, 3-in., 6%c. each; 4-in., 


Tle. each. 

Blow torches, Midget, 33c. each; 
Handy, 50c. each; improved auto- 
matic, $1.10 each, and Spartan, $1.40 
each. 

Battery harness, 70c. each. 

tadio antenna outfit, $1.90 each. 

Talking tape, 52c. each. 

Ammeters, O-35 amps., 

Voltmeters, O-35 volts, 70c. each. 

Combination meter, O-50 volts, $1 
each. 

Acid-proof battery tray, holds bat- 
35c. each; 


50ec. each. 


teries up to 100 amps., 
holds battery up to 150 amps., 50c. 
each. 

Aerial wire, in 100-ft. coils: 14 
gage, solid copper, 34c. each; 7/22, 
stranded, plain copper, 45c. each; 
7/22 stranded, tinned copper, 55c. 


each: rubber covered wire, 85c. each. 


Batteries—A, B and C 


Eveready “A,’’ storage battery, 90 
amps., $13 each; 110 amps., $15 each. 
Batteries, No. 6, dry cells, ignition 


type, 26c. to 29c. each. 
dio ‘‘B”’ batteries, unit paczage 


quantities, No. 766, 1.30 each; 

764, $1.14 each; No. 67, $2.44 sath: 
No. 772, $2.44 each; No. 770, $3.09 
ae. “SS batteries, No. 771, 39c. 


102 








‘ November 12, 1925 HARDWARE AGE 101 


(J 
Yj 
Yj é , 
Yj YY YP YU p 
UM EL LEEELEAEAE EL. 





You Can Cut Any Key In 
Less Than A Minute With A 
Segal Rectifying Key-Cutter 


Equipped with the Segal 800 you canturn 
out any key, Yale, Sargent, Corbin, Russ- 
win, offset keys and even freak keys while 
your customer waits. This kind of ser- 
vice yields not only a good profit—but 
the best kind of advertising for your 
store—advertising that will bring more 
profits. This speedy key service will 
attract new customers—not only to buy 
keys but other things as well. 


The best feature of all, is that any boy 
can operate the Segal, the overhead is 
practically nothing. 


Other hardware dealers are making a 
tidy profit. You can do as well. Send 
for details. 


Cuts all makes of flat as well nant on bowen Booklet on request 


as cylinder or paracentric Keys 
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Brilliant, Cheerful 


Trade-getter 


By night—letters of gleaming beauty that 
make your store front bright and. cheerful. 

By day—letters of snow-white boldness 
against a dark background, whose artistry ap- 
peals and attracts customers. 

Your business message built into a I‘lexlume 
electric sign is far-reaching and most effective 
any or all hours of the twenty-four. 

Write for literature showing Flexlume at- 
tracting trade at moderate cost for other hard- 
ware merchants, and information as to how 
it can profitably serve you. 

We also build erposed lamp and other 


types of electric signa for those who 
prefer or require them, 


FLEXLUME CORPORATION 
1230 Military Road Buffalo, N. Y. 


Factories also at 
Phone 
ee - Detroit, 
Flexlume’’— Los Angeles, 
All Principal Oakland, Calif., 
and Toronto, 
Cities Tne 


' JUST AS EFFECTIVE BY DAY 
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HARDWARE AGE 
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Record October Sales in Cleveland— 
Holiday Lines Moving Actively 


(Cleveland office of HARDWARB AGE) 


USINESS in hardware lines continues good. October brought 
out a better volume of orders than September and with some 
of the jobbers it was one of the best months in their history. 


Orders are coming in in good volume from all districts. 


Some holi- 


day merchandise is moving and some lines of seasonal goods are be- 
ing booked for spring delivery. However, the demand is largely 


for staple merchandise. 


Cleveland retailers report a gain in busi- 


ness which generally was better last month than in October last 


year. 


Unseasonal weather conditions created a good demand for 


heating equipment and accessories. 
Prices are out on stepladders and ladders for next spring, being 


the same as prevailed this year. 


Jobbers have also placed in effect 


the new prices on screen doors and windows which show a reduc- 


tion. 


There have been few recent price changes, but the trade is 


looking for some price advances next month because of the advance 


on various steel products and pig iron. 


Slight wage advances are 


reported among the manufacturing industries in some sections. 


Generally the business situation is very satisfactory. 


Reports 


from local organizations that gather statistics show a considerable 


increase in employment in Cleveland in October. 


The automotive 


industry has kept up at a record breaking pace for this time of the 
year, but some of the car builders are slowing down operations this 


month. 


ALCOHOL.—There is some demand for 
denatured alcohol, although most of the 
trade covered earlier in the season. 


Cleveland jobbers quote denatured 
alchol in barrel lots at 58c. per gal. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—The demand for casings and 
tubes has fallen off since the last price 
advance. Dealers are buying only for 
early requirements. Some of the job- 
bers have continued to take business 
at the old prices until they exhausted 
the stocks they purchased before the 
advance. However, these stocks have 


now practically disappeared. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $4.75; Reliable jacks, No. 
1, $2.33; No. 2, $3.33 in lots of 12; 
Derf spark plugs, 96c. each for all 
sizes in lots of less than 50; Cham- 
pion X spark plugs, 45c. each for 
less than 100 and 4l1c. each for over 
100: Champion regular, 53c. each for 
less than 100, all sizes; 50c. each for 
over 100: Reliable jacks, No. 00, $1; 
No. 1, $1.25; Nos. 2 and 3, $1.75 


AXES.—The new demand is light and 
prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per ‘doz.: double bitted, unhandled, 
$20 per doz.: 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—The demand for radio 
batteries continues fairly heavy. Prices 


are unchanged. 
Jobbers quote f.o.b. Cleveland: 
No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small 


lots. 
Eveready B batteries, No. 486, $3.58 
each for unit packages ‘and $3.85 each 


for smaller lots. 








No. dry cell bat- 

teries, 
BIRD CAGES.—tThese are still moving 
well for the holiday trade. 


Cleveland jobbers quote bird cages 


as follows: 
No. 275, each; No. 274, $2.50 


each; Nos. ds and 530, $5 each. 
BOLTS AND NUTS.—The demand is 
fair and regular prices are being main- 
tained. Although some other lines 
have moved upward there is no intima- 
tion as yet of any price advance on 
bolts and nuts. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
per cent off list; small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per — 


6 Ignition type 
29c. each. 


50 and 10 


off list; hot pressed nuts, $3.90 o 
list; small rivets, 65 and 5 per cent 
off list. 


DUTCH OVENS.—tThese are proving 
a popular item with the trade at pres- 
ent and sales are fairly heavy. 


Cleveland jobbers quote Tite-top 
ovens: 10% in., $2.15; 11% in., $2.56; 
4°" $2.88; 131% in., $3.45; 14% in., 
4.15. 


ELECTRIC HEATERS.—tThere is still 
some call for these but not as much as 
earlier in the fall. 


Cleveland jobbers quote Universal 
and Hotpoint heaters at 30 per cent 
off list and Polar Cub heaters at 
$2.95 each. 


FENCE POSTS.—Few sales have been 
made since the recent announcement of 
prices for spring delivery. 


Jobbers quote f.o.b. Cleveland; 6-ft. 
posts, $30.05 per hundred; 6%-ft. 
posts, $32.26 per hundred; 7-ft. posts, 
$34.43 per hundred; 7% - ft. posts, 
$36.65 per hundred; 8-ft. posts, $38.83 





per hundred; lc. each less for lots of 
500 or more. 


GALVANIZED WARE.—The demand 
is fair and prices are firm but un- 
changed. 
Jobbers quote f.o.b. Cleveland: 
1-bu. galvanized baskets, corru- 
gated, $6.50 per doz.; better grade 
with rope handles, $20 per doz.; pails, 
10-qt., per doz.; 12- -at., $2.60 
per doz. ; 14-qt., $2.90 per doz.; 16-qt., 
$3.55 per doz. 


GARDEN HOSE—Reports have 
reached the trade of price advances but 
these so far have not been officially 
confirmed. Jobbers have contracted for 
good stocks at the prevailing prices. 
Cleveland jobbers quote % in. 
double braided garden hose, 10c. per 
ft. for bale lots; % in., 9160. per ft., 
and % in., lle. per ft. 
GLASS BAKING WARE.—Stimulated 
by the holiday trade the demand has 
increased and is very satisfactory. 
Jobbers quote f.o.b. Cleveland: 
Casseroles, round or oval, 1-qat., 
$1.17; 2-qt., $1.38; 2%-qt., $1.66: 
square, $1.50; casserole with fancy 
covers, higher. 
50c.; 9-in., 60c.; 


Pie Plates, 8-in., 
—vene Pans, No. 212, 60c.; No. 214, 


10-in., 67c. 
Utility Dishes, No. 231, 67c.; No. 
232, $1.17. 

Tea Pots, 2 cups, $1.67; 4 cups, $2; 
6 cups, -Oa- 


HANDLES.—tThere is very little activ- 
ity in handles at present. 


Jobbers quote f.o.b. Cleveland: 

Axe eo —No. 1 hickory, $4.25 
per doz.; No. $2.90 per doz.; finest 
selected white. ‘hickory, $6 per doz. ; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles.— 


No. 7, 90c. per doz.; finest growth 
hickory, $1.50. 
Hay Fork Handles. — Straight, 


chucked —. ‘ege 7 XX, 4% ft., $3.75 

per doz.; : oo 50 y Nee ; bent, 

4% ft., 2 34. a se «% : $5.10 per 

te X bent, 4% f * 3090" per doz.; 
$3.20 per yy 

Bienes Fork gy gag vt XX, 
4 ft., $3.90 per doz.; , $4.25 per 
doz.; X, bent, 4 ft., *3 0 per doz. ; 
4% ft., $2.90 per doz. 

Garden Hoe Handles. —XX, 4% ft., 
$3.30 per doz.; No. 1, 4% ft., $1. 56 
per doz. 

Garden Rake Handiles.—XX, 6 ft., 
$6.25 doz.; No. 1, $2.65 per doz. 

Pa. _Handies. —Regular pattern 
ow, * $5.90 per doz.; X, 4% ft., 
vc 75 Hy ye D handle, $5.60 per 


m.. Spade Handles.—X grade, $5.40 per 


ICE SKATES ——Jobbers report an im- 
provement in orders, although buying 
for the holiday trade has not got under 
way. 
Jobbers quote f.o.b. Cleveland: 
Polished, screw clamp skate, 84c.; 
same, nickel lated, $1.19; high car- 
bon runners, $1.62; same, ‘highly fin- 
ished, $3.24; ladies’ skates, polished, 
$1.12; Alumo shoe skates, nickel sil- 
ver finish, $7.25; satin finish, $5.50; 
De Luxe $10; 
hockey, $10 
INCUBATORS.—tThe early orders are 
mostly in and the demand has slowed 


down. 

Cleveland jobbers quote incuba- 
tors at 35 per cent off list f.o.b. 
Cleveland and 30 per cent off list 
f.o.b. factory. 


NAILS AND WIRE.—tThese items con- 
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Approved! 
by the keenest buying 






brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 





TARTT TTT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 








Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 





































The Modern Housewife 
Cleans Her Gas Stove With 


Biro 


For forty years, housewives used ordinary 
stove polish. Then came STOVOIL, nationally 
advertised through thousands of demon- 
strations. Cleaner, more sanitary stoves 


- resulted. 


STOVOIL is entirely different from 
the ordinary stove polish. It gives 
greater satisfaction because it destroys 
rust, keeps burner holes 
open, affording a free, con- 
tinuous flow of gas. Cook- 
ing is quicker. 
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Dealers are selling thou- 
sands of bottles today—de- 
mand has been created. The 
new screw-cap is easily re- 
moved and replaced. Order 
three dozen package—retail 
at 50c. 35%-50% profit. 


Pacific Coast Distributors: 


General Sales Corporation 


ee a re San Francisco 
ee eg sk eens Portland, Ore. 
a 2 eee ee Los Angeles 


Superior Laboratories 




















Grand Rapids 














Dept. 1102 
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tinue to drag with orders limited to 
early requirements. Prices are firm. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
and $2.90 per keg for less than: car 
lots. 

Jobbers quote as follows’ from 
stocks: 

Nails.—Less than car lots, $3 per 


keg; No. 9 galvanized wire, $3.45 per 
100 Ilb.; No. 9 annealed wire, $3 per 
100 lb.; cement coated nails, $2.40 per 
100 Ib.; polished fence staples, $3.70 
per 100 lb.; galvanized fence staples, 
$3.95 per 100 Ib.; miscellaneous nails 
and wire brads, 70 and 10 per cent off 
list. 

Barbed Wire.—S0-rod 
man, 4 point cattle wire, 


Ly- 
Same, 


spools, 
3.20; 


hog, wire, $3.50; American special hog 
wire, $2.50. 
OIL COOK STOVES.—A fair volume 


of business is being booked for spring 
shipment at this year’s prices 
were recently reestablished. 


HARDWARE AGE 


_for radio sets shows an improvement | 


and is exceedingly good. 


Prices are 


| unchanged. 


ROLLER SKATES.—There is some de- 


mand for these for early shipment and 


_ jobbers are booking some business for 
_spring delivery. 


which | 


PAINTS AND OILS.—The paint busi- | 


ness is quiet. The recent bad weather 


has interfered materially with outside | _—e . : 
other districts are very light. 


painting. 
Jobbers quote f.o.b. Cleveland: 
Mixed paints, regular shades, best 
grade, $3.10 per gal. for 1 gal. cans. 
Outside white, $3.30 per gal., in 1 
gal. cans. 


Turpentine in bbls., $1.30; less than 
bbl, $1.46 per gal. 

Linseed oil in bbls., $1.12; less than 
bbl., $1.27. soiled, 3c. extra per gal. 
White lead, in 100-lb. Kegs, 15\4c. 
per Ib.; in 50 and 25-lb. kegs, 
per Ib.; in 12%-lb. Kegs, 15%4c. 
Ib.: in 500-Ib. lots, 10 per cent 
count; other prices are net. 


POULTRY NETTING 
CLOTH.—Jobbers have booked a fair 
volume of orders for spring shipment 
since the reestablishment of last year’s 
prices. 
firm. 


Cleveland jobbers quote poultry 
netting at 50 and 7% per cent off list; 
galvanized before weaving, 50 and 10 
and 7% per cent off list; wire cloth, 
black, $1.85 per 100 sq. ft.:; galva- 
nixed, $2.05 to $2.10 per 100 sq. ft. 


POULTRY SUPPLIES.—Orders 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: 
Union skates, Nos. 4 and 5, $1.42 


per pair; No. 6, $1.55 per pair; No. 3, 

ball bearing, 85c. per pair. 
ROPE.—Orders for spring delivery 
continue very good. These are being 
taken at the present prevailing prices. 


Cleveland jobbers quote first grade 
Manila rope 25%c. per Ib. at mill and 
26c. per Ib. out of stock: second 
grade, less; 18¢c. from 


Sisal rope, 
mill and 18%c. from stock; second 
grade, 2c. less. 


REFRIGERATORS.—Jobbers are get- 
ting a fair volume of refrigerator or- 
ders from some sections, but sales in 


2c. 


ROASTERS.—These have commenced 


to sell well for the Thanksgiving holi- 


day trade. 


AND WIRE) 


Regular quotations are holding | 


are 


being booked for spring shipment but | 


the demand is not active. 


Cleveland jobbers quote celluloid 
leg bands, American size, $3.10 per 
thousand; Mediterranean, $2.85 per 


thousand; aluminum leg bands, $3 per 
thousand. 


Cleveland jobbers quote Savory 
blued steel roasters, small family 


size, $8.90 per doz., large family size, 


$15 per doz., hotel size, $33.75 per 
doz. Blue enameled, small _ size, 
$21.25 per doz., large size, $27.50 ner 
doz. Magnolia finish, small size, 
$28.50 per doz., large size. $37.25 per 
doz. Pyrex roasters, $3.50 each. 


RUBBER COVERED WIRE.—A slight 


ered wire. 

RUBBER ROOFING.—tThe fall de- 
mand was very satisfactory, but sales 
now have fallen off as the seasonal buy- 
ing is about over. 


Cleveland jobbers quote = rubber 
rooting as follows: 

Cornell, medium weight, $2.19 per 
roll: heavy, $2.49 per roll. 

Adelbert, light weight, $1.52 per 
roll; medium, $1.93 per roll; heavy, 
$2.24 per roll. 

Columbia, light weight, $1.07 per 
roll: medium, $1.35 per roll; heavy, 
$1.56 per roll. 

Vassar, slate surface roofing, $2.15 
per roll. 


SCREEN DOORS AND WINDOWS.— 
Prices have been announced for next 
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on doors and 5 to 7% per cent on win- 
dow screens than those that prevailed 
this year. 

SHOVELS.—The demand has _ picked 
up slightly and is fair. Prices are un- 


changed. 
Cleve'and jobbers quote: 
Fourth grade shovels, full bundles, 
$10.75 per doz.; less than full bun- 
dles, $11 per doz. 


SOIL PIPE.—A price advance to 68 
per cent off list base Birmingham for 
extra heavy grade has been made on 
soil pipe. 
STEPLADDERS AND LADDERS.— 
The same prices that prevailed last 
spring for stepladders and ladders have 
been announced for the coming spring. 
Cleveland jobbers quote best grade 
clear spruce ladders at 564%c. per ft., 
lighter grade, 4c. per ft., competi- 
tion grade, 32c. per ft.: extension 
ladders, 30-ft., $9 each; 32-ft., $10.60 
each; 36-ft., $12.85 each; 40-ft., $14.30 
each; straight ladders, 106-ft., $2.05 
each; 12-ft., $2.40 each; 14-ft., $2.70 
each; 16-ft., $3.20 each; 18-ft., $4 
each. 
ad- 


STEEL SHEETS.— Mills have 


_ vanced prices $2 or more a ton and the 








RADIO EQUIPMENT.—The demand | spring. These are 2% per cent lower | 


STOVES 


advance has been made on rubber cov- | 


_market now appears to be well estab- 


lished on the higher basis. However, 

jobbers have not yet changed prices. 
We 
f.o.b. 
Galvanized 

per 100 Ib. 
AND RADIATORS.—Heat- 
ing stoves, both coal and gas, are now 
moving well. There is also a good de- 
mand for boilers and radiation. Fol- 
lowing a 5 per cent advance in the net 
price list on boilers and radiation made 
in September a 2% per cent reduction 
automatically became effective Nov. 2. 


WRENCHES.—Jobbers continue to get 


stocks, 


$5.10 


quote from jobbers’ 
Cleveland: 


sheets, 28 gage, 


'a fairly good volume of business. 


Prices are unchanged. 


Cleveland jobbers quote genuine 
Walworth Stillson wrenches at 70 per 
cent off list for full packages and 65 
and 5 per cent for less than full 
packages. 

Crescent wrenches, single and 4 to 
6 in., $6.08 per doz.; 8-in., $7.49 per 
doz.; 10-in., $9.36 per doz.; 12-in., 
$14.94 per doz.; 15-in., $21.96 per doz.; 
18-in., $30.42 per doz. 





Looking Beyond the Goods 





The idea of selling moving picture 
cameras and projectors to the ama- 
teur photographer is new. The 
manufacturer ef one of the latest of 
them recently put on the market did 
wisely in carefully choosing the ap- 
peal for his advertising. He has not 
advertised it as still another mov- 
ing picture equipment for the ama- 
teur, but rather as the means of en- 


foremost in mind the fact that nobody is nearly as much 
interested in things as in the service those things are 
capable of doing for the human beings. When a merchan- 
diser gets this point of view firmly fixed, his business, no 
matter what it may be, becomes vastly more vital and 
interesting to him. He then knows that he is selling not 
merchandise but rather enjoyment, pleasure, comfort, 
knowledge, health, purity, refinement, and attractiveness 
in ten thousand different forms. 

How much better for the ticket seller at the railroad 


joying many new pleasures which the ownership of a sat- 
isfactory moving picture equipment gives its owner—the 
taking of pictures, which may always be repeated at will, 
showing children, friends, relatives in every sort of ac- 
tion, as well as the most interesting phases in a large pro- 
portion of the events one attends which are worth remem- 
In other words, this manufacturer realizes that 
he is not so much selling moving picture cameras as he 
is selling the service which motion picture cameras are 


bering. 


capable of giving. 


Every merchandiser worthy of the name always has 


body has put it: 
things.” 


depot to realize that he is not selling mere cardboard 
tickets but pleasant journeys for humans! 
better for the life insurance man to put out of his mind 
that he is making another commission and to realize that 
he is selling security for a family circle! 
is selling them, automobiles should not be just so much 
iron and steel, but the means of enabling human beings 
to go when and where they want almost at will. 
“Don’t sell things—sell the ideas behind 


How much 


To a man who 


As some- 
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Nationally Advertised! - 
BOLLER MOP WRINGERS Sieve ond 


Styles 
= “EZY- SQUEEZE” Mop Squeezers 


Housewives, janitors and hotel cleaners are constantly on the 
look-out for labor saving devices. These people are quick to 
appreciate the help the above products give. Remember, no 
one likes to wring out a mop by hand—every one of your 
customers who buys a mop is a good mop wringer prospect. 


You can secure both of the above lines from the same jobber— 
This will save you a lot of time. Get in touch with him. 


PETER PjOLLER MACHINE WORKS 


126-128 N. Curtis St. Chicago, Il. No. 7 Challenge 


LANDRETH’S This Feature Means Safety 


Garden and Flower Seeds 
































Mixed Lawn Grass an ne 

Now is the time to place your Garden, Flower 4 Setestal Bf ¢ 
Seed and Mixed Lawn Grass Seed order, if you Steel Step eye eae 
have not done so for this Winter and Spring Support Patent Office 





shipment. If you would like our prices, send us 
a list before buying elsewhere and we will quote 


you on Seeds of various kinds in bulk, in litho- 
graph cartons of | lb., 14% Ib. and % Ib. and in TRADE MARK 


Flat Papers. We would also like to quote you on 
Mixed evel Grass. Please oy = wm ae SUPER-STRONG 
eee STEP LADDERS 


Before buying for delivery after 1925 crop, send us a 
list of your wants that we may quote you if our traveler 


ee Every step ladder in the big Super-Strong 
We are the oldest Seed line embodies our Patented Steel Step Sup- 

House in America, this be- t 

ing our I4Ilst year in the port. 

Seed business. Had we . . ‘ : ? 

not given good seeds, sat- This device grips and reinforces each side 

peng yg mage so gape piece where the greatest strain comes. It 

sage not have existed so also holds the ends of each step as securely 
— as a vise. No nails to work loose. 

Business Established 1784 Send for Catalog. . 


D. Landreth The Superior Ladder Company 





S Co. 516 E. Madison St. (Lincoln Highway) 
COLONIAL BOY COPYRIGHTED Bristol, Pa. GOSHEN, INDIANA 




















pee Oe LINE of POULTRY SUPE LIES 
4° Sells easily - Stays sold . 








Brooders We ask comparison of our prices and service. You £8 wey eS 
Incubators will find our supplies of highest quality and practical Ry. E a 
Waterers ee ee” ed an gen eae _ Se oy) y. 

WE SELL THE SAME GOODS FOR LESS Ge iy 
Feeders MONEY OR BETTER GOODS FOR THE SAME \ fae), 
Non-Freeze Fountains \fONEY. eS a fi af 
Miscellaneous Supplies Investigate the Royal Line. Ask your jobber. | a 

5 / 


ROYAL MANUFACTURING CO., TOLEDO, OHIO ere 
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Sales Improving in Northwest Territory— 


Favorable Crops Indicate Prosperity 


(Minneapolis office of HARDWARE AGB) 


Twin Cities shows on the whole an excellent condition, both 


\ CAREFUL survey of the Northwest territory tributary to the 


as to crop returns, and as to the financial position of the peo- 


ple. 


While there are some places as usual where the crops did not 


turn out as well as had been hoped, the greater portion of the terri- 
tory has received excellent returns. 

Bankers in the smaller towns may be quoted as saying that many 
frozen loans of several years’ standing have been cleared away. 
Included in these loans are many that had been given up as hopeless. 
Last year and this have seen great improvement in this way, and 
the farmer is now ready and in a position where he can buy many 


things he has needed for the past several years. 


shown improvement also. 


Collections have 


There is a steady gain in the amount of sales in the retail stores, 
although in many cases the totals are less than had been hoped. 
The coming few weeks should see the holiday trade bring business 


in at a satisfactory rate. 


It is felt that trade will be better in the 


larger cities, as it has in the smaller ones in the past few months. 
Merchants are buying in smaller quantities, although they have 


their fall and holiday stocks very 


ASH SIFTERS.—Sales are improving 
as the colder weather forces the use of 
furnaces and stoves. Stocks are full 
and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood square ash 
sifters at $2; metallic rounds, $4.25; 
and wood barrel at $6 per dozen, net. 

AXES.—Demand for axes is increasing 
with the approach of the winter cutting 
season. Stocks are in readiness for 


this trade and prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $14.50, and double bit 
base weight axes at $19.50 per dozen, 


net. 
BALE TIES.—Sales are fair, with 


ample stocks on hand. Prices show no 


changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 9% x 15, $1.36; 


9% x 14, $1.50; 
9, x 14, $1.53. . 
BOLTS.—There is a normal demand 
for bolts and stocks are being’ carried 
to meet it, but are being scanned with 
an eye toward the approaching inven- 
Prices have not changed. 


tory time. 
We quote from jobbers’ stocks, 
f.o.b Twin Cities: Carriage bolts at 


45 per cent; machine bolts at 50 per 


cent; stove bolts at 75 per cent, and 

lag screws at 55 per cent from lists. 
BRADS.—Sales are still fair, with price 
slightly lower. 

We quote from jobbers’ 
f.o.b. Twin Cities: Wire brads in 
lb. boxes at 75 per cent from list. 

BUILDERS’ HARDWARE.—Deliveries 
of finishing hardware are being made 
on orders placed during the past few 
weeks for new work which is being 
rushed to completion. There has been 
some difficulty during the season in get- 
ting trim hardware, but on the whole 
the trade has been fairly well served. 


stocks, 
or 


“v 
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well in hand at the present time. 














Some building will be in progress for 
several weeks yet. 

COAL HODS.—Demand for hods is in- 
creasing with the approach of steady 
cold weather. Stocks are well filled 
and prices firm. 


We quote from 
f.o.b. Twin Cities: Japanned open 17 
in. coal hods at $3.60; 18 in. at $4.15; 
japanned funnel hods, 17 in., : 
18 in., $5.15; galvanized open, 
®; 18 in., $5.50; galvanized funnel, 
, $6. 45, and 18 in., $7 per dozen, 


jobbers’ stocks, 


DAMPERS.—Sales are fair, with ample 
stocks on hand. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron, wood 
handle dampers, 6 in., $1.40, and cast 
iron, coil handle, 6 in., $1.20 per doz., 
net, 

EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Sales are still being 
made in this line, but more slowly than 
in the recent months. Building opera- 
tions are slowing down to some extent, 
and repair work is quite well com- 
pleted. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, 28 ga., 
5 in. single bead eaves trough at 
$6.05 per 100 ft.; 29 ga., $5.50 per 100 
ft.; 28 ga., 3 in. conductor pipe at 
$5. 40 per 100 ft.; 3 in., elbows, $1.73 


per dozen, net. 
FIELD FENCE.—Sales have been very 
good, with dealers’ stocks well filled 
for the expected demand. Prices on 
fence items are slightly higher. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 13 ga. intermediate type 
of fence at $30.04 per roll with other 
sizes and weights in proportion. 


FILES.—Sales are normal in this line, 
with ample stocks on hand. Prices 
show no changes. 








We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from list. 

GALVANIZED WARE.—Demand for 
some items in this line is very good. 
Ash cans, tubs and baskets are selling 
well. Stocks are heavy enough to meet 
the demand, with prices slightly ad- 
vanced. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8. at 


No. 3, $9.45; heavy tubs, No. 
$12.60; No. 2, .80; No. 3, $15. 00: 
standard 10-qt. pails, $2.70; 12-qt. 


: , $3.40; stock pails, 16-qt., 

$5, and 18- -at., $5. 50 per dozen, net. 
GLASS AND PUTTY.—Call for glass 
and putty still is very good, due to the 
work of repairing storm sash and plac- 
ing them for the winter. Sales are 
running to a very satisfactory volume. 
Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, 
single strength glass, 83 per cent; 
double strength, 85 per cent, and 
strictly pure putty in 50-lb. drums 
at $4.85 cwt., net. 

HAMMERS AND HATCHETS.—Sales 
are fair, with stocks ample for the de- 
mand. There is still a fair amount of 
building in progress, and small tools 
continue to sell. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin aa ne Bs doa No. iif 
carpenters’ ha 12.60 
Plumb No. HFS, "$10. 50: _™.: No 
2 broad hatchets, "$14. 45; ‘No. 2 shing- 
ling, $11.20, and No. 2. claw, $12.50 
per dozen, net. 

LANTERNS. — Demand for lanterns 
has been steady and good. Stocks are 
well filled and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, $13 per dozen 
net. 

NAILS.—Sales are still good, although 
there is some decrease in demand. 
Stocks are being graded down for the 
end of the year, and prices are un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 

OIL HEATERS.—Demand for oil heat- 
ers still is very good. Uncertain fall 
weather makes this form of heat de- 
sirable. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters, 
japanned polished steel, $3.66 each, 
and No. 016, nickel polished steel, 
$5.32 each, net. 

OIL STOVES, OVENS AND WATER 
HEATERS.—Sales still continue to be 
very satisfactory in this line. Stocks 
are well balanced and heavy enough for 
the demand. Prices have not changed. 


Prices to retailers f.o.b. Twin 
Cities: 
Oil Cook Stoves 
a 
— DD ee $17.50 
ne i Se i 
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SPRING HINGES 
The “Simplex’”’ 





Hanging Strip 
Required 


_ The “Simplex” is designed for Economy in applica- 
tion; requiring no jamb strip and only one mortise cut. 

sure to read about the important features in con- 
struction of this hinge as described in our NEW CATA- 
LOGUE No. M-42. 


Chicago Spring Hinge Company, 


CHICAGO oo YORK 














Chair 
Tips 





No. 12, 1 inch 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of rocking chairs. 
Durable and easily 
fitted to the rocker. 
Catalog, prices and 
terms on request. 


Ath WANA WUE 
HM WU 
wh 


| Ht 


} 
tii} 


Elastic Tip Co. 


370 Atlantic Ave. 
Boston Mass. 














SUPERIOR BRAND 
HARDWARE CLOTH 


You will find Su- 
perior Brand 
P Hardware Cloth 
always true to its 
name. Smooth, 
round wire, even 
mesh, straight 
selvage, bright 
and _ thorough 
galvanizing. A 
strictly quality 
product at no 
advance in price. 


SUPERIOR 


G. F. Wright Steel & Wire Co. 
Worcester, Mass, U. S. A. 

















is the time to stock the Creco- 
ite Camp Axe—a wonderful 
Xmas gift for all boys and 
men. Two popular styles and 
finishes—both sell quick and 
profitably! NOW is the time 
to place your orders for spring 
delivery on the famous Marion 
line of shears and hooks—for 
grass, hedge, sheep, etc. We 
also offer a new line of excep- 
tional value in chain goods and 
tongs. 


If your jobber can’t supply 
you, write today for further 
information and catalog “‘H.” 


MARION TOOL WORKS, Inc. 
Marion, Indiana 























ee en occ kcassovens PS 50 
a i ee 39.00 
Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (improved Model)— 
Ne. Ge B WOT. cc cccccstesccucBnsee 
. a! 2 el eee oe AL 
ek: ee a: SS cu cuweewen cans 28.50 
Puritan discounts same as VPerfec- 
tien. 
NESCO— 
a ee PO. | scans weeeses $9.50 
on. eee ae BITE. 5 6 cc wes seeuee 17.35 
eee .oe Se... ccwcecsceeees 22.00 
ae ee ee ee 28.00 
ah 2) Pn, cus eeeeeteees 50 
No. 1102 high shelf only........ 20 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ S00 
No. 1105 high shelf only TTT TT. Tt 4.75 
Nesceo dealer’s discount, 30 and 5 
per cent. 
Ovens 
PERFECTION— 
No, 211 1 burner plain door.... $2.50 
No. 211G 1 burner glass door.... 2.75 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners giass door... 6.00 
IR ee 6.15 
Dealer's discount, on 10 or more, 
30 and 5 per cent; less than 10, 350 
per cent. 
PURITAN— 
No. 42G 2 burners glass door. ..$5.25 
Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
NESCO— 
No. 05 1 burner solid door.....$2.10 
No. 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 1.15 
No. 10 1 zurner glass door..... 1.40 
No. 020 2 burners solid door 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door 5.40 
No. 30 2 burners glass door.... 5.70 
Dealer's discount, 30 and 5 per 
cent. 
Water Heaters 
a tall Raat a ee ie $45.00 
ER, a i ee wee 40.00 
PeTTeCtiIon NO. €Zh..<csccccvesces SO.00 
Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
1), 30 per cent. 
Wicks, Etc. 


Rockweave wicks, 25c 


. each. 
Perfection and Puritan, $4 per doz. 


and $48 per gross. 
Discounts same as on oil cook 


stoves, ovens and heaters. 

PAINTS AND WHITE LEAD.—Paint- 
ing has kept up until weather condi- 
tions have forced discontinuance of the 


outdoor work. Painters and decorators | 


are turning their attention to 
work now and selling their customers 


indoor | 


on the idea of redecorating their homes. | 


Sales are good, with stocks still ample 
for the demand. Dealers 
ning to shade their stocks for the an- 


are begin- | 


nual’ inventory. Prices show no. 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon in 1 gallon 
cans, and white lead in 100-lb. kegs 
at $15.85 per cwt., net. 


PAPER.—Market for building paper | 


has been very good this year and there 
still is a fair call. Stocks are ample 
for the present needs, with prices un- 


changed. 

We quote from jobbers’ stocks, 
f.o.b., Twin Cities: ted rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 ewt., and tarred felt at $3.35 


cwt.. net 


New Officers for 
P & L Production Club 


The’ annual election of officers of 
the Pratt & Lambert, Inc., Production 
Club was held Oct. 15, 1925. 

Hora, of the shipping department was 
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PYREX OVENWARE.—Holiday sales | 


are even now beginning to be felt by 
the dealers. With Thanksgiving Day 
in the immediate future, and with a 
month of holiday ahead, dealers are 
looking for real sales in this line. 
Stocks are being kept well filled and 
prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casse- 
roles at 117; No 197 casseroles, 
$1.17; No. 202 pie plates, 50c.; No. 
210 pie plates, 67¢c.; No. 212 bread 
pans, 60c.; No. 231 utility pans, 67c.; 
No. 2 tea pots, $1.67: No. 24 tea 
pots, $2, and No. 36 tea pots, $2.33 
each, net. 


REGISTERS.—Sales are still fair, with 
stocks well assorted. Prices have not 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters at 20 per cent and steel regis- 


ters at 40 per cent from lists. 
ROPE.—Sales are fair, with stocks 
graded down for end of the year de- 


mand. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 26',c. Ib., base, and best 
grade sisal rope at 19%c. Ib., base. 


SASH CORD AND WEIGHTS.—De- 


mand is still very good, with the 

amount of building construction in 
progress. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord, 78%c. Ib.; second grade, 45c.; 
cast iron sash weights at $2.10 cwt., 


net. 
SCREWS.—Demand is normal, with 
stocks in good condition for this season 
of the year. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 


wood screws, 75-25 per cent; flat 
head japanned, 65-25 per cent; 
round head blued, 70-25 per cent; 
flat head brass, 70-25 per cent, and 
round head brass, 70-20 per cent 
from lists. 


SIDEWALK SCRAPERS.—tThe real 
demand for sidewalk cleaning tools has 
not yet begun, but dealers are prepared 
to serve their customers’ promptly. 
Prices are steady as last quoted. 

We quote 
f.o.b. Twin 
walk scrapers at 

SK ATES.—There is a marked’ increase 
in the demand for skates in the past 
two weeks. Indoor rinks are in opera- 
tion in the larger cities and in some of 
the smaller ones. People are antici- 
pating outdoor skating and are pur- 
chasing equipment ahead of time. 
Stocks are well filled for this call and 
prices steady. 


from jobbers’ stocks, 
Cities: Kohler’s_ side- 
$5 per dozen, net. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sterling half 
hockey shoes and skates, $4 pair; 
North Star aluminum finish’ tube 
skates and shoes, $7.25 pair; nickel 
finish, $8.25 pair; Nestor Johnson 
Flyer skates and shoes, aluminum 
finish, $5.50 pair, and nickel finish, 
$6.50 pair. 

SNOW SHOVELS.—Demand has not 





yet started for shovels, but dealers are 
prepared to serve their customers, 
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their stocks being heavy. Prices have 
not changed. 

We 

f.o.b. 


quote from jobbers’ stocks, 
Twin Cities: Wood snow shov- 
els, $19: steel blade, straight han- 
dle, $4.50; galvanized steel blade, D 
handle, 151% x 17, $10.80, and 16 x 
21, $11.50 per dozen, net. 


SOLDER.—Demand for solder is fair, 
with stocks ample. Prices are slightly 


higher. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 


and half solder at 42c. Ilb., and strict- 
ly half and half solder at 4lc. Ib., 
net. 


STEEL SHEETS.—Sales are fair, with 


stocks ample for the demand. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black _ steel 
sheets at $4.25 ecwt., base, and gal- 
vanized steel Kheets at $5.35 cwt., 
base. 


STEEL TRAPS.—Demand for traps 
has not yet started, but the opinion 
seems to be that this will be a good 
Stocks are well filled and prices 


year. 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor, No. 0 
traps at $1.10; No. 1, $1.38; No. 1%, 
$2.44; No. 2, $3.36. Oneida jump 
traps, No. 0, $1.59; No. 1, $1.83; No. 
1%, $2.81 per dozen, net. 


STOVE BOARDS.—tThe first flurry of 
demand for this fall is’ over on this 


line, but there is a steady call. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystalized stove 
boards, 28 x 28, $16.95; 30 x 30, 
$19.70; 36 % 36, $27.45 per dozen, 


net. 
STOVE PIPE AND ELBOWS.—Sales 
are steady and good at present, with 
stocks well filled for this call. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform, blued, 
28 va., 6 in., Knocked duwn_ stove 
pipe at $14.75 per 100 lengths; com- 
mon iron corrugated elbows, 6 in., 
$1.30, and adjustable charcoal iron, 6 
in. elbows at $2.05 per dozen, net. 

STOVE SHOVELS.—Call is fair, with 
stocks full. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned 14% in. 
stove shovels, 50c.; Jumbo, 21% in., 
$1.55; Jumbo, Jr., 14 in., 85c. per 
dozen, net. 


WHEELBARROWS.—Call is showing 
a grading down as the season advances. 
Stocks are lighter, with prices un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Fully bolted bar- 


rel type tray wheelbarrows at $36.50 


doz.; No. 2 tubular barrows at $7.33 
each, and No. 1 garden barrows at 
$6.25 each, net. 


WIRE.—Demand is fair, with stocks 


ample for this time of year. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted 
hog wire at $3.22 per 8&0-rod spool; 
galvanized cattle wire at $3.21 per 
S0-rod spool; galvanized hog wire at 
$3.43 per 80-rod spool; smooth black 
wire No. 9, $3.25 cwt., and galva- 
nized smooth wire No. 9, $3.70 cwt. 





' elected president; C. A. Wacker of the 


lacquer department, vice-president; O. 


ds. Schultes of the laboratory, secretary. 


/ 


The meeting was well attended, fifty- 
one production department heads, of 
the total fifty-six members of the club, 
being present. 


Pennsylvania Store Robbed 


The store of the Weaver and Hovis 
Hardware Company, Cochranton, Pa., 
was recently entered by robbers, who 


_made off with sporting goods loot to 


the value of $1,000. 
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Thatch arpener™ 











a “AB ERSHMAN 


iiate @ Grinding 


Machine 


The Berghman 
Skate Grinding Machine ‘“‘The Line That Keeps Moving” 


2QoTOQOSee 











Now is the time to display is designed for shop use. Standard outfit a 
and sell holiday merchandise. includes a % H. P. two-year guaranteed It takes steam to make an engine ‘‘Go’’ and it takes more than good 
BERGHMAN SKATE SHARP- motor mounted on a steel table and also a materials to keep tools moving 
ENERS retail for $1.00 and jig for holding all styles of skates. On the We've built ‘‘Go’’ as — as “Quality into the complete line of ‘‘Threadwell” 
make an ideal Christmas gift. — of Pi “a is een ~_" for = Tools. Get the Catalog , 
rs idly rive vy ng and on re right is an 8” alundum , 
bg eg wef tA aek See ‘toe Gee apis coins The THREADWELL TOOL CO., meray Mass. 
any skate. PACKED ONE and kind of current. ™” Pranet 
ax ‘398 ean 809 Harrison so cileago 135 ‘St Ae “Clair 604 i Mission St. 
der ¢ roadway ar g 
Order at once. BERGHMAN COMPANY Siar vy rng eo 
5427 Fulton St. Chicago, Ill. 













TRADE-MARK 


ALLEN Safety Set Screws SAMSON CORDAGE WORKS 


30% Extra Strength over broached hollow screws TON . 

—the only other ~— . fs _—— BOS 2 MASS 

process we increase the density the s 

around the socket-holes, so that even the smaller S ASH 'Ove)°30) 

sizes will stand all the strain the best made 

y omg ea od eee Dre ay a SAMSON SPOT, PHOENIX, and SACHEM BRANDS 

rong nsingy "i. ceutee ae Pye N is Clothes Lines, Masons’ Lines, Shade Cord 
utilized either for solid metal at the point, or depth ef socket Awning Line, Dumb Waiter Rope, etc. 
for the wrench. All sizes in stock from % in. to 1% in; Send for catalog and samples 


any length, point or thread. Also Socket-Head Cap 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO.dartrorb. Conn: 


BRAIDED CORDS + COTTON TWINES 

















STAY-WET 


Paint & Varnish 
Remover 


IT IS THE QUICKEST 
AND MOST POWERFUL g 
VARNISH AND PAINT’ Pane “RNS 
SOFTENER MADE. REMOVER. 

Its widespread popularity 
and big sale carry conviction. 

It is reasonably priced, car- 
_ z good *profit and sells 
i} 6readily. 

Ask us for quotations. LIAB LEY BLADES DETACHED on 
RELIABLE PASTE CO. “— nn 
3223-25 Cottage Grove Avenue AMERICAN CUTTER COMPANY 


Chicago, Illinois 
49 Oneida St. Milwaukee, Wis. 


Dry Paste—Paint and Varnish Remover—Calcimine 


© OLE A- = MA © ly 


ROTATING COOKIE CUTTEIW - 


The detachable, separate 
blades are so hung from the 
handle that they slide into 
place as cutter turns, giving 
it such quick action it is a 
pleasure to use it, 

Housewives use it and 
delightedly | recommend it 
and buy it for gifts to others. 

Leading stores are having 
increased sales. 
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MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 
St. Louis, Mo. 


The Ideal Torch for 
Heavy Duty 


A substantial quart size for 
100% service. Has no screwed 
joints to leak or become loose. 

| Burner is underfeed type, pre- 
DETROIT ferred by practical mechanics. 
TOREH | Two needle control. 

1Om Specify “Detroit No. 102” on 

| your order to Jobber. 


Write for catalog “F.”’ 
Detroit Torch & Mfg. Co.. _ Detroit, Mich. 


New York Office: 45 Warren St.; Canadian Rep. George P. Fraser, 
39 Tyndale, Toronto: Kettmann & Ten Evck Sales Co., 2131 E. 
9th St.. Los Angeles, Calif. 
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Compelling Displays Feature of 
Weitzer’s New Store 


(Continued from page 50) 


cap on inadequate windows and the lack of floor 
space, the place was crowded and real merchan- 
dise displays were almost impossible. 

Last summer a piece of vacant property directly 
across the street was secured and the erection of 
a model hardware store commenced. The new 
building was one story high, of fire-proof brick 
and cement construction and with a street front- 
age of 35 feet. The store front itself is of the 
popular V type, the door in the center, and twe 
spacious windows, copper framed, with air tight 
panelled backs, ventilators for the prevention of 
the frosting over of the glass, and lighted by 
reflector lamps set in the front edge of the ceiling. 

The store, which is approximately 75 feet deep, 
is equipped down both sides with the most mod- 
ern wall fixtures, manufactured by the J. D. 
Warren Manufacturing Co., every item of mer- 
chandise being sampled and priced on display 
doors while the stock is carried on the shelving 
behind them. Three eight-foot floor cases form 
a large U just inside of the front door and back 


of them, set-cross-ways of the room, are seven 
display tables and stands containing kitchen- 
ware and small items of house furnishing goods. 

In the center of the exceptionally wide aisles 
left on either side in front of the wall cases are 
displayed such goods as electric washers, stoves 
and wheel goods. A short wrapping counter con- 
taining the cash register is also located in the 
right hand aisle about half way down the store. 
A room running the width of the building and 20 
feet deep at the rear of the store is occupied by 
the tin-shop, with the exception of a small space 
on one end which is partitioned off for an office. 

It is only natural that Weitzer Brothers should 
have made the opening of their new store an 
“oceasion.”” The formal introduction was made 
on the last Saturday evening in September and 
in about five hours time nearly 1500 people reg- 
istered at the store, receiving in exchange for 
their names and addresses souvenirs consisting 
of yard sticks, jelly moulds and thermometers, as 
well as candy and cigars. 





Watchman —What of the Night 


(Continued from page 68) 


In the meantime, for the next 60 days, of course 
your selling policy should be clearly evident. 
Selling is good. Push sales. However, while you 
are pushing sales, at the same time, walk over to 
your Credit and Bookkeeping Department and 
put a bug in their ears to push collections while 
collecting is good. Between now and Christmas 
the cash register will sing in every retail store. 
There will be cash. It is easy to pay bills when 
there is cash. Allow us to say that in our opinion, 
if you have not the time to attend to both sales 
and collections between now and January first, 
you should pay a little less attention to sales and 
devote more attention to collections. If you have 


a good selling organization, your sales, in a large 
measure, will take care of themselves, but col- 
lections never take care of themselves. That end 
of the business always requires somebody on the 
job with a sharp stick. Now, take my advice and 
whittle the collection stick just a little sharper. 
As the Texas cowboy said after making a few 
remarks: “Boys, what I have said goes. It goes 
with everybody.” We mean our remarks in re- 
gard to collections apply to manufacturers, job- 
bers and retailers. A little collection pressure just 
now may remind some of us of our debts. /t is 
really better to pay up what we owe than to give 
Christmas presents that we can not afford! 








Next Year’s Building Outlook Encouraging, Says N. Y. Bank 


“The year 1925 is probably the peak 
of the present cycle of building ac- 
tivity,” says the National Bank of 
Commerce in New York. “In 1926 con- 
struction should tend toward a level 
commensurate with the steady growth 
of the population, industry and pros- 
perity of the country. The level at- 
tained ought to be high enough to 
avoid any serious depression in the in- 
dustry itself or reaction on general 
business.” 

Continuing in the November issue of 
Commerce Monthly, the bank says, in 
art: 

“The influence of building and con- 
struction on general business in 1926 
will be second to none. This group of 


industries is so closely woven into the 
fabric of the whole industrial and com- 
mercial structure that a high rate of 
activity would go far toward assuring 
good business and any marked reces- 
sion would adversely affect the general 
prosperity. There are peculiar diffi- 
culties involved in any attempt to ap- 
praise the current situation as to de- 
mand for and supply of building space, 
but on the basis of such data as are 
available it appears that by the end of 
the current year the shortage accumu- 
lated during the war period will have 
been, on the average, about made up. 
“Demand, cost of construction and 
supply of capital are the most impor- 
tant forces that control the building 


industry. Three principal factors in 
the demand which has resulted in the 
sustained program of the last four 
years may be distinguished—the re- 
quirements of normal growth, demand 
resulting from a higher standard of 
living and the making up of the war- 
time shortage. 

“The so-called normal demand is 
that which results from the replace- 
ment of obsolete or destroyed facilities 
and from the natural population growth 
of the country and consequent expan- 
sion of business. At the present time 
it is estimated that around three and a 
half or four billion dollars is required 
annually to take care of this growth in 
the United States.” 





November 12, 1925 HARDWARE AGE 111 


Anchor’ Brand 
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Made in dif- 
ferent’ styles 
to fit every 
kind of Laun- 
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(Reg. U. 8. Patent Office) 


There is won- 
derful ef fi- 
ciency in 
using the cor- 
rect type of 
Wringer. 








‘]cwOR * BRAND 
ANCORES Ue WRINCERS 
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All Dealers should have in stock ANCHOR 
BRAND Wringers to fit Round, Wood, or Iron 
Tubs, Square or Stationary Tubs, as well as 
Folding Bench Wringers. 


We solicit your orders, which will be 
shipped promptly 





Lovell Manufacturing Co. 


Catalog and Samples Gladly on Request Erie, Pa. 


Largest Manufacturers of Clothes 
CONTINENTAL, WOOD, SCREW CO rt 


Sj 
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Increase Your Christmas Profits 





with Dietzgen Practical Drawing Outfits 

—packed in attractive Christmas decorations and popularly priced at 
82.00 $5.00 #7.50 #10.00 $15.00 

These instructive outfits appeal particularly to growing boys and 


girls, students and apprentice architects and draftsmen, and make It Takes Little Salesmanship 


Ideal Christmas Gifts 





It is a new Christmas item which will increase your volume me —_ ; ; : 
of Christmas trade—and become a steady year ‘round best seller. to put a WS-50 Dish Drainer in the kitchen 
Every article in every outfit is a standard Dietzgen item and may 
be replaced from stock. of every one of your customers. 


There is a substantial saving to the customer in buying a com- 
plete ontfit and a good profit for you. 


This hand rainer is strongly constructed 
We Help You Sell y d a gly co t 


with mailing folders, window trimming suggestions, newspaper and iS easy to clean. 

electros or mats, and furnish one Instruction ee etd ab yp a sto 

every outfit dealing with elementary lessons in mechanical drawing. 

7 . F Let us tell you about the rest of our easy 


Write For Special Dealer’s Proposition 


and find out about this new means of popularizing your store. Send 
to our nearest branch for full particulars—Today. 


EUGENE DIETZGEN CO. Union Steel Products Co. 


Chicago New York San Francisco . — 
New Orleans Pittsburgh Philadelphia Albion, Michigan, U. S. A. 
Washington Milwaukee Los Angeles 


sellers. 
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Wanted, 
Conscientious, Intelligent 


Clerks 


The burden of hundreds of letters we are receiving nowadays 
from hardware dealers all over the country is that one of their 
greatest business problems is securing and holding efhcient 
sales help. 


There are two angles to the problem with which the dealer 1s 
confronted; one economic, one psychologic. 


Sales talent has its market value the same as every other com- 
modity. When an earnest, conscientious salesman has gained 
hardware selling ability he is worth more and will naturally 
look for commensurate compensaton either from his old boss 
or elsewhere. Sentiment cannot for long take the place of 
many dollars. 


On the other side we have the psychological aspect. Many 
a young man starting his career in hardware selling soon gets 
an exaggerated idea of his value largely because he does not 
realize the many things that still remain for him to learn if 
he is to become a really skilled merchandiser. [Hlence, impatient 
with the necessarily slow increase of his salary, he jumps about 
seeking a few dollars more wherever they may be offered. 


One successful dealer of our acquaintance squarely faces these 
facts. When he hires a man he makes it clear that the most 
valuable compensation he can give him is a thorough training 
in hardware merchandising, both selling and buying—that he 
is going to train the man for a better job and higher remunera- 
tion than he can ever expect to give him. 


In that store, therefore, every man regards the present as 
merely a stepping stone to a future higher earning power. Each 
man values his daily experience for its progress toward the 
goal of thoroughly developed merchandising ability. 


\Ithough salesmen frequently “graduate” from that organiza- 
tion and are replaced at the bottom by new “students” the 
result is a continuing high grade of intelligent effort through- 
out the selling force and a less than average turn-over in sales 
help. Needless to say the business and the salesmen themselves 


thrive under this system. 


In administering such a system of training you must get to- 
gether with vour men frequently; this means frequent well 
directed store meetings. 


Topics for store meeting discussions are offered you in both 
the editorial and advertising sections of HARDWARE AGF every 
week. In this issue look over the editorial articles and also 
note among many others the following suggestions. 


How Would This New Screen Cloth Ap- 


peal to Your Customers?.......... Page 17 
An Attraction for Fishermen......... Page 19 
Profits From Gifts for Golfers. ....... Page 20 


Are Your Hunting Goods Profits Up to 
PUN 6 e460 a baweeeeds se eeuncuget Page 25 


A Strong Attraction for Christmas. ...Page 24 
Sales Points That Sell Camp Cots... . . Page 59 
.Page 61 
A Suggestion for the Dealer’s Local 
FN 0s + 6's.0 twee 64 6 ods veel Page 69 
An Opportunity for Quick Turnover. .Page 119 


Of Interest to Every Home Owner... 
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Maintaining a Leadership 
(Continued from page 85) 
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line in New England, he could afford a conven- 
tion. So it was held in the State Armory. The cost 
was considerable, but he believes that it was a 
good investment, but of course it is too early to 
give a final answer. 

This convention, however, was notable for other 
reasons. In addition to radio, several other kinds 
of unusual merchandise were exhibited. The list 
including these items: 

Radio receivers, complete line. 

Standard electric stoves. 

Electric washers. 

Battery chargers and test instruments. 

Storage batteries. 

Electric refrigerators. 

Electric appliances and utensils. 

Several booth spaces were used by True & 
Blanchard for various departments of their 
regular business, including automobile acces- 
sories, paints and other lines. 

“It is probable that such a list of items is 
unusual,” said Mr. True, “but we have grown 
naturally into this list because we have tried to 
keep up with the development of the lines that 
we handled many years ago and to maintain our 
relative importance in the community. 

“We believe that it is a merchant’s duty to bring 
as many conveniences to his people as _ possible. 
This we have endeavored to do. Some years ago 
we thought that the opportunity to buy auto- 
mobiles in this community was not what it ought 
to be, so we added Hudson cars to our stock of 
merchandise. As this business developed, we 
learned that it did not operate well in connec- 
tion with a retail hardware business, so we made 
it a subsidiary company with a distinct man- 
agement. The company continues and is pros- 
perous. We have continued, however, to sell auto- 
mobile accessories in the hardware store as well 
as in the automobile division.”’ 

In all of his conversation there seemed to be 
back of Mr. True’s remarks a consideration of 
the fulfillment of his obligation to the community, 
rather than the development of his business. 

“IT read much concerning merchandising plans 
and theories,” he says, “but my experience 
teaches me that people are a condition and not 
a theory. We try our best here to meet the con- 
ditions and to do the best we can for the people. 
One trouble with so much that is written on 
merchandising today is that it appears to treat 
the people as a theory. Consequently it is not 
practical until it is applied.” 








It’s a Fact 


The salesman who always has to do it over 
again because he did it wrong the first time, 
wastes time for himself and money for the boss. 
The salesman who overdoes it when trying to 
make sales loses sales and drives away trade. 
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A comparatively small stock of Eagle 
Cabinet Locks will enable you to make 
money from the many requests that 
you may now have to pass up. A few 
numbers only will satsify most de- 
mands. 


Our line consists of a complete range 
of warded, lever tumbler and pin 


tumbler locks, including drawer, 
wardrobe, desk, chest and cash box 
locks. 

The Eagle Quality Line 


Front Door Sets 
Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 

Wood Screws 


Night Latches 


EAGLE LOCK CO. 


General Sales Office 





‘3 Mus PAT OFe. 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford St., Boston, Mass. 


Works at Terryville, Conn. 








26 Warren St., New York acowos enor 
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SPECIAL CHRISTMAS ASSORTMENT 
10 standard lights 


List - - - - - = = = © © = = = $24.95 
Cost to dealer, including display - - - - 13.71 
Dealer’s profit - - - - - - = = = = $11.24 


Order from your jobber now! 


EVEKEADY 


in a Christmas Package 
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¥Y Christmas to 
to alla ieee ight 





The throttle’s wide open for 
Christmas flashlight sales! 


A SPECIAL, holly-decorated wrapper for 
the individual flashlight. A special dis- 
play-carton for the counter, containing 
a special Christmas assortment. Special, 
large-space Christmas advertising in The 
Saturday Evening Post and a big list of 
magazines, farm-papers, rotogravure 
newspapers, etc. A big, powerful Christ- 
mas drive all along the line. ‘The 
throttle’s wide open and the Eveready 
Christmas Special is roarin’ down the 
track to profits for all! Get yours/ 


NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 
Atlanta Chicago Dallas Kansas City Pittsburgh 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY HOUR EVERY TUESDAY at 9 P.M. 
(Eastern Standard Time) 

For real radio enjoyment, tell your customers to tune in the 

‘‘Eveready Group,’’ broadcast through stations— 

WEAF New York WFI Philadelphia WWJ Detroit 

WJAR Providence WGR_ Buffalo weco { Minnear apoiis 

WEE! Boston WCAE Pittsburgh 

WTAG Worcester van ag a woc Savcmpent 

St ouls 


EVEREADY 


FLASHLIGHTS 
iy BATTERIES 


they last longer 
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Moisture Guide for 
Incubators 


The Moisture Guide Co., Springfield, 
Mo., has recently perfected an evapora- 
tion measure, known as the Patterson 
& Young Incubator Moisture Guide, to 








show the evaporation of eggs in in- 
cubators, thereby telling when to add 
moisture. 

This device consists of a combination 
aluminum holder and a scaled glass 
tube for containing water, which shows 
at all times in parallel the accumulated 
evaporation of the egg. 

It is said to handle the evaporation 
or moisture problem as successfully as 
a thermometer handles heat. 

Each guide is packed in a carton with 
directions. One dozen cartons in dis- 
play box for retail trade. 


Columbia Bicyclet Has Many 
Attractive Features 


With a view to pleasing both boys 
and girls from three to twelve years of 
age Steinfeld, Inc., 11-13 East 26th 





St., New York City, is offering a side- 
walk bicycle, No. 31. 

It is built low which makes either 
mounting or dismounting easy and is 
constructed with the idea of safety. It 
has a massive appearance, and with 
the weight all carried on the tires is 
built for speed and easy riding. En- 
tirely new rub-wood wheels. Seamless 
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rubber over-all—with extra heavy, non- 
skid balloon type tread absorbs the 
shocks when riding over rough places. 

Friction is said to be reduced to a 
minimum and its operation is noiseless 
and practically without effort. 





Addition to the Dixon 
Paint Line 


The Joseph Dixon Crucible Co., Jer- 
sey City, N. J., announce the addition 
of an aluminum graphite paint to their 
paint line. 

It is made with a view to meeting 
the special requirements primarily of 
all gas companies, oil companies, 
steamship and industrial companies, 
greenhouse owners, pipe lines, munici- 
palities, sugar companies and in fact 
wherever an aluminum paint or light 
colored paint is required and for ex- 
posed metal work. 

It is composed of aluminum com- 
bined with the flake silica-graphite pig- 
ment and boiled linseed oil. Aluminum 
when used for paint making is of flake 
formation and when combined with the 
Dixon pigment, each flake is said to lap 
over, after the manner of fish scales, 
forming a covering of great elasticity 
and durability. It is said nothing can 
penetrate to the under or painted sur- 
face. 

Its luster is slightly less than a 
straight aluminum paint, but it is 
pleasing to the eye and is said to be 
durable. 

Gases, fumes, acids, smoke and other 
deteriorating agents are said to have 
little if any effect on it. It is said to 
retain its color after light colored 
paints have darkened and to resist the 
natural enemies of paint, sunlight, air 
and moisture. It reflects light and 
heat and will stain less from soot, dust, 
water, etc. When used on oil storage 
tanks, it is said to keep the tempera- 
ture of the contained oil 10 degrees 
lower than that of oil in tanks painted 
with dark color paints. This also ap- 
plies to refrigerator cars and tank 
cars, where coolness is desired, even 
though exposed to the direct rays of 


' the sun. 


It can be sprayed or brushed on but 
the manufacturer recommends the lat- 
ter method. It can be brushed on over 
a dark coat of paint, one coat being 


sufficient to properly cover the under 





surface. 





Copper for Contacts Is Fea- 
ture of Turner Timing 
Unit 

The use of copper for all contacts 
and conductors is announced as a fea- 
ture of the new model Turner 2-in-1 
Timing Unit, manufactured by the 
Turner Manufacturing Co., Kokomo, 
Ind. The sliding contact principle, is 
retained, together with the keystone 
shaped contact inserts, the “flash- 
proof” timing disk and the inclosed 
wiring assembly. 
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Extensive tests conducted by Turner 
engineers have shown that the process 
used to harden the copper, of which 
the contact inserts are made, permits it 
to retain the high conductivity native 
to the metal, but at the same time im- 
parts hardness that resists wear to an 
unusual degree. The timing disk, de- 
veloped by this company some time 
ago, possesses the same wear-resisting 
qualities, so that the continued opera- 
tion of the device does not cause un- 
evenness or roughness on the raceway. 
This is due to the use of a laminated 
insulating material, perfected a few 
months ago, which is described as be- 
ing absolutely “flash” proof and imper- 
vious to the action of oil, water or 
climatic conditions. This material is 
used on the race, between the contact 
inserts. 

In addition to the contact inserts, 
the sliding contact brush is now made 
of hardened copper bronze and the 
steel rotor, which carries the brush is 
copper-plated, to provide better con- 
ductivity. The wiring assembly, which 
has always been of high grade copper, 
is unchanged. 


Garage Door Holder of 
Wrought Steel 


The Forsberg Manufacturing Com- 
pany, Bridgeport, Conn., is bringing 
out a wrought steel Garage Door Hold- 
er No. 100. The device holds the door 
at any desired angle, locking it auto- 
matically but securely against jar or 








wind or force applied directly to the 


door. As there is no slack or “back- 
lash” the door cannot rattle. But a 
slight pull on the chain unlocks the 
holder and closes the door. Should the 
door be unlatched, the holder keeps the 
door closed. 

It is rigid, strong, durable and proof 
against weather conditions. The in- 
stallation is simply and quickly made. 

There is also a complete garage door 
set in both loose and tight pin “T” 
hinges made by this company. The 
sets are packed complete with chain 
bolt, foot bolt, door handle and thumb 
latch. The hinges are 10 in. extra 
heavy embossed style. The set is 
packed in a telescope box. 
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XL Fry Pan~—the Leader 
of a Complete Quality Line 


On the counter or in the window, Wheeling XL 
Fry Pans attract the attention of every housewife 
who passes. They recognize fry pan quality, for 
few kitchen utensils are more frequently or more 
constantly used. Such interest not only brings deal- 
ers a large volume of extra fry pan business, but 
stimulates the sale of their complete line of Wheeling 
household ware. 


Plan now to place an XL Fry Pan in every home 
in your community, and do your customers a real 
service. Get in touch with the nearest Wheeling 
branch (listed below) for prices on immediate ship- 
ments. Ask for facts concerning the complete 
Wheeling line of metal ware—a line with a national 
reputation for distinctive quality and value. 


WHEELING CORRUGATING COMPANY 
WHEELING, W. VA. 





NEW YORK KANSAS CITY 
CHICAGO CHATTANOOGA 
PHILADELPHIA RICHMOND 

ST. LOUIS MINNEAPOLIS 





g 








~\e 


XL Fry Pans are made for many years 
of day in and day out service. Stamped 
in one piece from heavy gauge sheet 
steel, highly polished and lacquered. 
The handle, especially shaped to fit the 
hand, is anintegral part of the pan and 
cannot be broken. Note the 2 4% inch 
depth which gives this pan the widest 
range of usefulness in every kitchen. 
XL Fry Pans are easy to keep clean due 
to the rounded bottom and the ex- 
tremely hard steel that withstands 
constant scouring. Made in one size 
—No. 8—2)% inches deep by 10% 
inches diameter. It is the sturdiest 
pan of its kind that is built, and quick- 
ly becomes the leader wherever sold. 
Other Wheeling Fry Pans, Griddles 
and Spiders consist of the Friar, Royal : 
and Regal lines. These are made with 

Cold Handles. Va 
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IN ORDER TO BETTER SERVE THE TRADE WE HAVE REBUILT 
OUR NASHVILLE, TENN., FACTORY, MAKING IT THE BEST EQUIP- 
PED HICKORY PLANT IN THE WORLD, AND IN SIZE SECOND 


Registered ONLY TO OUR LOUISVILLE, KY., PLANT. Registered 
Brands _ ~~ Brands 
DANIEL | PERFECTION 

BOONE | ; 
AMERICAN | | — 


BEAUTY | 





ms . - me . ~ Ss) 
~~ Lae Po wit , 7 


























DAISY iii, 
SUCCESS 
SUN- 
FLOWER 
EAGLE 
PEERLESS 
ROYAL- 
BEAUTY OAK 
TURNER, DAY & WOOLWORTH HANDLE CO. “SINCE 1855” LOUISVILLE, KENTUCKY 
oe The ft 
Peiyec: 
cme 1 rT 
° “e ” 
The Stick to “One Brand 
Customer 
Youve met his kind. He won’t buy anything - Ss 
unless it has been tried and proved worthy. LUDLOW SAVIOR | 
The watch he carries, the car he drives, the radio 
he owns, the saw he uses—all are made by com- 
panies who assume full responsibility for depend- 
able service. 
Naturally he says: “Perfect Brand’ when he 
wants Screen Wire Cloth with a known reputa- 
tion. Keep stocked on the standard sizes. 
Liour Jobber does—he knows. 
NT" un OT mn 


Ludlow-Saylor Wire Co. 


Painted St. Louis Missouri Galvaniacd 
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inges of dis- 
tinctive beauty | 
and Service that 
form the 


standard of Nalin” 
nifomnity ~ 


and u 








GRIFFIN 


MANUFACTURING CO. 


Branch Offices: 
45 WARREN ST. N.Y.C. 74 W. LAKE ST. CHICAGO. 
( 


ERIE ~ 7 4 PENNA. 
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Laces 


4 Sales Insteadof 1 


LASS very rarely leaves a_ store 
without a group of companions. If 
intended for windows it 1s often ac- 

companied by putty, tacks and hammer 
and more than likely putty knife and 
glass cutter too. If designed for picture 
frames—nails, screw-eyes, picture wire 
and hooks are the logical escorts. Many 
of these are small items, to be sure, but 
in the aggregate the profits are certainly 
worth going after. 




















Taking all in all, a glass department is 
usually one of the most profitable depart- 
ments considering the small initial invest- 
ment, the small space it occupies, the 
rapid turnover because of its many uses, 
and the many other items it helps to sell. 
Now the right way to create a glass de- 
partment is to start with a product that 
is bound to give satisfaction. Make sure 
that you get 


“She BEST 9" 


It is superior to ordinary window glass 
because of its clear vision, perfect flat- 
ness, freedom from defects, uniform color 
and great tensile strength. And the 
beauty of it all is it costs no more! 


Sold and distributed by leading jobbers in 
the principal cities of the United States 


AMERICAN WINDOW Guiss 0 
Prrrsaurcn. PA. uss. 


ARIENICAN WINDOW CLASS CO. 














Worlds largest Producer of Window Glass 


GENERAL OFFICES: PITTSBURGH. PA. .BRANCHES IN PRINCIPAL CITIES 
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Here's the List you need- 


Its Verified 





Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Gives names and addresses of Hardware Retailers, 
with ratings based principally upon annual sales; 
and also shows names, addresses, capitalization, ter- 
ritory covered, number of traveling men, names o 
buyers and lines handled by Hardware Wholesalers. 


CONTENTS 


Wholesale Hardware Houses and Manufacturers’ 
Agents in United States, Canada and Foreign Coun- 
tries. 

Retail Hardware and Housefurnishing Stores, includ- 
ing Retail Departments of Wholesale Houses in 
United States, Canada and Foreign Countries; also 
General Stores, Lumber Yards, etc., handling hard- 
ware. 

5c, 10c and 25c Stores carrying hardware in United 
States and Canada. 

Department Stores carrying hardware and housefur- 
nishings in the United States. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 
Export Merchants handling hardware and kindred 
lines. . 
Sporting Goods Wholesalers and Retailers. 

Mail Order Houses. handling hardware and housefur- 
nishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the Sixth 
EXjition which is the current issue. 


Hardware Wholesalers find Verified List of great value in 
‘“‘checking’’ their retail proapect records. 


$12.00 postpaid 


HARDWARE AGE 


(Verified List Department) 
239 W. 39th St. New York, N. Y. 
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STAYTITE 
_ HANDLE 





All Pennsylvania 
Quality Mowers 
are equipped 
with this handle. 









Nationally Advertised 


of Course! 


1926 will see our national ad- 
vertising continued just as 
aggressively as in the past. 


Pennsylvania Quality Mow- 
ers are not only known as the 
bestbut the best known. 


ENNSYLVANIA 


Quality 


LAWN MOWERS 
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‘DIXONS } 


FLAKE GRAPHITE @@ 


SPRING OIL#} 


AND 


RUST SOLVENT 


A quick-selling lubricant that 
has many uses in the home 
or office. 



















































Containing Dixon’s’ Flake 
Graphite, it is unexcelled as a 
lubricant while a few drops 
will loosen rusty nuts or bolts. 
The value of flake graphite as 
a lubricant is well known in 
mechanical fields. The high 
quality lubricating oil carries a 
charge of graphite to every 
moving part and provides bet- 
ter and longer lasting lubrica- 
tion than possible with oil 
alone— 


The new 3 oz. can is packed 
one dozen to an attractive car- 
ton which may be placed on 
counter for display and easy 
sale. 
















VACUUM 
CLEANERS 


1 





_ Ask your jobber or write 
tor prices and further informa- 
tion. 


Joseph Dixon 
Crucible Company 
Dept. 40-SG. 
Jersey City, N. J. 


DOS Established 3) 
1827 


DIXONS 
FLAKE GRAPHITE 


SPRING OIL 
RUST SOLVENT 


, 4 
‘ 
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mmedia 


turnover/ 


Winter will soon be here, and now is the 
time for Weatherstrip business. ‘Good 
profit and quick turnover for hardware 
dealers selling ‘‘Economy’’ Metal 
Weatherstrips with our tested sales and 
advertising plan. 











Trade-Mark Reg. U. 8S. Pat. Office 


The All Metal 
WEATHERSTRIP 


is made of bronze, will not rust,and lasts a life- 
time. Inexpensive. Home-owners prefer it be- 
cause they can install it themselves without: 
removing the window. Comes in handy cartons’ 
—no cutting, measuring or waste. 


Order now and turn your money over within the 
next sixty days. 


Ask Your Jobber’s Salesman for Further 
Information, or— 


ee a Ny N \ 
ATS es RS natkandanr’ ’ AMAA Aad RADA WW 
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’ . : 
& H. A. 11-19-25 ; 
7 ECONOMY METAL WEATHERSTRIP CO. 5 
: 2531 Homer Street, Chicago - 
+ Send, without obligation, descriptive literature, sales plan. prices’ g 
’ and your trade discount. 4 
* 4 
5 . 
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In a Close Corner or - THE STANDARD 
on Ordinary Work— “Ss” WRENCH 


The Bemis & Call Improved Adjustable “S” Wrench has 
the knack of getting around parts in confined places as 
well as providing the mechanic and layman with a gen- 


eral purpose tool. 
It is THE automobile wrench. Strongly constructed and 
easy to adjust with thumb of the hand holding it. 


A high quality B. & C. guaranteed product. Graceful in 
design, carefully hardened and tempered. Write for 


BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 



































Sell Them 
by the set 











MAX x SIEVERT 


(Sweden) 
BLOW TORCHES 
and STOVES 


Over 400 Types—The Best by Far 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 








slit Gell & o cain ff athe ae an oe BS We also carr full 1i f Swedish Qualit 
m once c 
— Fa can ts ee te tee oo _-_ J a u ine oO wedisn ua y 
hand, preventing loss, ete. Try it. Hardware 
level Yo guide them, et ee ee ee a ee ee mm ge 
eve r e ° ° 
ry work Ly time; 20. jnazed ends: avery part S the --. is emooth and Order from your jobber to-day, or write. 
They r way u r — cross Ld 

leaving @ smooth hole and clean, polished surface — SCANDINAVIAN 

iat os snd You etlount. Order through your Sober o cre. WESTERN IMPORTING COMPANY 

The Progressive Manufacturing Co. 509 E. Hennepin Ave. 116 Broad St.,!N. Y. Satins Bldg. 


Minneapolis, Minn 





TORRINGTON, CONN., U. S. A. 

















Ce 


Mathias 





& Sons 





KLEIN 
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Tell Your Customers There’s No 
Greater Lock Security Anywhere! 


With a Keil Lock you can go to the limit in talking safety, security 
and protection, for it’s the most remarkable lock ever made. 
Show your customer the double action of the solid bronze and steel 
bolts, how they shoot out perpendicularly, then turn and rest hori- 
zontally in locked position; how they defy entry by jimmy, saw or 
wedge, excepting by the proper key. 
No other lock offers such protection. Booklets, counter display cards 
and advertising make Keil Locks extremely easy-selling. 

Write for Full Particulars 


FRANCIS KEIL & SON, INC. 


401-425 East 163rd St., New York, N. Y. 


November 12, 1925 








Est. 1876 








ARMSTRONG’S 








6009 


Improved Nipple Holder 


No. 20 for No. 2 Stock 
Range %—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 





The right nipple is always on the job 


72% Greater Holding Power 
when you carry one of these tools. 


Than Wire Nails 


READING IRON COMPANY 
Reading, Pennsylvania 


Also makers of RICO Hard Cut Floor Nails, made to 
drive into hard wood without bending 


The Aranstrong Mfg. Co. 


Bridgeport 
Conn. 




















Patented 


Quality Fittings Mean Hose Efficiency 


THE SHERMAN WROUGHT BRASS HOSE FITTINGS 


have reached the highest level of quality in garden hose acces- 
sories through years of experience and research in manufac- 
turing. It is to your advantage to carry the best. 








Sherman Hose Couplings are made of 
heavy wrought brass — accurate ma- 
chine cut threads—deep, clean corru- 
gations. A high quality item. Made 
in hose sizes—3%”, 14", 44” and % . In 
cartons for stock. 


H. B. SHERMAN MFG. CO., 


The New Diamond Nozzle. Surpasses 
any nozzle heretofore offered to the 
Trade. It is larger and will throw a 
stream farther and more even. A per- 
fect spray is always assured. Made in 
¥%” size only. 


Battle Creek, Mich. 
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SPS SEES HEHEHE SE OCSHSHCOSOOSEOSO 
The Improved air duct increases the heating 
capacity about 30 per cent in our 


WASHINGTON 
HOME FURNACE 


Placed above the floor, hence saves 
the cost of digging cellar. 

Produces circulating, moist heat for 
five to seven rooms. Only stove or 
furnace ever built without name plate 
or advertisement on the outside. 


(Name is molded on the inside of 
front door.) 


Beautiful grained mahogany finish 
harmonizes with finest mahogany fur- 
niture. (Also in plain finish for one- 
third less.) Made in the same plant 
in which we manufacture 100,000 
Washington Stoves and Ranges an- 
nually. Can ship promptly, as we 
now manufacture fifty furnaces per 
day. 


Hot Blast Fire Box 


Correct location of water pan. Most 
beautiful and most expensively con- 
structed furnace now on the market. 


Gives the consumer an excellent value 
and the retailer a handsome profit. 


Write teuday for exclusive agency 
Patent No. 12494 plan; your district may be open. 


Gray & Dudley Company 
NASHVILLE, TENN. 


**We melt more than 100,000 ) ponte of 
Southern pig iron per day.” 


Crank Case Service 


How to cut your rent 
wherever Oil is Sold 


Do more business per square 
foot of floor space by using No Nore Need for 
a 
Pits or Racks e 


Heller sales- making’ store 
equipment. 

Now, wherever oil is sold, the big profits that 
come with crankcase service are within easy 
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Coe Se Gel LP Peds BY Ben 


Wherever Mother Earth Has 


a Temperature— 


PEERLESS FANS 





SOSOSCSCSSSOSSOSOSOSSSOSOSSOSOSOSOS 





“No—This is not 
a Victrola” 


The Peerless Electric Company 
Warren, Ohio 





ENERATORS 
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It cuts down your rent, per > with eran ervice are eas 

. ; - reacn. wo nexpensive rookins products ; 
dollar of sales; it reduces open up this avenue of money-making sales. Brookins 
your cost of selling, yet lets With the Brookins Oil Measure you can quickly Oil Measure 
: serve any car with from one to five quarts of 





oil it one operation. With the Brookins 
Portable Drain Tank you can easily drain 
any crankcase without drain pits or 
racks—without buckets or working in 
grease, 

Start now to build up a big, profitable oil 
trade. Order a set of Brookins Measures 
and Brookins Portable Drain Tanks from 
your jobber. This equipment will save 
you time, enable you to give better ser- 
vice and increase your oil sales and 
profits. Get in touch with your jobber 


you pay your good clerks 
better wages; it reduces 
your advertising cost, and 
lessens your general over- 
head. 


Any representative of the 
Heller Organization has in 





his pocket the facts to prove 
; : today. 
how Heller equipment has 0 = a. ene _— MFG. COMPANY 
i THE BROOKINS . 
helped others, and will help increase profits. 342 Xenia Ave. Dayton, Ohio 
you. Ask for the facts, and Ivs FREE. Ask 
get started now to making for it today! 


more profits. Act promptly. 


W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 
20 Vesey St., New York City 








PORTABLE DRAIN TANK 
eee 





W. C. HELLER & CO., Montpelier, Ohio. 28A 
Please send the new book, “The Heller System of Larger 
Profits.” 

eth «00:0 00 9.69460 000s 560 esbeeetdceewtbiee beede 
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CHROETER’ 


810-812-814 WASHINGTON AVE. SLLOUIS 
~) 











No. 4—Home Bowl Nut Cracker. 





No. 720—Nut Cracker. 


SCHROETER BROS. HARDWARE CO. St. Louis, Mo. 


(Patentees and Manufacturers) 


SPECIALTIES = =- 


Our Own Manufacture 





No. 10—Electric Motor Driven Scroll Saw. 


Write for Specialty 
Catalog and Price 





No. 3504—Motor Driven Grater 











No. 1—Velocipede 
Seroll Saw. 


U.S.A. 











Moe’s Poultry Supplies 


Chickens require plenty of 
green feed in all seasons to 
keep them healthy and to 
maintain a high egg yield. 


Moe’s Oat Sprouter will 
provide an abundance of 
Sprouted oats, wheat, rye 
or other grains. 


Requires no lamp or heater, 
and very little attention. 


Has a heavy steel frame, 
enameled to prevent rust, 
and heavy galvanized inter- 
changeable trays. 

Shipped K. D. in a compact 
carton, and easy to set up or take 
apart. Many thousands of them 
are in use, and they will please 
your customers. 





“Moe’s Line” is fine complete line of Poultry Equipment, 
for which there is a steady all year around demand. 


Everything for the Poultry 
Yard. 
Write for New Catalog 
and Prices 


Hoeft & Company, Inc. 


Manufacturers 
2305 Davis Street 
NORTH CHICAGO, ILL. 





Star Fountain 
For Mason Jars 






















m supplies 


—counter display containers with 
low-priced packages for  quick- 
selling. 


Just put these on your 
counters. Customers 
buy without effort on 
your part. Good profit, 
too. 


**Hit “Em” 
Nails 


a nails that 
makers _ use. 
Ask your Jobber cs * 
66 99 sharp - pointed 

for Auveco tacks that won’t 
bend or buckle. 


10c packages. 


E Guio-Valnale Raxtis Co. 


Manufacturers 


3319 Colerain Ave. Cincinnati, O. 
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WHITCO 


for 


Transoms 


for 


(asements 





























American Steel & Wire 


WIRE =2=2 


BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Arg a Perfect, Ellwood Junior, a. 
Nails. 


aes TACKS, Hot Galv’ 
ZINC SULATED. AFENCES: American, Royal, Anthony, 


NN U. S., Banner. Steel Gates. 
BANNER (former! Arrow) STEEL ‘POSTS. 
CONCRETE REINFOR RCEMENT. 

BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 


WIRE for every purpose. 
Quick Delivery. Write us for selling plans. 
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The LOWELL 
Clothes Line Reel 


An article of daily useful- 
ness in every home. 36 feet 
of strong braided’ cord 
wound on a reel encased in dust 
proof metal drum. A simple rachet 
wheel locked by a pawl regulates 
the length of line. Line winds up 
out of sight when not in use. 

The Green Reel—for cellar, attic, or porch. The White Reel— 
for bathroom, kitchen, or nursery. Your customers know the 
Lowell Reel because of its national advertising. Satisfy them 


by selling the Lowell Reels. 
THEY MOVE FAST—Order from your jobber—to avoid dis- 


appointment insist on the Lowell Reel or write us direct for 


— _THE HOGE MFG. CO., Ine. 
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fia ce XOOKS 


Made in all types for every ice harvest- 
ing and handling requirement. 
Write for price list and discount sheet. 


Mi) sae ee 
i | New York Chicago es Pittsburgh 


— 
ee nll ki al 
i, v 
2." RTPI 


" 
i 


ie esd 


———_ ____ _____ _ i — 












Why not let us help you 
increase your sales and profits? 
Silverlite 
Special 


each .79 


Polychrome Finish Ash Tray 

Our Price without Watch $1.25 

Our Price with Watch 2.35 

If you want to increase your profits write for our 290 page catalog illustrating 
hundreds ef bargains in clocks, cutlery, silverware, etc. 

Write now. Don’t delay. Counter Catalog Free. 
JOSEPH HAGN COMPANY 

OS enero wy nema 

t. 


Dept. HA, 223-225 West Madison Chicago, Illinois 











Belt Punches - Arch Punches 


Spring Punches Revolving Punches 


attractive line for the Hardware Trade. Also: 
and Upholsterers’ and Plumbers’ Tools of 


Leather 


A varied and 
superior 


Workers’, Trimmers’ 
quality. , 

The above tools will please your customers, 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 


making our pi-ducts. 
We stand back of every tool we make. Try us. Write for Catalog 


and Prices. 


Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


as well as our famous Round 

















Learn How To 
1\SELL MORE 


| HARDWARE 


i Get These Two Books 
\ FREE 


Just Clip 
And Mail 
This Ad Back To 


DULUTH SHOW CASE CO. 
P. O. BOX No. 778-A 


DULUTH, MINN. 
















“Torrid”’ Tinners Fur- 
naces are only made 
by Diener. No others 
are genuine. “*Tor- 
rids’”’ cost no more 
than others and the 
user gets greater sat- 
isfaction, 


GEO. W. DIENER 


MFG. CO. 
CHICAGO 


Makers of Fine Blow 
Torches and Fire Pots 
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Use 
A Big Seller © 


Commercial 
to Boat Owners ANNULAR BALL BEARINGS 
||| A Better Bearing at 


Jeffery’s No. 7 Marine Glue is a In Your Product 
Less Cost 


big seller to boat owners, because 
it will positively make any boat 
leakproof so long as the frame is 
in fair condition. 
; Combining high efh- 
H/ ciency with adaptabil- 
ity to varied bearing 
Hi conditions and needs, 
Schatz “COMMER- 
CIAL” Annular Ball 
H| Bearings exactly suit 
4; the requirements of 
1! those manufacturers 
who seek a good bear- 
ing at moderate cost. 





























We do more than guarantee this 
boat glue; we help you sell it. As 
soon as you order 


JEFFERY’S 
WATERPROOF MARINE GLUE 


we get busy and co-operate with you. 


Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 





It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- ' 
lets neatly printed with your name and address on them. ° 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 























look for the full name 


Russell Jennings 


stamped on the round of our 
Bearing — CS-638 — is used 


yn u g = r B I t S extensively on sliding doors 


The original doubie twist auger bit, patented by * a of automobile bus bodies, 

























A Typical Installation : 
This type AHR “COM- 
MERCIAL” Annular Ball- |k 


peed 


pees 


Mr. Russell Jennings in 1855 7 typewriter desk mechanisms, 
: etc. Similar rollers of larger 
Russell Jennings Mfg ° OTe: ° dimensions can be furnished. 
Chester, Conn. a The general design can be | 
” the adapted to many different 

locations. 





—— 


Write for illustrated Catalog, 
Discount Sheets and Samples 


peed 



























































THE SCHATZ 
Ome aS ER arc salina MANUFACTURING CO. 
15 0 provide uate storage facilities for ; 
—— shelf Soa ane it poe mee con Poughkeepsie New York | 


venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS, 
Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and ’ 
efficiency One style only—neat of design— al 
j// attractively finished —any height — : 
Ay easily installed—meets most 
7 requirements. Circular 


on request. : ASHI ANO. 
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Classified Opportunities 








Classified Advertising Rates 


. Opportunity Exchange Section 


50 words or less 
Each additional 





| 
| 


} Use the “Opportunity Exchange Section” 
| Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Reta] Salesmen. 


BOXED DISPLAY RATES 


Pe o@eseesvoesdesteee ese = 


50 words or less. 


to reach Hardware Manufacturers, ) 


Positions Wanted Advertisements 
50% off the above rates 





4. 00 
Address your advertisements and replies to 


| Hardware Age, Classified Oppor- 





Set Solid, Minimum 50 words..... $3.00 | 
Each additional word.......... .06 

All Capitals, Minimum 50 words.. 4.00 4 insertions, 
Each additional word.......... .08 


Allow Seven Words for Keyed Address 


_ Discounts for Classified Advertising 


10% off; 8 insertions, 
ff 


Oo 


Remittance Must Accompany Order 


| tunities, 249 West 30th St., New 
| York City 
15% | 


| ''aRDWARE AGE is published each Thursday 





Forms close Ten Days previous to date ot 
publication 














BUSINESS OPPORTUNITIES 


HELP WANTED 











FOR RENT—IN PROGRESSIVE, PROSPEROUS MANUFACTUR- 
ING CITY OF SEVENTY-FIVE THOUSAND, STORE ROOM 40 x 
160. HAS BEEN OCCUPIED PAST TEN YEARS BY HARDWARE 
COMPANY. AN OPPORTUNITY FOR HARDWARE ORGANIZA- 
TION TO SECURE DESIRABLE LOCATION IN LIVE TOWN. AD- 
DRESS SAMUEL SAMSON, BOX 567, HUNTINGTON, W. VA. 

FOR SALE—HARDWARE STORE in Southeastern Ohio on State 
highway. Invoices about $15,000. seen established thirty-five years and 


-ill health. Located in good 


Address Box G-831, care of 


doing fine business. Reason for selling 
farming section and in center of oil field. 
}IARDWARE AcE, _New York. 








FOR SAL E—GENERAL HARDWARE, 
furniture; also fully equipped sheet metal shop, 
in State of Washington. Population, 2,000; good surrounding country 
to draw from. Stock and tools inventory at $12, 000. Also will sell one- 
story concrete building and property 40 x 120. Address Box G-832, care 
of Harpware Ace, New York. 


paints, sonentueniatileann and 
in a good growing town 








FOR SALE—Half interest in the best general hardware and contractors’ 
supply business in the South, located in Kentucky. Sales this year ap- 
proximately $500,000.00. Owner wishes to retire. Address Box G-827, 
care of HARDWARE AGe, New York. 





FOR SALE—GENERAL HARDWARE AND IMPLEMENT STORE, 
located in a good farming communiiy in Western Pennsylvania. Busi- 
ness is making money, but for good reasons owner desires to sell. Will 
give figures of past year’s busiess. Address Box G-823, care of HaArp- 
WARE AGE, New York. 


HOUSE FU URNISHING, sporting ciamtile 
lumber, building material and ‘coal business. og me in the center of a 
summer resort and lake region of Northern New Jersey. A growing busi- 
ness in a growing section. Address ESTATE OF TOHN WILLS, Stan- 


hope, N. J 





FOR SALE—HARDWARE, 








HELP WANTED 





SALESMEN WANTED—A large manufacturiny concern doing a 
national business with hardware and electrical retailers has severa! open- 
ings in its sales organization. Territories open are in the East and Middle 
West. Permanent position; salary and commission with opportunities 
for advancement. A knowledge of the retail hardware business is essen- 
tial. Prefer men who have had past experience or are now employed in a 
retail hardware store as salesmen or in charge of a department. The 
position requires men who are neat appearing, eg gr tactful and am- 
bitious—who like to sell and who can sell. Age 35 to 40. Unless you 
have a good past record and are willing to work hard, do not reply. Ad- 
dress Box G-810, care of HArpware Ace, New York. 





CATALOG COMPILER AND ADVERTISING ASSISTANT—Young 
man, unmarried, for catalog and advertising department of Builders’ 
Hardware Manufacturer, located in Pennsylvania. Knowledge of en- 
gravings and printing essential. Hardware catalog experience helpful, but 
not requisite. Splendid opportunity for the right man. Address Box 
G-829, care of HarpWARE AGE, New York. 
POWER LAWN MOWERS-—Should have 
present time two openings, one in the 

Wonderful 
Liberal com- 
rove 
ork. 








YOUNG MEN TO SELL 
an automobile. We have at the 
New York district and another in the Philadelphia district. 
opportunities for the right men who are willing to work. 
mission. Will grant exclusive distributor contracts to men who can 
ability to handle. Address Box G-812, care of HArpWARE AGE, New 





OPENING FOR GOOD SALESMAN. An established sales organiza- 
tion have an opening for an experienced salesman to sell hardware and 
mechanics’ tools of standard make to the wholesale trade in New York 
State and northern part of Pennsylvania. State age, experience and 
poupeanation desired. Address Box G-816, care of Harpware AGe, New 

ork. 





WANTED—A BUIL DERS’ HARDWARE MAN 
ambitious, for position in Philippine Islands; good opportunity. 
Box G-811, care of Harpware AcE, New York. 


of good education, 
Address 








HUSTLING SALESMEN wanted to sell on liberal commission basis 
our popular line of labor saving Magic Weeder Hoes to hardware trade. 
REICHARD MFG. CO., Bangor, Pa. 

















| ASSISTANT SALES MANAGER 
WHO CAN ACTUALLY SELL | 


We want a man who can sell and train others to sell incubators 
and poultry equipment to hardware trade, in small towns as well 
as large, and to farmers and big commercial hatchers! He must 
be able and willing to hire, train and help salesmen. Half his time 
will be spent in the field working with our salesforce. The other 
half will be spent creating and carrying out selling plans, corre- 
sponding with salesmen, prospects, etc. 

We want an experienced man over 30, who isn’t afraid to roll up 
his sleeves and work. Good salary. BPxcellent opportunity with 
well established, well advertised, well known organization selling 
most complete line of poultry equipment made. 

oe full details, experience, salary, past performance 
etter, 


AMERICAN INCUBATOR MFG. CO. 
New Brunswick, N. J. ) 


in first 














SALESMEN—LARGE NEW YORK WHOLESALE HARDWARE 
and Housefurnishing Goods house requires several men, experienced, 
with omens to call on New York and Brooklyn Department Stores, 
Westchester County and New Jersey. Splendid opportunity. State ex- 
perience. Answers confidential. Address Box G-830, care of HARDWARE 
Ace, New York. 





SALESMAN—NEW YORK HARDWARE jobbing house offers excel- 
lent opportunity to young man with hardware experience to sell in 
Central and Southern New Jersey. Resident:in above territory pre- 
ferred. Give age, hardware experience and references. Address Box G-743. 
care of HARDWARE Ace, New York. 





SALESMEN WANTED—A widely known, long established manufac- 
turer of high grade folding pM on tables requires the services of two 
salesmen—one man for Southern States and one for the Pacific Coast 
States. Write, giving full particulars. Address Box G-835, care of 
HarpWareE Ace, New York. 





SALESMAN FAMILIAR WITH hardware jobbing trade to sell 
nationally advertised line of kitchen glassware especially packed to 
grocery and hardware jobbers. Commission and drawing account. Ter- 
ritory unrestricted. State full particulars in writing. Address Box G- 819, 
care of Harpware Ace, New York. 





SALESMAN WANTED—Calling on hardware trade to sell our line of 
shingle brackets. Samples furnished free. rite for further informa. 
tion. Address NEWARK LADDER & BRACKET MFG. CO., 317 
Springfield Ave., Newark, N. J. 





SALESMAN—MANUFACTURER OF COMPLETE, LINE of builders’ 
and shelf hardware has opening for young man in their New York 





branch. Experience preferred. Address, stating age, previous experience, 
etc., Box C850, care of HARDWARE AcE, New York. “ “ 
WANTED for industrial supply house in Brooklyn, 


og OCR MAN 
Y. Experienced man needed at once. Give full particulars. 


A 
Box G-834, care of Harpware Acre, New York. ddress 





OUTSIDE SALESMAN WANTED ffor retail hardware and supply 
seve. wo stating experience to Box G-836 care of Harpware AcE, 
ew Yor 





POSITIONS WANTED 


DO YOU WISH A PACIFIC COAST SALESMAN? 
hardware salesman thoroughly acquainted with local mercha 
ritory agnor ag offices at San Francisco; has automobile. 
association with hardware firms. Give your proposition in full. 
ences exchanged. Box G-817 care of Harpware AcE, New York. 





Experienced 
nts and ter- 
12 years 

Refer- 





WANTED: POSITION AS MANAGER of Hardware Store or Hard- 
ware and implements, by middle aged man. References exchanged. Ad- 
dress Box 194, Greensburg, Indiana. 
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Classified Opportunities 


SALES ACCOUNTS WANTED SALES REPRESENTATIVES WANTED 


SIDE LINE SALESMAN calling on hardware, house sunny and 























stationery jobbers, also wholesale druggists’ sundries. Unusual line of 

CENTRAL CALIFORNIA picture hangers and glass push pins, retailing at 5c. and 10c. per card. 

We have available very desirable territory ivr .i.en having a good trade 

Energetic, responsible business man wants selling agency of following among jobbers. Liberal com mssion. References and _ selling 

Househol Itensi 7 ai ; Se Foam. experience required. Write for terms and state territory you cover. 

| 5 @ Utensils to be sold direct to retail stores. San Fran STRANSKY PRODUCTS CORPORATION, 261 Canal St., New York. 
cisco Bay District, Central or Northern California. Commission 
basis preferred. If conscientious efforts count, I am your man. 

Address Box G-822, care of Harpware Ace, New York. SALESMEN WANTED—MANUFAC TU RERS AND IMPORTERS of 

a line of exclusive staple hardware articles, proved good sellers, practi- 

~ cally without competition in t is country, have several good territories 

as a side line. Must have 








still open for commission salesmen to carry 





retail hard- 











established trade and best connections with wholesa'e and 
SALES REPRESENTATIVES WANTED | _ ware trade. State details of territory and submit references. Address 
Box G-808, care of HArpWARE AGE, New York. 
SALESMEN WANTED—TO SELL OUR LINE of Electric Heaters, ; sae 
cuspidors, funnels and other metal specialties to the hardware and electric SALESMEN WANTED (by manufacturers rated over $300,000.00 and 
trade. Very good side line. Commission basis. Prefer men with trade in business over cate -two yones to Ne gag es ately priced 
followin Gi f : ae line of aluminum cooking utensils to retail trade ave choice territory 
oO g. ive reference and state territory covered in reply. Address open, Exclusive territory. Full commission paid weekly, including com- 


B 
ee nae Chicago, Ill. mission on mail orders. We give no al gmt > and pa, © 
r , , . oN lendid proposition for the right men ill only consider men who 
MANUFACTURERS’ REPRESENTATIVES AND SALESMEN all- cone ade aaa in the-selling Feld. State fully your selling experience 
ALUMINUM COMPANY, Kewaunee, 

















ing regularly on retail hardware dealers to sell highest quality sharpening JEYSE 
stones and grinding wheels on liberal commission basis. The line t :at oe eeeery a 
brings repeat orders. Also salesmen calling on Mill, Mine and Machinery , 
Supply dealers. A. GOODRICH, INC., 1500 W. Madison ee Chicago, Hl 
4 mie LARGE MANUFACTURER OF FAST SELLING furniture specials 
furniture, 





has several open territories for salesmen covering hardware, 


SALESMEN WANTED BY EST ABLISHED M ANUFACTURER to 
A popular priced line featured 





carry a side line of hardware specialties on commission. Middle Western department and dry goods store trade. 

States and Pacific Coast. Must have following among hardw are ‘jobbers one of America’s best selling folding tables. Straight commission; per- 
and large retailers. State line now carried. Address Box G-818, care of manent, profitable connection. Excellent main or side line. State ex- 
HARDWARE AGE, New York. perience. Address Box G-825, care of HArpwaArE AGE, New York. 








SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 
to handle. 
What have you to offer? Give details—insert your ad in the “Classified 


Opportunities Section” of this paper and you'll be reasonably sure to find a 
reliable salesman to represent you. 























PP \S30 IED. aot 


Bull Grip” = ——— 2 
aie . Tubular and Bifurcated 


Manufactured by —-RIV F. 3) yh. Ba 


U. S. Clothes Pin Co., eee Ve. 
Sales Dept ° 
1015 Union Bank Bide. Pittsburgh, Pa. | American Can Company 
























ELEVATORS 
DUMBWAITERS 


The “TORREY” 
A Real Man’s Razor 
Send for Catalogue of Full Line 


J. R. TORREY RAZOR CO. 
WORCESTER, MASS. ‘o. 
Syracuse. New York | 


Oil, Molasses and 
Dairy Gate-~ 
Perfection Pattern. 
Made in All Styles. 


Syracuse Stamping 
C 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philade!phia 



































Hose Attachments making tools for stone workers. and 
Scythes since 1812, Axes since 1800 


faucets. Slips "Slips on and off saaly. Catalogue. 
Economy Mfg. Co. TROW & HOLDEN COMPANY RIXFORD Fc. co. 


685 
“a be BARRE, VERMONT 


East Highgate, Vt. 











» Economy | For over 30 years the leaders in AXES S C Y T Hi f fe | 

















CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 
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Iron Fence, Gates 
wn Vases 
Settees 

General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 


CUTGREART ARE! abla: 
| A UUEAUUTT} | 
Pee astll| 

Ask for Catalog 


THE "STEWART IRON WORKS CO., hee., 288 Seowert Block, Cincinnati, 0. 





























STRATTON ™** = une 
HANDL ES 


For Small Tools, Utensils, Electrical Geods, Etc. 
Enameling, both Sehede ao aw dried. 


STRATTON MFG. CO. Stratton, Maine 














Robertson “Horse Shoe Magnet” Hammers 


Permanent magnet which holds a 
the tack in position for driv- 7 101i ss 
ing. Awarded | the Silver Medal a 
(the highest offered) at the Panama-Pacific Exposition. 
Good profit. Write for price lst. 

‘seme en@ design trade marke registered U. 8. Pat. Off. 


ARTHUR R ROBERTSON 94 Portland St., Boston, Mass. 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax Compounp Co. 
Fort Wayne, Ind. 



























WRENCHES 








J. H. WILLIAMS & CO. 
“The Wrench People’ STANDARD FOR 
New York BUFFALO Chicage ALE A CENTURY 























“VICTOR” BOLT 


CLIPPER 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 





HACK “J NOX” saws 
te eee 


“She Toots in Lhe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. . 


HACK SAWS - BAND SAWS — SCREW ORIVERS ~ GLASS CUTTERS 








Makers of Every 
Kind of Screw, 
Nut and Bolt. 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 





THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 








the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
maker. Send for our special offer! 


‘y o MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 








Aluminum 


WARE 


Guaranteed to last a lifetime! 
4 heavy weigy~* line. A complete 
ne, 


ALUMINUM PRODUCTS COMPANY 


LA GRANGE, ILLINOIS 






ou - 


















Meet every ‘“call’’ 


Taste in percolators varies—but the 
Rome complete line meets them all. 
And meeting the “‘call’’ means profit- 
able turnover. 


Write— (ea 
[ROME } 
ROME MFG. CO. ane 


Factories and Offices, Rome, N. Y. 

















QO. Lindemann & Co. 


Manufacturers of 


BIRD ens e™ 
CAGES _rstabitshea 106 


35-37 Wooster Street, New York 














BROW? N ~ SHARPE TOOL S 


s There Has Be 


ly LO) > 48 
Substitute for Bro: Ww Stasi 
seal Pao SD? t// lool ( alalov ‘ 
a BoM SN SHARP! 


November 12, 1925 
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Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 
We manufacture various 
brands of fuse, amiong 
which you should find 


one adaptable for your 
work. 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 





Two NECESSITIES In Every Garage 
: Garage Door Bolt a 
Specially designed for = sion * 
garages, factories, ware- _— a 
houses and fire doors. 
Locks and unlocks top 
and bottom bolt with 
one turn of handle. 














—, 
a i | Garage 
Door 
Holder 














Prevents accidents, broken headlights 
and bent up fenders. Operates by 
hand or foot. 
For prices and further information 
write today to 


: ; : Phenix Mfg. Co. 
No. $9 Holder No 52 032 Center Street Milwaukee, Wis. 




















Confidence in Ebampin, Brand 


Tungsten Lamps is shown by 20,000 
retailers and 600 jobbers who sell them. 


CONSOLIDATED ELECTRIC 
LAMP CO. 


DanVers, Mass. 


‘*Licensed under the General Electric 
Company’s Incandescent Lamp patents.’’ 








Heimerdinger 
Improved 
Grass Shears 


Having none of the disadvantages of the old style, 
these shears are easy to sell. Ask your Jobber. 


W. C. HEIMERDINGER CO., 114 W. Market St., Louisville, Ky. | 











Our 


New 
Goal 














THE WONDERFUL NEW BRUSH- 
ING LACQUER. Dries in less than 
4 4 one-half hour. 


Cana vs Write for details today ! 
HOUSEHOLD THE GLIDDEN COMPANY 


National Headquarters 
LACQU E ROI D CLEVELAND OHIO 























Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 
Write for prices. 
Bronze 


and Copper Spargo Wire Co., Rome, N. Y. 











2137 





Aa 












mente 
HOUSEKEEPING 


Know Them by the Blue Handle 





OSBORN MANUFACTURING CO. Cleveland, O. 











ROLLED STEEL by Comparison 
PRODUCTS 


GABRIEL STEEL COMPANY 


BELLEVUE AVE. DETROIT, MICH. 





Better Machine Screws 
\ My for the Hardware Trade 


HARVEY HUBBELL, INC., Bridgeport, Conn. 




















Donley Screen Door Guards 


Prevent bulging and sagging. 
Add to the life of the door. Five 
sizes to fit any door. Retails at 
75 cents and $1.00. 


The Donley Manufacturing Co. 
10585 Quincy Ave., Cleveland, Ohio 








“che Fragrance of Flowers— Not the Odor of Otis.” 





for Furniture Floors and Woodwork 


Bouquet-Brownson Co. Ine. 











THERE IS ONLY ONE 
‘Gotp MEDAL 7047. 


FOR 33 YEARS THE RECOGNIZED STANDARD 


ORDER EARLY. COLO MEDAL CAMP FURNITURE MFG. CO., RACINE, WIS 








The Turner 2 in 1 Timer 
conforms with the needs of 


a Ford motor for a timing ‘ 

unit taking current § from ( q 
the Ford magneto. With its 4 | . 

many new improvements, and 


at the same price—$3.75, 


it offers the lowest ‘ 
iced, SATISFACTORY Timin 
Toot tion unit for $3.75 ) g Unit 


Fords, 





Jobbers, Dealers: Write today for proposition. 


TURNER MFG. CO. Dept. B, Kokomo, Ind. 
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No allowance will be made 
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INDEX TO ADVERTISERS 


THE ADVERTISERS INDEX is published as «a convenience and not as 8 part of the advertising contract. Every care wil] be taken to index correctly. 
for errors or failure to insert. 
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About 5000 Other Dealers Would 
Corroborate Paragraph Two 


You can profit by 
their experience! 
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RCHANGEABLE 


Socket Wrenches 
Snap-on Wrench Co., Manufacturers, Milwaukee 


MOTOR TOOL SPECIALTY CO., 14 E. Jackson Blvd., Chicago, IIl. 
Sole Distributors, with Distributing Branches in 17 Principal Cities 
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Be Headda 


For those who simply want to “turn on’’ radio there 
has never been a receiver like the Thorola Islodyne 
S-tube. It makes a dead language of all the old tech- 
nicalities. Now there is normally nothing to do but 
to pick out stations and listen. For Thorola Low- 
Loss Doughnut Coils —the crux of Islodyne success 
—do not pick up unwanted stations; do not inter- 
couple; do not permit excess feed-back. 


With these old difficulties conquered, it was possible 
also to correct other factors that had been over- 
shadowed by the big troubles. So a degree of finality 
has been reached. Thorola Islodyne brings non- 
mechanical, artistic radio at last, with the tone, range, 
volume and selectivity that only Thorola Low- Loss 
Doughnut Coils make possible. 


Where the receiver business centers, the most loud 
speakers are sold. And Thorola dealers make doubly 
good here. Thorola speakers, always the steadiest 
selling item in radio, are bettered with new technical 
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Shorola 


IS LODYNE 










a 3 






arters jor Both 


1 ik i ei 


refinements and new beauty to match. The new 
Thorola self-harmonizer eliminates manual adjust- 
ment. The magnificent new Thorola Bakelite horn 
is the largest form of this material ever produced! 
‘Thorola tone and volume remain the standard, farther 
than ever out of ordinary reach. 


The results obtained only by Thorola draw the radio 
experimenter so surely to Thorola parts. Thorola 
Low-Loss Doughnut Coils are the great sellers of 
the season among parts. Thorola S. L. F. Condensers 
capitalize for you the swing to straight line frequency. 
Thorola Golden Audio Reproducing Transformers 
are as good as they look. 


The Thorola parlor fans have something the experi- 
menters want. The experimenters favorably influence 
Thorola receiver and speaker sales. Thorola dealers 
are in on all of it. 


REICHMANN COMPANY, CHIC4GoO 
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